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NO..5000 LINE STAINLESS KITCHEN TOOLS 3 NO. 3000 LINE NICKEL-FINISH KITCHEN TOOLS 
if 

Distinguishe //new group of bright, polished Stainless Proven sellers in nickel-plated kitchen tools with red 

Steel tools with red and ivory plastic handles. and ivory plastic handles. 
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| ’ STAINLESS OUTDOOR NO. 532X BEATER 
@ y | COOKING TOOLS FOR PYREX 
NE Smart, novel, branded wood MEASURE 
handles, some with rawhide Stainless 


thongs. Available in open Wings 
stock. Includes these tools 

needed for outdoor cooking, 

from left to right: 

No. 452 Extension Fork 

No. 221 Barbecue Spoon 

. 222 Barbecue Fork 
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= 45) A combination- 
~ Ne. 451 Hamburgeilt beater and 1-qt. measure ovail- 
452 Ne. 221 No. 222 No.122 No. 45) No. 424K No. 461X No. 424X Red Hot Roaster able as a set or as individual 


. 461X Steak Broiler items. 
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You sell with confidence when you sell 


WOOSTER AT UIKY 1 XS 


your customers know 


d by a hundred — 
uring experience 
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Wooster is a name 
and trust .-- backe 
of progressive manufact ow. 

.. bya hundred years of sa is we 
The Wooster stamp on e pe 
tive assurance of quality con 
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Wooster Defense Br 
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formulated 


® In addition to Wooster Defense Brushes, limited 
quantities of Wooster 100% Nylon and short-length (2¥%”" or less 
clear of ferrule) pure bristle brushes are available for general 
consumer sales. Consult your Wooster Distributor Representative. 


WOOSTER BRUSHES 


FOSS:SEY re wooster BRUSH COMPANY - WOOSTER, OHIO - since 1851 WOOMER 
NYLON 
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“When I say YALE 
they’re already half sold 


a 
e 





“,..and when I show my customers the extra selling 
features in YALE hardware, they're completely sold. 
I've made an excellent profit on YALE 3-WAY 
LOCKS, for example, simply by showing my cus- 
tomers how many uses they have. And the installa- 
tion is a cinch—just drill one hole.” 

Says Thomas W. Norris of Tracy Robinson Williams Co., Hartford, Conn. e 
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Combine this “selling name” with 
all these other extra profit features! 


YALE 
S- 
LOCKS 


@ It's a YALE exclusive! 


@ One lock fits any drawer or right or left hand ° 
cabinet or cupboard door. This means 
small inventory requirements. 












@ It’s priced low for volume selling! 
Yale's 3-Way 


@ It’s a multiple sales item—every home or Siesteeuiilien 
store needs several. Cabinet Lock (#5591) 





® Anyone can install it—just drill a hole and 
screw on lock. 


When you say “YALE” to your customers you'll 


see for yourself how fast this combination of 
fine name and fine product makes sales. These TRADE MARK 
YALE 3-WAY LOCKS are a particularly good 





item for “suggestion selling” because everybody ences biihtile tiltiainatiatinini iat 
needs them, anybody can install them and 
they're priced so that everybody can afford THE YALE AND TOWNE MANUFACTURING COMPANY 
them. Order a good supply. Stamford, Conn. 
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Conservation  ® 18 
again is on the march! 


Defense programs are rolling . . . creating heavy 
added demands on the nation’s resources and man- 
power . . . calling for careful use of raw materials, 
implements, tools and supplies. 


“Make it go farther’ and “‘Make it last longer” 
have again become important watchwords. They 
apply both to tools and to the jobs or objects on 
which they are used. 


Take files. The better they are, the longer they 
last and the more work they can do... hence the 
more steel is saved in meeting our country’s file 
needs and the more things such files help to build 
or fix. 


Makes sense, doesn’t it? How can you, the hard- 
wareman, do your part? (1) Sell good files. (2) Carry 
a conservative assortment of kinds and sizes to give 
purchasers the economy that comes from using the 
reasonably right file for the job. (3) Help customers 
on the proper use and care of files. 


“FILE FiLosopHy,”’ Nicholson’s famous 48-page illustrated 
book, contains a store of information useful to hardware 
sales folks. Send for a copy (or more, if needed). Then— 
work closely with your hardware wholesaler toward main- 
taining a file stock that represents sound merchandising. 








the right file 
for the job 
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NICHOLSON FILE CO., 25 ACORN STREET 


Providence 1, Rhode Island 
(In Canada, Port Hope, Ont.) 
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the Connecting Link 





...the 
Hardware 
Wholesaler’s 3 
Salesman — 








He’s the real key man in the hardware trade 


for he represents manufacturers to dealers 


and dealers to manufacturers 





@ You dealers depend on him for fast 
service when you need something. You 
expect him to have what you want when 
you want it—no matter if you turned 
him down the last two or three times he 
called. And most of the time he delivers. 


@ We expect him to keep you posted 
about our merchandise, our advertising 
and our sales helps. We expect him to 
give our wares a good sales talk even 
when you to try to brush him off. And 
he does a good job. 


@ Neither of us could get along without 
him unless we completely changed our 


In Business for Your Safety 


way of doing business. You’d have to 
carry more stock and we’d have to mul- 
tiply our inventories if it weren’t for him 
and the wholesale house he represents. 
Without his services we and other man- 
ufacturers would have to put out many 
times as many sales representatives. The 
added cost would increase prices—the 
added time they’d take would put a 
heavy burden on you and they’d clutter 
up your store. 


@ Yes, the hardware wholesaler’s sales- 
man is a big help to both of us. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, “Lng 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. “ny, 


AMERICAN CHAIN & CABLE 
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Big Stores Cut Prices; 
Small Stores Suffer 


New Yorkers last week were witnesses to the 
spectacle of a group of big department stores en- 
gaged in a price cutting war. It was not a pretty 
sight, especially for the small merchant who was 
forced to watch prices of standard, national brand 
merchandise slashed to below his wholesale cost. 

Nor was it pleasant for the small merchant to 
attempt to explain to his customers why he could 
not match the senseless prices quoted by the war- 
ring mass merchandisers. (A detailed report on 
this development appears on page 14.) 

The exact causes of the wave of price slashing 
are rather obscure. But in the public mind it 
started with full page ads by a large department 
store stating, in effect, that because of the recent 
Supreme Court ruling in Louisiana on Fair Trade 
prices it was possible for the store to pass along 
some price savings to its customers. The store then 
announced relatively minor reductions on several 
thousand price-fixed items. Its competitors met 
those reductions, and the price war was on, with 
cuts on some merchandise being made on almost 
an hourly basis. 

While the price cutting is thus unfortunately 
associated in the public’s mind with the Fair Trade 
laws, it is apparent to many observers that the 
factors that forced such drastic steps are far 
more deep-seated than any Fair Trade ruling, espe- 
cially since these same stores have managed in the 
past to live together in amicable competition on 
many non-Fair Trade items without price wars. 


Many people are of the opinion that the large 
department stores have felt, in varying degrees, 
the same pinch for cash being felt by hardware 
dealers. Heavy inventories and sluggish sales, plus 
an ever-rising overhead has put considerable pres- 
sure on many merchants, including the giants. 
There has also developed lately an intensified com- 
petition between two of the key stores in New 
York on the matter of brand name merchandise 
versus private brands. 

When all the details are known, it will prob- 
ably turn out that it was not any single factor, but 
rather a series of circumstances that set off the 


war, and the Fair Trade angle merely served as* 


the trigger. It does seem certain, though, that the 
situation did get out of hand and went to extremes 
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Informal Editorial Comments 


By W. A. Phair 


that none of the participants especially enjoyed. 

The department store that started this price 
cutting has long been a foe of Fair Trade. But ap- 
parently many of the other large stores in New 
York do not share this opposition to Fair Trade, 
for in several cases when the first store had ex- 
hausted its supply of price-slashed normally Fair 
Trade items, the other stores immediately pushed 
their prices back up to the Fair Trade level. 

If the large stores entered this price war to raise 
cash, they undoubtedly did so, although certainly 
at the expense of profits; if they wanted to build 
traffic by slashing prices on key items, they suc- 
ceeded in doing that also, for such is the mob 
psychology that sales in many departments not 
affected by price cuts also showed gains. 

But any small gains that may have accrued to 
a comparatively small number of consumers, were 
more than offset by the damage done to hundreds 
of small retailers. We predict that just as the gov- 
ernment in the past has been concerned with the 
development of monopolies in raw materials and 
processing facilities, so will it be forced to face 
the problem of the giant merchandisers and their 
cffect upon the thousands of small merchants for 
whom the government so frequently expresses 
concern (usually at election time). 





A Lesson in the Value 
Of Fair Trade Laws 


Fair Trade in this country is far from dead, 
despite the hasty efforts of its opponents to bury 
it. While the situation is certainly very confused 
at the moment, it is gradually being realized that 
the Supreme Court ruling in the Louisiana case 
covered a specific question and by no means wiped 
cut all the Fair Trade laws. 

What happened in New York during the recent 
price war is a strong reminder of what the big 
retailers can do to small merchants, if the Fair 
Trade laws are destroyed. Judging by the reactions 
of many retailers we have spoken to, the New York 
price war, far from being the death knell of Fair 
Trade, may well serve to give new life to a demand 
for stronger Fair Trade laws, especially from the 
small merchant who has in the past been reluctant 
to join in the fight for effective Fair Trade laws. 

We suggest that those readers who still do not 
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approve of Fair Trade reread the editorial on 
page 8 of the Jan. 25 issue of HA. We reproduced 
there a portion of a large ad which Macy’s of New 
York ran on power tools. We commented that be- 
cause these tools were Fair Traded, Macy’s prices 
were the same as those prevailing in hardware 
stores all over the East. But now, if Macy’s is per- 
mitted to ignore Fair Trade levels, Mr. Hardware 
Merchant had better frame that advertisement for 
he will never again see himself on equal grounds 
with Macy, unless he wants to operate his store at 
a loss. © 

HARDWARE AGE has long felt that the Fair Trade 
laws were constructive and desirable, especially 
from the viewpoint of the smaller hardware mer- 
chant. We have always been active in the fight to 
preserve these laws. 

Some readers have disagreed with us, largely on 
the grounds that (a) manufacturers do not enforce 
their Fair Trade prices aggressively enough and 
(b) Fair Trade tended to keep prices high. 

As far as the first objection is concerned, HARD- 
WARE AGE has long agreed that too many manufac- 
turers paid only lip service to Fair Trade; they 
should enforce their agreements, or withdraw from 
Fair Trade. Early this year it appeared that 
manufacturers generally were making a more 
serious effort to enforce their posted prices, but 
now the entire matter is up in the air. Those 
manufacturers who did enforce their Fair Trade 
levels demonstrated that it could be done, and they 
earned for themselves much good will in the trade. 

The claim that Fair Trade keeps prices high is a 
fiction; it has never been proved. To the contrary, 
it has been demonstrated that in periods of rising 
prices, Fair Traded items rise more slowly than 
non-fixed prices, due largely to the mechanism in- 
volved in announcing a higher price. It is no doubt 
equally true that in periods of declining prices, 
Fair Traded levels would go down more slowly. 
But over a period of time, Fair Trade prices show 
no great difference from other prices. 

We don’t think Fair Trade is dead. It can be 
given new life by a simple action of Congress. But 
this action will not be taken unless those who are 
benefited by the Fair Trade laws make their inter- 
est known to Congress. We feel that the hardware 
merchant benefits from the Fair Trade laws and 
— be well advised to join in an effort to revive 
them. 





Hardware Stores Still 
Have Price Control 


The last minute effort of OPS in amending CPR 
7, which removed most hardware dealers from the 
price chart filing requirement, did not remove price 
controls from retail hardware stores. It simply re- 
imposed the old general price freeze with all its 
squeeze angles. 

The new amendment to CPR 7 is supposed to be 
an interim action, designed to hold the price level 
until a new type of margin order can be written. 
It is hoped that this order, which OPS is presently 
discussing with the Retail Hardware Advisory 
Committee, will provide the necessary controls 
without excessive bookkeeping requirements. Pre- 
liminary discussions seem to lean toward the use 
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of manufacturers’ list prices and wholesalers’ price 
lists. If you have thoughts on this new order, why 
not pass them along to the nearest member of the 
retail advisory committee. The members of this 
committee were listed on page 202 of the May 17 
issue. 

In the meantime, a very careful and easy-to- 
understand explanation of how the new amend- 
ment to CPR 7 affects hardware stores appears in 
this issue on page 67. It is well worth reading. 





Here's Help on Price 
Control Problems 


Ever since price control was instituted, Harp- 
WARE AGE has endeavored to supply the trade with 
helpful, practical information on the subject. We 
have carefully avoided publication of rumors or 
mere gossip. Our publication of information on 
price control by no means implies our approval of 
it. In fact, on editorial pages we have strenuously 
objected to many aspects of price control. Never- 
theless, as long as we have price control laws, we 
will have to learn to live with them and understand 
them. 

In addition to the material we have published, 
we have aided hundreds of dealers with specific 
problems brought to us by phone and letter. We 
have also made available thousands of copies of 
various OPS forms and orders. These efforts of 
ours are apparently filling an urgent need of the 
trade, judging by the comments we receive. 

One retailer recently wrote us that “The infor- 
mation you gave me today is worth more than |! 
can say. I hope that all stores like mine know of 
the valuable help that can be obtained from HArpD- 
WARE AGE. The information I got from you today 
pays the cost of a subscription to HARDWARE AGE 
a thousand times.” 

A large dealer has commented on “the good work 
you have done in helping the trade in this OPS 
emergency. Again, our compliments to you on the 
swell job you are doing in this OPS nightmare.” 
A Southern dealer writes to “thank you for the 
wonderful service you are rendering hardware 
dealers everywhere.” 

We are not trying to pat ourselves on the back 
by quoting these comments. We are only trying to 
impress on all our readers that our entire staff. 
which is the largest of any hardware magazine. 
stands willing to help you better understand price 
controls. Don’t hesitate to call on us. 





4% for Ad Budget 


Whenever a group of hardwaremen discuss the 
selling techniques of large department stores, the 
usually end up by agreeing that price is the big 
factor. While price is certainly important, it is 
not exactly the only point of difference. Too many 
dealers are prone to overlook the fact that the big 
stores usually spend much more on promotion than 
small stores. A recent survey of a number of large 
department stores showed an average of 4 pct 


*spent for advertising. Compare this with the less 


than 2 pct spent by the average hardware store. 
How does your percentage compare? 
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73 years of service, combined with progres- 
sive product development and improvement, 
have established an outstanding acceptance 
of Lockwood Finishing Hardware by the 
country’s leading architects. The constantly 
increasing practice of selection by brand 
name — a name distinguished by an award 
from Brand Names Foundation — is reflected 
in such nationally prominent installations as 
the United Nations buildings; the new Statler 
Hotels in Los Angeles and Washington ... 
as well as re-equipment of Statler Hotels in 
St. Louis, Detroit, Cleveland, Boston, New 
York and the Hotel William Penn in Pitts- 








burg (Statler operated); Manhattan Apart- 
ments (New York City); Standard Oil of 
Indiana, Administration and Laboratory 
Bldg., (Whiting, Ind.); Clinical Center (Na- 
tional Institute of Health, Bethesda, Md.); 
General Accounting Office Building (Wash- 
ington, D.C.). 


This growing prestige is a sincerely appre- 
ciated tribute to Lockwood's conscientious 
service to dealers, distributors, architects, 
contractors and owners throughout the 
United States and in many parts of the 


World. 


Advertising support is consistently helping 
Lockwood dealers to sell Lockwood products. 
Rigid maintenance of quality control of 
manufacture under all eventualities, is 
‘pledged to perpetuate national preference 


for Lockwood builder's hardware. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Truman Plan to License Dealers 
For Price Policing Raises Cain 


President Truman’s request for legislation to license 
retailers with the intent of revoking such licenses for 
price violation is stirring up much more controversy 
on Capitol Hill than the White House anticipated. 

OPS, well aware of this congressional opposition, is 
hastening to explain that there’s nothing new about 
the licensing proposal. The government planners point 
out that the Federal Reserve Board already has this 
power in connection with administering Regulation W 
(installment buying) and Regulation X (real estate 
credit). OPA also had licensing power but exercised 
it “sparingly and judiciously,” they say. 

OUTLOOK—Congress takes a dim view of the 
new request for licensing authority. Proposals 

6 to grant federal licenses to corporations have 

been voted down every year for the past 20 
years. Check shows few law-makers are con- 
vinced that retail licensing is necessary. 


TV Producers Ask Congress for 
90-Day Credit Curb Suspension 


Television manufacturers have asked Congress to 


suspend credit controls (Regulation W) on sales of TV 


sets for 90 days. 

About 500,000 sets are now piled up in warehouses 
because the public can’t get up the necessary down 
payment (one-third), the industry says. 

Robert C. Tait, president, Stromberg-Carlson Co., is 
telling Congress that a 15 pct down payment would 
boost sales without creating an inflationary effect. 
As things stand now, he points out, many dealers have 
gone bankrupt, and manufacturers have been forced 
to lay off more than 50,000 employees. 

Congressman Wright Patman (Texas Democrat), a 

long-time foe of credit restrictions, says the present 
terms are not only unrealistic but are discriminating 
against wage-earners who must buy products on the 
installment plan or not at all. 
OUTLOOK—Easing of Regulation W when 
it comes—will probably come from the Fed- 
eral Reserve Board, and not from Congress. 
Authority to impose the credit curbs is an 
essential part of the Defense Production Act, 
according to congressional leaders. They'll 
vote an extension of the entire program, and 
leave the “technicalities” up to FRB. Thus 
far, FRB has been unwilling to relax the 
rules. 
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Capital Economists Expect Price 
Wars to Last Through Summer 


Government economists say the current wave of 
price-cutting is “only a summertime flurry,” and does 
not necessarily mean that the Supreme Court’s decision 
against fair-trade laws has touched off nationwide 
price-warfare. 

Many of the price cuts are the result of top-heavy 
inventories, and are only temporary, as they see it. 
One official predicts that price-cutting will continue 
on an on-again-off-again basis through the summer, 
but will die down soon after Labor Day. 

Government restrictions on civilian production will 
bolster many sagging retail prices by fall. Many of 
these restrictions are already in effect at the manu- 
facturing level. Another two or three months will go 
by before their effect becomes noticeable at the re- 
tailing level. 


OUTLOOK—Once the buying public realizes 
that shortages of civilian goods are a reality, 
and not just Washington rumors, the rush will 
& be on. This summer’s bargains in radio and 
TV sets, refrigerators, appliances, and the like 
may well be just a memory by October. How 
long will “austerity” last? Two years anyway, 
says Mobilization Chief Charles E. Wilson. 


NPA Sees Slack in Defense Steel 
Needs But Orders Deep Slashes 


Have more cutbacks been ordered in materials sup- 
plies for civilian-type production than is absolutely 
necessary ? 

As CMP gets under way, deep slashes have been 
ordered in the amounts of materials to be allowed for 
manufacture of civilian type goods during the third 
quarter. 

Auto-makers have been ordered to produce 400,000 
fewer cars during the third quarter than during the 
first quarter. And producers of many other kinds of 
consumer durables are to be allowed only 70 pct of 
their base-period metal supplies for stoves and re- 
frigerators, furniture and lawnmowers, and so on, 
against a former 80 pct. 

Most NPA officials still believe that the basic metal 
situation will grow worse before getting better. But 
some policy-level officials are at least beginning to 

(Continued on page 138) 
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7d ARISTO-MAT sales are larger. 
v7 ARISTO-MAT profits are bigger. 
J/ ARISTO-MAT buyers are satisfied customers. 


There is nothing like a satisfied customer to bring you more 
business — and more business means more and bigger profits for you. 


Made of U. S. STEEL, ARISTO-MATS ALL-Purpose 
Stove and Utility Mats give your customers the most 
beautiful protection that money can buy. 


The ARISTO-MAT line is pre-sold through national advertising and 
is a sales tested line that is in demand by your customers who want 
only the best. ARISTO-MATS not only protect stove tops and other 
fine surfaces, but add beauty and charm to every kitchen and add 
extra work space, too. « 

Stock the complete ARISTO-MAT line. 
Display ARISTO-MATS in your windows... 
and use our Display Merchandisers. 


Check your stock and order ARISTO-MATS 


GET THE FACTS 
FROM YOUR JOBBER 
OR 
WRITE DIRECT tip 
Ca 


PHOENIX TABLE MAT COMPANY ° Chicago 7, Illinois 
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LATEST 


Power Saw 


This new 8 in. Maxaw power saw 
cuts 25, in. on a square cut and 
2 3/16 in. at 45 deg. The motor is 





universal AC-DC, 115-120 volt spe- 
cial, with a no-load speed of 4600 
r.p.m. The saw has a double pole 
- and momentary contact switch with 
100 pct overload capacity. Standard 
equipment includes one 8 in. com- 
bination blade, wrench, and rip 
fence guide. Frame is die-cast alu- 
minum alloy. Fred W. Wappat 
Div., Cummins Portable Tools, May- 
ville, N. Y. 





Plastic Measure Bowl 


This Hande measuring bow] is of 
molded Polystyrene with measur- 
ing marks on each side. The handle 
is large and form-fitted. It has a 
full quart capacity, and the easy 
pouring lip is non-drip. Available 
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INFORMATION ON NEW PRODUCTS AND SERVI 


in transparent yellow or red and 
clear. Retail 59¢. Burroughs Mfg. 
Corp., 3831 Verdugo Rd., Los An- 
geles 65, Calif. 





Nail Driving Set 

This Sure Drive nail set is said 
to save time because the nail is in- 
serted in the set, which permits the 
driving of the nail below the sur- 
face of the wood. The driver is of 


hardened steel. A counter display, 
8x814 in., holds 12 punches. Stel- 
ray Products, Inc., Shelton, Conn. 





Spiral Screwdriver 


This spiral screwdriver, No. 
233H, Yankee-Handyman, features 
a handle of transparent Tenite 
plastic that holds alternate bits 
and drill points. The proper point 





is inserted for operation with one 
pull on the knurled sleeve. A 
chuck holds it in place until re- 
leased. A button in the collar con- 
trols locking or free movement of 
spiral shaft. North Bros. Mfg. 
Co., Lehigh Ave. and American St., 
Philadelphia 33, Pa. 


Freezer Packages 


This adjustable home freezer 
package filling device, called EZfil, 
enables anyone to fill the bag-in- 





box type freezer packages or mason 
jars easily and without dripping 
or ‘spilling. Made of compression 
molded plastic, with an oval base 
7x4l,x% in., to which is attached 
a 7-in. grooved upright, with a 
sliding extension piece and wing- 
nut lock. Accommodates packages 
up to 2 qts. or jars 9 in. in height. 
It can be taken apart, is easy to 
clean, and available with base in 
contrasting colors. Retail: $2.49. 
Speedex Co., 129 E. 159th St., South 
Holland, IIl. 





New Tape Line 


This new line of Print-Stix labels 
is furnished in flat individual 
pieces, square or die-cut, in a va- 
riety of sizes and colors, and in any 
quantities above the minimum 
order of 5,000. The tape is self- 
adhesive on the back, and has a 
protective covering that can be 
stripped off at the time of applica- 
tion. Topflight Tape Co., York, Pa 
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in hardware merchandise... 


Plastic Bread Box 


This Lustro-Ware bread box is 
molded of Styron plastic that will 
not chip, peel, rust or corrode. It 





holds more than three full loaves 
of bread and rounded edges inside 
and out eliminate crumb-collecting 
crevices. It will not absorb odors. 
Available in various colors with 
white lids, and either lettered as 
illustrated or with floral decora- 
tion. Retail: $4.95. Columbus Plas- 
tic Products, Inc., 1625 W. Mound 
St., Columbus, Ohio. 


New Brush Handle 

This hardware floor brush handle 
has. a cast aluminum tip, put on 
under hydraulic pressure, threaded 








HARDWARE AGE, JUNE 14, 1951 


FOR THE HARDWARE. DEALER 





for all standard floor brush threads. 
Fins on the inside of the tip 
groove into the handle end and keep 
it from turning, while a wood screw 
through the end of the tip keeps it 
from pulling out. This tip is claimed 
to eliminate stripping of the 
threads on both handle and brush, 
and the handle will not bend or 
break off at the thread. Flour City 
Brush Co, 1501 Fourth Ave So., 
Minneapolis, Minn. 





Snelled Hook Pack 


Falcon-Grip snelled hooks are 
now available in a new five-hook 
pack, in sizes 12 to 1. The hook has 


STRAIGHT 
LINE PULL 
DOES IT 





bronze finish with triple-tied, 5-in. 
camouflaged nylon snell, and double 
sliced baitkeeper or plain shank. 
The packs come in an attractive 
self - service display assortment. 
Weber Lifelike Fly Co., 101 Ellis 
St., Stevens Point, Wis. 


Outside Wall Faucet 


A notched flange on the latest 
model J-K _ non-freezing outside 
wall faucet permits easy anchoring 
of the faucet to frame buildings. 





The faucet provides outside run- 


ning water the year around, and is 
(Continued on page 106) 









TO HELP YOU 


SELL 


2 ee ee ae 
AND OTHER DEALER 
SALES O80 


Portable electric tool accessories 
are displayed in this maroon and 
yellow, Skil No. 11170 24%4x1914x- 












wm gecessORies 
able actrees 





hdd dozens of B5t5 to vear pet 


2534 ~—sin. merchandiser. 


counter 
There are 85 itemS in the display, 
54 of which fit tools other than 
Skil. The remaining 31 are Skil 


Home Shop accessories. Storage 
space accommodates a large stock 
of items, and literature is furnished 
with the display. Dealer cost: 
$88.50. Accessories retail for 
$121.45. Skilsaw, Inc., 5033 Elston 
Ave., Chicago 30, III. 


Room Heater Deal 

The Early Bird Arvin deal is 
being repeated again this year. 
June through August, Arvin deal- 
ers will receive a Flash-Fold metal 


(Continued on page 118) 
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Price Battle Chases 
Retail Sales Lull; 
Moves Heavy Stocks 


The lull in retail sales in the 
East ended abruptly recently when 
a number of New York department 
stores entered into a drastic price 
war. 

It is too early to determine what 
effect the rush of customers to the 
price-cutting stores had on sales 
volume, but it is evident that the 
price battles certainly did stimu- 
late consumer buying to a marked 
degree in the big cities. 

While the price-cutting was the 
direct result of a Supreme Court 
decision, an even more basic reason 
for it was heavy inventories. 

Whether the break in prices will 
be localized to the large department 
stores of the big city, or will spread 
geographically and to all retail 
trades is a moot question at this 
writing. 

Hardware dealers, generally, 
wanted no part in the price battle, 
for they knew that they could not 
afford to shave their margins to 
bare costs as the big stores were 
doing on numerous Fair Traded 
products. 

Paradoxically, the price line 
broke on merchandise which is cer- 
tain to be in tightest supply in com- 
ing months. 

The effect of CPR 22, the manu- 
facturers’ price curb, is expected 
to be slight, and any refunds or 
advances will likely be nominal. 


14 








5. 


























BUS 





_— << — « 











ti ti 


Oa?) HAR Ow au: 
= 























—s 





rerveer* 








> Price Cutting Stimulates Buying 
> April Store Sales Down 3% from March 
> Appliance Output Continues High 





Price War, Fair Trade Problem Hit Retailers 


Non-Signers Not Held 
By F. T. Contracts 


A U. S. Supreme Court decision 
relating to a relatively obscure su- 
permarket in Louisiana blossomed 
forth into a full-sized crisis for the 
future of Fair Trade. 

In effect, the opinion handed 
down on May 21 virtually renders 
Fair Trade ineffective as a business 
practice on interstate traffic. 

Whether it dealt Fair Trade a 
death blow is still a matter of con- 
jecture. 

It is conceded, however, that in 
order to continue Fair Trade as a 
means of stabilizing prices for re- 
tailers and to protect manufactur- 
ers on their trade marked products, 
new and specific legislation will 
have to be enacted. 

In a split decision of 5 to 3, the 
Supreme Court Justices ruled that 
Schwegmann Bros., a Louisiana su- 
permarket, was not bound by the 
Fair Trade contracts which Calvert 
Distillers Corp. had with other 
Louisiana dealers, inasmuch that 
the Schwegann firm itself had not 
signed such a contract to maintain 
prices. 

In effect, as a result of the deci- 
sion, no Louisiana dealer who had 
not actually signed an agreement 

(Continued on page 146) 


Rash of Price-cutting 
Hits Large Stores 


Hardware dealers within the 
metropolitan New York trading 
area recently were the unwilling 
witnesses to a full-scale price war, 
waged by large department stores. 

The price war, reminiscent of 
those of the depression days, was 
ostensibly the result of the U. S. 
Supreme Court’s opinion, that non- 
signers are not bound to Fair Trade 
contracts between a manufacturer 
and other signing dealers in a state. 

However, another factor, which 
was probably of equal or greater 
importance than the issue of Fair 
Trade, was that of smothering in- 
ventories. The Supreme Court de- 
cision, nevertheless, was the trig- 
gering action. 

Even the large department stores 
seemed to be slow in their reaction 
to the startling high court edict, 
but the old-fashioned price-slashing 
match was finally touched off by 
the long-time antagonists of 34th 
St.—Macy’s and Gimbels. 

These two stores set the pattern 
which was slowly spreading all the 
way across the country. 

It wasn’t until a full week after 
the ®upreme Court handed down its 
opinion in the Schwegmann case, on 

(Continued on page 150) 
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There's more in this for you 
than meets the eye! 


Think of all the sales of other products be- 
hind every box of RB&W fasteners! 

RB&W bolts, nuts, screws and rivets are 
great hardware staples that constantly bring 
customers into your store and expose them to 
everything you sell. 

In addition to boosting other product sales, 
RB&W fasteners are top sellers in their own 
right, as hardware sales figures prove. And 
they’re one of the few profitable, fast-turn- 
over items that you can stock in quantity 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


without worrying about style changes or 
damage. Thus, you keep time-consuming re- 
ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on your 
shelves .. . clearly-labelled to show in a jiffy 
the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 








RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lil., Los 
Angeles, Calif. Additional sales offices at: Philadelphia, Detroit, 
Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 








106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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“These Slumber Bums won't make me miss 
that 5:10 commuter AGAIN, now that 
EVERYTHING HINGES ON HAGER /.' 
% 


ih © —a 





C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Forbes Offers dependable service . . . and 
QUALITY .. . in Flat-Steel Washers. U.S. 
Standard Sizes, packed in 200# kegs. Our 
present range of manufacture: 


Aad 56" %" nw" hd 1%” 1%" 134". 








Your orders and inquiries will receive our 
prompt attenton. 


FORBES STEEL CORPORATION 
CANONSBURG, PENNSYLVANIA 
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FISHING BAROMETER 
CATCHES CUSTOMERS! 


Taylor Fisherman's Barometer tells when fish are biting! 
Veteran fishermen swear by it. Good grade movement pre- 
dicts local weather too. In 3)4’’ green plastic case, No. 2280 
retails for $9. (Available for altitudes 3500 to 7000 ft., $10.) 


Order through your wholesaler today! 
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OUTDOOR THERMOMETER 
WINS STYLE AWARD! 


New Taylor Dial Window Thermometer—styled by Walter 
Dorwin Teague—in Good Design Show of New York Museum 
of Modern Art and The Chicago Merchandise Mart. Selected 
for appearance and quality. A sure-fire seller for you! No. 5320 
retails for $3.50. No. 5321, same with maximum-minimum 
feature, retails for $7.50. Order through your wholesaler today ! 


Put this ‘Thermometer 
Department” to work! 


3,000 dealers are now using this Taylor Permanent Merchan- 
diser! Sells these 13 high-profit instruments on a 50’’ x 16” 
panel! Dealer after dealer reports 50 to 100% 

sales increase! Vertical type ideal for pillars or 

Taylors corners. Horizontal for counters or tables. Write 
Centennial Taylor Instrument Companies, Rochester, N.Y., 


CURACY FIRST 
Wey or Toronto, Canada. 


Order through your wholesaler today! 
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TAYLOR INSTRUMENTS MEAN ACCURACY 
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GET YOUR TICKETS 
FOR THE GREATEST 
SHOW ON EARTH 


Mudd WILL OPEN UP NEW BUSINESS... 


MORE VOLUME... GREATER PROFITS FOR YOU 





Step right inside to watch Aladdin's magic performance. See 
how sales ... more sales . . . come right out of a vacuum (Alad- 
din Vacuum Bottle)... Hear cash registers ringing out their 
entrancing song of profits . . . See the thrilling leap of Aladdin 
Lunch Kits and Vacuum Bottles... right off the counters... 


right into your customers’ hands. 


step right in... the show starts right now... 


i, 
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leNoTeReOeD-UeCel-N-G.., 
the new HY-LO ... the most beau- 
tiful ... the most sensational ... 
restyling of vacuum bottles in 
merchandising history! Notice 
the sure-fire, sales-stimulating 
color appeal for both men and 
women. Fair traded. 


Y-I-P-P-E-E ...ride "em cowboy, on the hottest promotion of them a 
re ee nae ae The Aladdin Hopalong Cassidy CHUCK WAGON KIT that’s taken 
SEAL RUBBER STOPPER! Noth- 4 school kit market by storm. In school or out, every young buckaroo 
; this exciting kit. Mighty practical, too, with its Half-Pint Hoppy Botte 
sturdy construction. With Chuck Wagon Name Plate decal which tf 
buckaroo applies to brand kit as his or her very own. Fair Traded 
profit stampede! 


ing to adjust or get out of order 
... Can't break, completely 
odorless ... Easy to clean, easy 
to use. Goes in or out in a jiffy. 
What a sensation, and there's 
one in every HY-LO Bottle. It's a 
stopper that's a shopper stopper. 


N-E-W... A-L-L N-E-W...Aladdin’s QUALITY 

vacuum bottle in the brightest, gayest colors you've 

ever seen on your shelves. Dark blue on grey with 

yellow striping ...and the bright red cap. It’s a q 
standout sell-out! A-N-D T-H-E N-E-W Aladdin W-AcTeC-H_ IeT... Supe 

ECONOMY in smartly styled red and beige. Good- sleight-of-hand as Aladdit 

looking, well-constructed, and priced to sell right new, colorful, plastic cups, ol! 

off your counter! of them, pop right out to md 


sales zoom! Practically iné 
; structible—odorless and to! 
S-TeA-R PERFORMER!... Aladdin workmen's lunch y less. What a hit ..they' 
kits in popular doghouse styling with plenty of room standard on HY-LO Quart Bo 
for a man-sized meal—available with HY-LO, QUAL- reaches 
ITY and ECONOMY Pint Bottles, / o in your 






SUPER SALES PERFORMANCE 7 





Here’s the ~Weu7e vacuum ware line advertised to millions 


in full color in the nation’s top mass circulation magazines 









The Aladdin line gives you merchandise designed to 
create more store traffic... styled to appeal to your cus- 
tomers ... color finished to add brightness to your store dis- 
plays...and priced to sel]... sell... sell! The HY-LO, 
QUALITY, and ECONOMY bottles and workmen's and school 
lunch kits offer a complete merchandising range. Use them 














































for faster turnover and a more profitable operation. 
on of them a) ‘i . ’ . 
that’s take ia Promotions and more promotions. That's the Aladdin for- 
j buckaroo mula for creating volume sales for you. The Hopalong Cassidy 
Hoppy Bottle i ‘ ‘ . . 
cal which ia promotion is making sales history. The new color-styled lines 
Fair Traded will be promoted from coast-to-coast. These will be followed 


by more Aladdin promotions to keep your cash register ring- 
ing. Keep your weather eye on Aladdin . . . the most aggres- 
sively merchandised line in the Vacuum Ware Industry! 


| = 
‘ S) Advertising that reaches men and women in every walk 
4 of life. Colorful, sales stimulating advertising directed to the 


P o homemakers and mothers everywhere. Women are the num- 
‘a , ber 1 purchasing agents of America. They want value, they 
¥ love beauty, they get both in the Aladdin Vacuum Ware Line. 


They'll be looking for the Aladdin Bottles they've seen in full 
color in their favorite magazines. To cash in on this exciting 
vacuum ware program be sure Aladdin Vacuum Bottles and 
Lunch Kits are prominently displayed in your store! 
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14,248,609 vacuum bottle users see Aladdin 
ads in THE SATURDAY EVENING POST; 
4,241,038 vacuum bottle users see Aladdin 
in PARENTS’ MAGAZINE; 16,723,522 vacuum 


actically ind 
os ct bottle users see Aladdin in LADIES’ HOME 
it .. they’ JOURNAL; 10,970,201 vacuum bottle users 


> Quart Botte see the Aladdin ads in GOOD HOUSEKEEP- 
ING, That's over 46 million sales messages— 
reaches practically every vacuum bottle user 
in your community! 









ALADDIN INDUSTRIES, INCORPORATED + NASHVILLE, TENNESSEE 





THERE'S SALES 
MAGIC 
IN THE NAME 





. .. Thanks to more than 40 years of 
consistent Aladdin advertising to the 
American public over Radio, in 
Newspapers and in Magazines. 


There’s name recognition on the 
part of millions who have seen and 
heard the name Aladdin. . . associated 
it with quality products they use 
right in their own homes. 


There’s confidence in Aladdin, a 
manufacturer whose reputation for 
craftsmanship and integrity has been 
underlined again and again in 
Aladdin products sold all 

over the world. 


This is Medd 


at Nashville 





The world’s newest and most modern vac- 
uum bottle factory, with streamlined pro- 
duction facilities that are devoted exclu- 
sively to filling your requirements for the 
finest in vacuum ware. 


Look to Medd 


* for smartly styled merchandise 


* for promotions that stimulate sales 
Aladdin Vacuum Ware is distributed through 


leading jobbers everywhere. Ask your jobber 
salesman to show you Aladdin’s exciting 
new line. 


* for national advertising that 
helps you sell 


* e 
Madi Sniudiider, nemporale 703 Murfreesboro Road, NASHVILLE, TENNESSEE 


1107 Merchandise Mart, Chicago, Illinois 


Pacific Coast: 105 E. Lexington Drive, Glendale, California 
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A 4 

2 A Te ee «ts , No. 1 Waterproofed 

f. rN : Manila 9% 19% 12% 15% 





: +++ @ profitable new market for you! 


- +. @ safer rope for utility companies 
and linemen! 


=] «| «COLUMBIAN 


4 7 pet oye | Waterproofed 











| VANDA | LENEMAN’S ROPE 


Far safer to use around high voltage 
wires in rainy weather because... 


ABSORBS LESS WATER! 


| Everybody knows that dry rope is a non-conductor. 
: But during rainy weather rope can become dangerous 
: : ' to linemen. As it absorbs water it loses its resistance 
Ps ae ' to conductivity . . . becomes an excellent conductor, 
a | capable of carrying deadly current. Columbian water- 





proofed Lineman's Rope absorbs much less moisture 
than any other rope! It's safer! 








ted Water Absorption Test 
; ef] Proves Columbian's Superiority 
j ; oN eG ed > Percentage of Increase in Weight 


Immersed Showered 
35Min. 4Hrs. 2Hrs. 4Hrs. 


~ 
* 





Non-Waterproofed 


Columbian Lineman’s 
Rope 4% 9% 5% 7% 











Sell the lineman’s rope that’s safer! 
Contact your Columbian distributor—today. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn “The Cordage City,” N. Y. 


Al 
co 
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The Sweetest 
Deal in Heaters 
fom the Greatest 


dme in Heater 





THIS CHAIR FREE... 


with your order for 12 or more heaters 


If you’re an Early Bird—which is another way of sayin; 
Smart Retailer—you won’t want to pass up this deal 
Here are the profitable details. 


Buy 12 heaters (assorted, any models) and receive a comfortable 
colorful Arvin Flash-Fold, multiple-purpose chair absolutely fre 


Buy 24 assorted heaters and receive two of these useful chairs fre. 


This sensational offer is good from June 1 to September 1. You 
order now but pay later. 

And to sweeten the deal even more, Arvin gives you a full 40' 
off and prepays freight to your door on any assortment of eithe 
12, 24 or more heaters, provided you buy 6 heaters of any ow 
model. Get in on this deal—order now from your distributor! 


Order Now at 40% off! 


TS oN 





Electric Housewares Division 


ARVIN INDUSTRIES, Inc. ¢« Columbus, Indiané 


(Formerly Noblitt-Sparks Industries Inc.) 
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watonad | YERE’s another of the many 
ment of cite helpful sales tools you can 
rs of any ow 

itributor! f get from Goodyear—the first 
replacement V-Belt guide for 


power lawn mowers and garden tractors. 


You’ll find the leading makes of power 
garden tools listed—and the V-Belt your 
customer needs to fit his machine. No guess- 
work—no hunting through catalogs. It’s 
simple to find the right belt every time with 
this helpful new sales aid—yours for the 
asking from Goodyear. 

Ask about the rest of the store-tested 


Goodyear FHP V-Belt program, too — it 
includes everything you need to make your 
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store headquarters for replacement V-Belts. 
See your jobber salesman, or write 
Goodyear, Akron 16, Ohio, Dept. 742-C. 





VERSATILITY— PLUS 


These new Goodyear V-Belt display boards fit in anywhere 
—let you plan and build your own racks on walls, from 
ceilings, anywhere you want to set up V-Belt Sales Head- 


quarters. Ask for details. 
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Here’s your opportunity to check the selling points of the oil heaters 
on your floor. If the heaters you’re stocking don’t have all these features, 
you're settling for less than Perfection... the only heater with all these 


big advantages! Why offer your customers less than the best— Perfection! 








Efficient radiator extracts extra 
heat from fuel used 


A real pilot —a tiny flame —not Scientifically designed for 


just a low fire cleanest-burning fires 


Burns over 40 hours on one[_] G Whisper-quiet in operation — C] G Removable reservoir fits neatly [] [y 


inside heat 
| | gallon of oil thriftiest in fuel use oe ‘i owt , d Cl G 
| ighting tube gives reaayaccess 
Burns constantly, eliminating [ ] [Y ms ti Atha 4 
; bother of relightin : 
| _— BLOWER: Removable top grill is porce- [] iV] 


“Midget” Pilot makes auto- [] [iy] lain enameled 
An actual blower, not merely (| [yj 


Full porcelain enamel finish on 

a fan P 

super model LJ lv 
BURNER: So quiet you herdly hear its LJ [4 Built-in plunger cleans fuel line [J Gi 


purring sound without heat interruption 


"“Multi-Heat’’ burning provides C] iY ‘‘Floor-Flo” blower spreads a [J [y] Automatic draft regulator for [J [y 4 


full range—high to low fire carpet of warmth steady, even combustion 


Welded stainless steel con-[ | [ij Propels more warmth into [J G Gallon-sized humidifier is (] [yj 


struction is service-free farthest corners porcelain-enameled 


matic controls truly practical 


You can't beat 


oil and gas heaters! 


A 


PERFECTION STOVE COMPANY 
7239-A Platt Avenue « Cleveland 4, Ohio 








(write us for further information on the 
complete line of Perfection heaters) 
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-NEOCETA® BRUSHES 


paint a better 
profit picture ! 


* Made by the manufacturers of famous 
PITTSBURGH Gold Stripe BRUSHES 


gee: ONTACT the Pittsburgh branch nearest you for full infor- 
ie mation on how the fast-selling line of Pittsburgh Neoceta 
ie ne ae Brushes can help you boost your brush profits. Or write 
PITTSBURGH PLATE GLASS COMPANY, Brush Division, 
Dept. D2, 3221 Frederick Avenue, Baltimore 29, Maryland. 


PAINT ° GLASS ° CHEMICALS + PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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Sa ne 


that’s why 


PEARL-WICK 


means Profits for YOU! 
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EVERY YEAR brings a big, new “crop” of pre-sold pros- MYERS 

pects for Myers Water Systems. Because every year, thou- 

sands of new homes are built beyond city water mains. Backs Dealers 
Higher rural living standards . . . demands for greater food 


production on farms . . . a steady increase in “‘‘out-of-city”’ All the Way! 


commercial establishments . . . an ever-growing replace- 


ment market—all combine to keep more customers com- COMPLETE LINE 
ing to Myers Dealers. 

ADVANCED DESIGNS 
their recognition of Myers quality. They've heard about it PROVED PERFORMANCE 
from satisfied owners. They've read about it in their favor- TESTED DEALER AIDS 
ite magazines. They've seen the proof all around them. 

That's why there will always be a better market for Myers MOST NATIONAL 
Water Systems—why they represent a real “bread-and- ADVERTISING 


butter’ line for Myers Dealers! GUARANTEED PRODUCTS 


THE F. E. MYERS CONSTANT RESEARCH 
& BRO. CO. 


Dept. W-56, Ashland, Ohio 


For all of these ready buyers have one thing in common 





next month... 


Nedional Lock Company 


will announce 

a Significant addition 

to the rapidly broadening line 
of quality 


AVE CARY ALL @IreUric 





(4 y) ” 
“ll Liem { Souree 


(> NATIONAL LOCK COMPANY 
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Famous MIAMI-CAREY 
CABINETS AND ACCESSORIES..... 
styled and priced for volume sales 


the fady Th wou alony | Hundreds of your customers 


and prospects are faced every day with the drab looks and incon- 
venience of outmoded or poorly equipped bathrooms. Help them 
discover how easy, how economical, bathroom modernization 
really is... with MIAMI-CAREY cabinets and accessories! 
You can bank on it—MIAMI-CAREY offers the biggest selection 
of all-steel cabinets, mirrors, towel bars, soap and tumbler hold- 
ers, light fixtures, crystal shelves and other products. In match- 
ing ensembles, smartly designed, bright with gleaming chrome, 
sparkling glass! Amd priced for thrifty shoppers or big spenders. 
Investigate the profits that await you with the MIAMI-CAREY 
line. See your Carey representative. 














HOW TO STIR UP A TORNADO OF SALES! 


e Stock, display, sell Miami-Carey kitchen, attic 
and window-type ventilating fans. Engineered 
and built to perfection, easy to install, whisper- 
quiet and dependable. Made in a variety of models 
to suit every requirement, including “package” 
types for attic installation. Your Miami-Carey 
representative is ready with the profit-making 
facts—see him soon! 














its age and inconveniena 


















From the house of Carey — a complete line pe IA 


of products and materials for home building, e ® 

modernization and repair Miami Cabinet Division 
The Philip Carey Mfg. Company 
Lockland, Cincinnati 15, Ohio 


in Canada: The Philip Carey Co., Ltd., Montreal 25, P. Q. 
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em IT’S CHASE INSECT WIRE SCREENING 
ion 
ion 
Id- e Chase Insect Screening lasts and lasts .. . looks 
ch- good after years of use, too. 
me : 
nay e Both Chase Bronze and Chase Alclad Alumi- 

. num Insect Wire Screening come in the conve- 
E nient hexagonal package. 
e For quick selling, easy storing, fast cutting — 
ou can’t beat Chase Insect Wire Screening. 
& 
tic 
red 
er- This Seal of Approval, issued by the Insect Wire Screen- 
els ing Bureau, means that Chase Screening meets all 
a requirements of commercial standards of the U. S. 
3€ Department of Commerce. Look for it...insist on it 
ey 
ng 
WATERBURY 20, CONNECTICUT » SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
= 4 ¢ The Nation’s Headquarters for Brass & Copper 
Albanyt Cleveland Kansas City, Mo. New York San Francisco 
Atlanta =——allas Los Angeles Philadelphia Seattle 
| Baltimore Denvert Milwaukee Pittsburgh Waterbury 
Boston Detroit Minneapolis Providence 
we | Chicago Houston Newark Rochestert ‘(Tsales 
aa Cincinnati Indianapolis New Orleans St. Louis office only ) 
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In 1940, Geuder, Paeschke & Frey introduced 
the Original, All-Metal Ironing Table... 
MET-L-TOP. It marked the first major im- 
provement over the old-fashioned ironing 
board. It would not warp, crack or catch fire 
from an over-heated iron. The smooth-as-glass 
white enameled top was ventilated to carry 
away excess steam and moisture, bringing 
new speed and ease to ironing. 


The MET-L-TOP Ironing Table was an in- 
stant success, and today dealers report that 
metal ironing tables outsell wooden boards 10 
to 1. There have been imitators, of course, 


cant OR sifunp oO 


© Guaranteed by 
Good Housekeeping 








KEEP STEP WIT H PROGRESS 


. SELL THE LEADER 
THE ORIGINAL “Pe aa8 MET-L TOP 


Sieces peau & FREY CO. 


Milwaukee 








1, Wisconsin 





45 apveatistd V 
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(Model C-680) 
FAIR TRADE 


Contract Price $1 


4 Gan’ ge 
Pr test 
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but the same ingenuity, foresight and engi- 
neering skill that developed the original all- 
metal ironing table has kept MET-L-TOP out 
front ...“‘Number 1” in the ironing table field 
. -- with more features that women want. 


MET-L-TOP developed the exclusive double 
top that never sags or buckles... adjustable 
height that reduces ironing fatigue . . . Protecto- 
Rest that serves as a hanger or rest for stand- 
ing table on end, and the FIRST all-metal 
sleeve board. MET-L-TOP was FIRST, and is 
still foremost in NATIONAL CONSUMER 
ADVERTISING of Metal Ironing Tables. 





—> 









4.95 










Ventilated Sleeve Board 





META-TOP. Ail-Meta!, 
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With the TEMCO line you can offer a size 
and model for every heating requirement. 
Designed to match the finest in home 
furnishings TEMCO eye-appeal keeps pace 
with the famous TEMCO performance 
reputation. Only TEMCO offers so many 
selling features. 


* Twenty Models—A TEMCO for every 
heating requirement. 


* Factory installed automatic controls 
available. 


* Prices that suit every pocketbook. 


* Famous TEMCO ‘“‘Life-Time”’ Porce- 
lain Enamel Finish. 


* Performance proved by over a million 
TEMCO built Gas Heating Appliances. 
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WRITE TODAY! 


TEMCO 


GAS HEATING 
APPLIANCES- 


FIRST IN ‘SI 
FOR COMPLETENESS 
OF LINE! 


454-2 






Le TUL 







Guaranteed by > 


Good Housekeeping 


i 
245 avvranist WS 






FOR CATALOGUE AND FULL INFORMATION ON AMERICA'S 
FASTEST SELLING LINE OF GAS HEATING APPLIANCES 


TEMCO Inc., Department B306, Nashville 9, Tennessee. 
Please send catalogue and full details on TEMCO Gas 
Heaters. 

NAME 
ADDRESS__— 
CITY 
COUNTY- 
STATE. 

















‘ . 
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AMERICA'S FASTEST SELLER 


A Sure Repeater and Profit Maker 
For Jobbers and Dealers ... 









Many 
Jopbers 






and 





Retailers 
are making 
the 
c-UR-MAIL 
pox 
Shown Below 
Their Leader: 









TH, 


It's revolutionary! 


C-UR-MAIL 


sold on guarantee of satisfaction 
or money back. 


One Item that 
Hasn't Increased in Price 
























TRANSPARENT MODELS WITH THESE 
BIG EASY-TO-SELL FEATURES 


@ Nothing to Rust—Never an Eyesore. 


@ Made of Guaranteed Weatherproof 
Plastic Material. 


@ Large Body, Eliminates Need for Magazine 
and Oversize Mail Rack. 


@ Full Throat—Easy to Remove Mail. 

@ Anti-Freeze Lid—Moisture Drains. 

@ Mailmen Our Best Advertisers—Deliveries 
Made Easier and Faster. 

@ Slanted Bottom Throws Mail to Front. 

@ Transparent Model—See Mail at a Glance. 


@ Six Attractive Colors—Black, Green, 
Maroon, Blue, Copper and Yellow. 


OHIO FAIR TRADED: Transparent Front $1.00 
Guaranteed Sales e Packed Twelve in Carton, With 
Screws e Assorted Colors e Net Weight 10 lbs. 


If Your Jobber Doesn't 
Have It—Order Direct. 


Popular 
Discounts. 


Remember— 
Springtime Is 
Mail Box Season. JOBBERS 
WANTE 
Order NOW! ' 
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You don’t have to read a book to learn how to win 
friends nowadays. With J&L Ware you'll have the 
smoothest line in the country, because the J&L Steel 
Barrel Company has applied J&L quality controlled 
methods of manufacture to the production of galva- 
nized ware. 


The result—a new line of popular utility items 
strongly built with sturdy corrugations and rein- 
forcing bands, strong bails and handles with bail 
and handle ears securely fastened . . . all galvanized 
by the best quality controlled methods. 


What’s more, J&L Ware is priced right for the big 
volume market—the market that gives you the 
most profit and the quickest turnover. 


J&L STEEL BARRE 


A Subsidiary of Jones §9 Laugh 


CHRYSLER BUILDING, 


PLANTS: Bayonne, N.J. ¢ Cleveland, Ohio ¢ at 
Atlanta, Ga. ¢ Kansas City, Kansas © West Port Arthur, Texas © Toledo, Ohio 
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Operator 4700, for wood 
casements, is unique in 
several respects. It is not 
handed, and may be used 
interchangeably on_ right- 
and left-hand windows. Its 
worm and gear construction, 
with a one-piece gear of 
solid bronze, will withstand 
a lifetime of twists and 
turns. The handle—8 inches 
long—is removable. 


Operator 4700 functions 
without disturbing the 
screen and is a handsome 
bronze lacquer finished in- 
terior fixture. Its heavy brass 
channel guide, anchored at 
three points, will not bend 
or bind. — 


Operator 4700 is a cinch 
to install too. 7 screws— 
that’s all! 





3348 NORTH 10TH STREET oe PHILADELPHIA 40, PA. 





GETTY OPERATORS ARE USED ON MORE CASEMENT WINDOWS THAN ALL OTHER OPERATORS COMBINED. 
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ee 7 
GETTY HEAVY-DUTY REVERSIBLE 
orapbere CASEMENT OPERATOR 4700 







AUTOMATIC CLOSER 4649 
Pulls top of outswinging wood 
sash snugly against the frame. 
It prevents warping, assures 
all-around tight contact. Easily 
installed—4 screws; no mor- 
tising required. 





EXTENSION HINGE 2529 

By means of flange type leaf it 
provides a firm corner support 
of the sash. By providing 
a 4” sash clearance, it assures 
maximum ventilation and 
permits cleaning of the outside 
casement from inside the room. 
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HOW KEYSTONE BUILDS 


BUY APPEAL into foun fonce 


Dealers who count on the farm trade for the major part of their business 





recognize Keystone Steel & Wire products as dependable, year in 


and year out, profit builders. Among the many reasons why 


Keystone products have become leaders in their fields, are these: 





1 Quality-Controlled Materials. From Keystone’s 
own open hearth furnace, through its own wire- 
drawing mills to the final product, Keystone keeps 
rigid control of quality. For example: the amount of 
copper used to increase rust resistance, the exact de- 
gree of hardness, the precise protective zinc coating 
are under the supervision of metallurgists who can 
base decisions on Keystone’s over sixty years of ex- 
perience in making quality fence and wire products. 





3 Merchandising Support. Keystone provides mer- 
chandising support for dealers that not only promotes 
Keystone products but helps make the dealers entire 
operation more profitable—more significant in his 
community. Ask the Keystone representative, or 
write for facts about the Red Brand Practical Land 
Use merchandising program. 
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2 Time-tested Construction Features. The fence is 
woven on machines of Keystone’s own design. Knots 
give both strength and durability. For example: 
Stiff stay SQUARE DEAL knots, hold like a vise, vet 
permit the complete flexibility of the line wires. 
Picket-like one piece stay wires keep the fence erect. 
The knot is corrode-resisting because it will not 
hold water. There are no projecting ends to snag 
clothing or injure livestock. 

Hinge-joint MONARCH knots work like a hinge and 
give under pressure, yet cannot slip. There is ample 
wrap around the line wires — no projecting ends. 


4 Satisfied Users. Farmers in all parts of the coun- 
try recognize the extra values built into Keystone 
products ... Thousands of farmers have sta ndardized 
on Red Brand fence anid easy-to-set Red Top steel 
posts, for years and years . . . their satisfaction 
assures repeat business for dealers. 


Y Peoria 7, Ill. 
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The Famous WYTEFACE Steel Tapes 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! 


Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 

Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 







saves you inventory space ... makes your counter work 
easier. For instance. . . 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You’ll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,202% 


KEUFFEL & ESSER CO. 


NEW YORK ¢ HOBOKEN, N. J. © CHICAGO e ST. LOUIS © DETROIT * SAN FRANCISCO e¢ LOS ANGELES # MONTREAL 
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DO YOU NEED 
EXTRA CLERKS? 
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HERE ARE TWO 
SELF SELLERS! 
POWER AUGER BITS H-730 


For high speed wood boring. Use in drill presses, 
rotary pneumatic drills or portable electric hand 
drills. Easily re-sharpened without any particular 





skill. 

i ceuiules $1.00 ea. De adeniid $1.15 ea. 
DE 65 cia 1.05 ea. BE winind oh 1.20 ea. 
_ ae 1.10 ea. _ ae 1.25 ea. 
H-736 Set 6 pieces %” to 1”.......... $6.50 


HAND AUGER BITS H-700 


Cuts faster with less effort. Easily re-sharpened. 





















a $0.70 ea. . $1.05 ea. 

a .75 ea. ics wees 1.05 ea. 

ae .75 ea. ee 1.15 ea. 

ee .80 ea. Ea a oie 1.15 ea. 

Di csekeus .80 ea. a 1.35 ea. 

er 90 ea De awess 1.35 ea 

ere .90 ea. _ ys 1.55 ea. 

H-701 Six piece set %” to 1”.......... $5.90 

H-702 Eleven piece set %” to 1”...... $10.90 
ork 

REQUEST OUR HARDWARE CATALOG 
es. 

| ae a ee 2 ee ee a ee ee ee 
e @ STRAIGHT SHANK ® MASONRY DRILLS 
| DRILLS 
» CHICAGO-LATROBE @ BIT STOCK DRILLS @ GLASS DRILLS 






a 411 WEST ONTARIO ST. 
CHICAGO 10, ILLINOIS 


Branches e % INCH ROUND SHANK DRILLS 
NEW YORK « PHILADELPHIA * DETROIT * LOS ANGELES For use in portable electric drills 


eDRILL SETS @DRILL KITS 
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What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! 





VOLUME SALES! 








= users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 





AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Now your customers can use 3M ‘“‘Production”’ 
Paper on their home projects and repair jobs! 
It’s coated with aluminum-oxide—the world’s 


? toughest woodworking abrasive—and it’s a cinch 
or S Oug es to sell because no other type of sandpaper lasts 


as long, cuts as fast. 
Discs, belts and sheets are pre-cut to fit most 
. . home power tools—plus the 3M Sanding Block. 
W0 odwor kin abrasive Your stocking problems are made easy by a sim- 
plified grit range—fine, medium, coarse and very 
coarse—and Universal Centerhole* discs fit all 
arbors from 4” to 1”. 
. > ] Tie in with the national advertising in Popular 
iS easies 0 Se Mechanics, Home Craftsman and Popular Home- 
s craft by ordering your stock today. Ask for 3M 
Home Workshop Sandpaper—the sandpaper 
that’s a real woodworking tool. 


"PRODUCTION" PAPER DISCS “PRODUCTION” PAPER SHEETS 3M SANDING BLOCK “PRODUCTION” CLOTH BELTS 
Universal Centerhole*. 5” & 234" x 9" (for 3M Sanding Solid rubber. Easy to handle. Six sizes for most portable 
6" diameter. 14“ to 1” arbor. Block) and 324” x 9". Pre-cut sheets available. belt sanders. 5 to a box. 


Made in u.s.a. by MINNESOTA MINING & Mpc. Co., 
St. Paul 6, Minn., also makers of ‘“‘Scotch’’ Brand 
Pressure-sensitive Tapes, ‘‘Scotch’’ Sound Recording 


Tape, ‘‘Underseal” Rubberized Coating, ‘‘Scotchlite”’ 
Reflective Sheeting, ‘‘Safety-Walk’”’ Non-slip Surfac- 


ing, ‘“3M”’ Adhesives. General Export: Minn. Mining 
& Mfg. Co., International Division, 270 Park Avenue, HOME WOR KSHOP 
. New York 17, N. Y. In Canada: Canadian Minnesota 
“PRODUCTION” PAPER Mining & Mfg. Co., Ltd., London, Canada. S AND PAPE it 
FACE PLATE DISCS *Patent Applied For. 
8”, 10”, 12” diameter. 
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PACKAGED IN COLORFUL LITHOGRAPHED CANS 


it’s Fast! Tests prove new STRIP-X Re- 
mover works faster, removes more coats 
of finish, than other flammable-type re- 
movers. Doesn’t just dissolve the old 
finish . . . but actually “breaks it away” 
from the surface. 


It’s Wax-Free! Needs no neutralizing or 
after-wash because it contains no paraffin 


wax. Heavy enough for use on vertical or 
overhead surfaces. 


It’s Safe! Contains no benzol as do most 
flammable removers. This reduces fire 
hazard and disagreeable fumes. 


it’s Economical! STRIP-X has advan- 
tages found only in higher priced re- 
movers. Priced for economy buyers. Al- 
most every sale brings repeat business. 


SUGGESTED RETAIL PRICES: 
Pints—60c, Quarts—90c, Gallons—$2.95. 
Also packed in 5-gallon kits and 55-gallon drums. 


DEALERS: For free sample, write 
W. M. BARR & CO., 2342 S. Lauderdale * Memphis, Tenn. 


SOLD THROUGH RECOGNIZED WHOLESALE JOBBERS 


KLEAN-STRIP REMOVERS FOR EVERY PURPOSE 


KLEAN-STRIP 

The amazing, new non-in- 
flammable paint stripper that 
has revolutionized the paint 
remover business. Safe to use 
anywhere, on any finish and 
any surface. Works fast, 
needs no after-wash or neu- 
tralizer. Saves labor. 


METAL TREAT 

Makes paint stick to any 
metal! Insures good adhesion 
of primer to new metal, in- 
cluding galvanized and alum- 
inum. Protects unpainted 
metal surfaces. Removes rust! 
Very economical to use, 12 
ounces make 1 gallon. 
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HEAVY BODIED 

PAINT REMOVER 
A flush-type remover, heavy 
in body, to stick to any ver- 
tical or overhead surface. 
Won’t drip on the floor or 
workman. Requires no after- 
wash. Non-inflammable. 
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drying-time test! 








Try it on the shellac you're recommending 


/ / a Conduct on a normal day 
y, Ep Not too damp —not too cold 


Take a sample of fresh, pure, 4-lb. cut white shellac. Pour a little on 
a perfectly clean piece of glass not less than 2” x 4” and place in 
nearly upright position. Keep out of direct rays of the sun. 


te Ps j 
= / 
7. / 


Test the shellac from time to time 
by lightly touching it with the 
finger at the top or side edges of 
the film (not the bottom). If the shellac 
shows a tacky condition after 15 minutes, 
but does not adhere to the finger, the shel- 

lac has properly “‘set to touch”. 





If, after a lapse of one hour, the 


finger can be pressed on the film 
without leavigg a mark, the shellac * 
should be considered to have “dried hard’’. j 


Y 
NS 





/ 





/ 
Fa 
t 
~~ 


Promote a quality shellac 


Won't scratch or mar ¢ Will not darken with age © Outwears other finishes 





e quality ‘shellac dries fast and hard —bonds firmly to SHELLAC information Bureau 
surface or undercoat ¢ quality shellac will dry rapidly to 
a hard, fingerprint- and dust-free finish * quality shellac 
powders easily when sanded ¢ quality white shellac, applied 





of the American Bleached Shellac Manufacturers Assn. Inc., 
65 Pine Street, New York 5. N. Y. Dept. HA6 


A ‘ Please send, without obligation, full information and retail 
on a clear day, will provide a clear, transparent surface, selling helps on shellac. 


free of fog or clouds—a tough, non-scratchable finish 


IIE, iiss carters nsceccniepndatetcsceaisilassintiiidatensiannialaamacnanneaiat 

_ ; ; ; MAMA... sascnccbstacthancodainchddiddsadsbaetauniinnstiaiadennapanlpihe 

SHELLAC yee par orying pale tet _ oan a shikai iakaiiiabeaninipeeniiinigont Zone........ i cecicorvennaiiiennens 
CLARITY » ADHESION + TOUGHNESS ~ FLEXIBILITY TRS TE AER EC 








Nationally Advertised! 
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DREMEL draws tool buyers to your store with these colorful ads 
regularly appearing in MECHANIX ILLUSTRATED and other 
national magazines. Build Dremel tool displays on your counters 
and in your windows...let the MI craftsmen and tool users in 
your neighborhood try a Dremel tool. They'll quickly see how many 
fine jobs a Dremel tool can really do for them. The satisfaction they 
get from these top-quality tools will surely bring them back to your 
store again and again. 


EVANS eases selling for you... 
these eye-catching and informative ads 
in MI are regularly helping MI readers make it a 

rule to ask for Evans White Tape. Ready packed in a 





The new “Evans White-Tope” has 
everything you'll find in tapes cost- 
over $1.50—plus - 






compact display, Evans tapes are sure to 

stop these crafts and hobby-minded customers. 
Cash-in on this pre-sold market... put the multi-color 
Evans display unit in your window so the many 

MI buyers in your vicinity can see that 

you carry this fine product. 













EASY' No skill 
required. Handles 
™ like purty acnt 


hardens into wood 


BOYLE-MIDWAY consistently reminds 

buyers of the many ways they can use Plastic Wood 
and 3-In-One Oil. Advertisements like these are regularly seen by 
millions of fix-it minded MECHANIX ILLUSTRATED readers. They’re all 
the kind that take real pride in’their work and naturally want to buy 

the best products available. So be sure they know you stock 

these fine home repair Boyle-Midway products. Display 
them prominently ...take advantage of this 

consistent reminder advertising. 


on 


MECHANIX ILLUSTRATED 












+ Cleans + Polishes 


H 
SO. 9 Evtarwwese | 




















67 West 44th Street, New York 18, N. Y. 
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popular sizes 


75 watt 125 watt 


$50 $650 
LIST LIST 


4 TIPS. 3 Special tips — straight, 45° and 90°. 
One tip for heavy duty work. 

EXCLUSIVE GUN GRIP HANDLE of durable, lus- 
trous plastic — ALWAYS COOL. 

BUILT-IN STAND. 

PERFECT BALANCE makes soldering a joy. 

SPRING CONSTRUCTION automatically regulates 
pressure for all work. 

CHROME PLATED over nickel and copper to 
resist corrosion. 

LONG LIFE exclusive Lenk metal-clad heating 
element. 

APPROVED by Underwriters’ Laboratories and 
Canadian Standards Association. 

e NATIONALLY ADVERTISED. 


Sells on Sight to Hobbyists, Professionals and Home Mechanics 
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Comes with 3 special use tips 
— plus heavy duty tip 
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BUILT-IN STAND lets 


iron rest safely on 
work table. No scorching. 
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LENK 


Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 
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HEAVY DUTY 
DIAMALLOY 

NIPPERS 
N 







End 


Cutting 
Nippers 


Diamalloy nippers have electronically hardened 
cutting edges making them exceptionally hard and 
long wearing. Handles are light, strong and du- 
rable. Used wherever fine tools are demanded. 


= 


Diamalloy Linemen’s Side Cutting Pliers 





Straight Pattern 
Diamalloy Metal Cutting Snips 





Diamalloy Featherweight Adjustable Wrenches 
Diamond Calk offers a line of precision-built tools, 


drop-forged of tool steel to give long wear. Sold 
by leading jobbers everywhere. 


DIAMOND CALK 


HORSESHOE COMPANY 


DULUTH 
MINN. 


4622 GRAND 
AVENUE 





Manufacturers of the World's Finest Tools 
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‘SEASONED HICKORY” Handles 
are scientifically seasoned in modern 
kilns, not dried primitively and hap- 
hazardly out in the weather. Humidity 
and temperature are regulated hourly 
in our kilns. 


‘SEASONED HICKORY” Handles 
are made of choice, heavy long fibre 
Appalachian hickory by skilled crafts- 
men. Each piece undergoes 20 opera- 
tions and inspections and is treated 
with a special moisture repellent to 
eliminate warping or bending. We 
grade up to a quality, never down to a 


price. On this we base our broad 


guarantee of satisfaction. 
‘““SEASONED HICKORY’”’ Handles 
belong in your stock. Write for price 
and samples today. 
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-e-because it 
cuts more easily! 








> 
wey _ RED TANG 
is the mark of the file that is /ike no other file... the file 
that is made to highest quality standards «.and designed 





by Simonds Cutting Tool Engineers with the same easy 
cutting tooth as Simonds famous metal-cutting saws. 
Yes, this is the file that cuts, instead of scrapes... that 
takes off more metal with less elbow-grease. Now, what 
more do you need to sell SSMONDS “RED TANG” to 
your customers? For profits and “stay-sold” business, 
“Red Tang” is the file .. . by a mile. 


SIMONDS 


SAW AND STEEL CO. 


SE — 
————. 





Branch Offices in Boston, Chicago, 
San Francisco and Portland. Ore. Canadian Factory in Montreal, Que. 
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People aren’t likely to ‘‘shop around” for 
dog chains. They'll go to the first store where 
they see them displayed, or remember seeing 
them in the past. 

So why not get dog chains ‘‘out in front” 
—instead of in a back room or under the 
counter. Here’s an attractive display hanger 
that’s furnished complete with a 12-chain 
assortment of high quality Hodell Chains. 
Put one in your window or near the front of 
your store—where it can be seen by children 
as well as grown-ups. Then watch how fast 
these dog chains move. 

Ask your jobber about this assortment, 
as well as the complete line of Hodell animal 
chains. Or write us for information. 


HODELL - 
CHAIN 


Sewe Whe bedw 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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Hodell Dog Chain Assortments 
come complete with 12 chains 





and attractive two-color nfetal 
display hanger, as illustrated. 
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AMERICAN 
AQLVERTISING- 


.»- year after year it keeps building 
sales at 3 different levels 











Full pages every month in leading industrial magazines, directed to 
users of American Phillips Screws in every field from metal-working to 
wood-working. Full pages in dealer and jobber magazines on the com- 
plete American Slotted and Phillips line. Plus the new Phillips co-operative 
consumer-education campaign (“Look for the Clue to Quality”) every 
month in the Saturday Evening Post. 

This is what American does to back your own selling 
efforts on the complete American Line. This is why 
American means acceptance in the trade. And this is why 
American is the top-profit line for you. 








3 Get 
MERICAN PHILLIPS 
Speed and Security | 
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é CO 





st aby Physi, 


PO baste 
chara some Ps 
ties nae thse 


™90 i oll defen 
a ce nai 






















Yes!a PHILLIPS SCREW 


we to be supersienth to 
pot a quality oo * moders 
Just look for Phillipe Cros 
‘head Serews. Used an every 
from refrigerators to cattle trailers 
these famous screws make possible 
crenp-free tightness st all fastening 
‘They're your assurance thet & 

. 


AMERICAN 
Scare 
el W COMPaNy 





Product is well 
PHILLIPS Crovs-Recssed- Head SCREWS 
on sade at hacdepart, autenenrot 
sexed ossll supply onsets. 


s. 
D 
EALER & JOBBER MAGAZINES 


AMERICAN SCREW COMPANY 


WILLIMANTIC, CONNECTICUT 


Plants at Willimantic, Conn. 
SATURDAY EVENING POST and at Norristown, Pa. 


— (@y 








Warehouse and offices 
at Chicago 
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D-3034—5” Jointer & 


H-3031—6” Jointer 


3 great new "Star Sellers" in the 
Complete new 1951 DURO LINE! 


These four great, new Duro Jointers give you a top selling tool in every 
size and price bracket. Now you can deliver the Jointer model that fits 
the needs and pocketbook of every prospect. Like all the power tools 
in the complete 1951 Duro line, these jointers offer fast, easy adjust- 
ments, smooth, silent operation and “professional’’ performance that 
will satisfy the most meticulous craftsman. Priced to give you a real 
competitive advantage—and backed by hard-hitting national adver- 
tising, these new Duro Power Tools are sure bets for profitable year 
‘round promotion. 





DURO METAL PRODUCTS CO. 2675 w. xioare, cicaco 39, ILL. 


oor, 


DURO 


POWER TOOLS 
a 





D-3033—41/,” Jointer 


Duro national advertising reaches 
over three million home workshop fans 
and craftsmen... creating countless 
“pre-sold” prospects for you! 


30 years 
of building precision tools has given 
Duro the priceless design and produc- 
tion experience that brings you “‘to- 
day’s greatest value in low cost power 


tools.” 
Makers of Nationally Advertised DURO-CHROME Hand Tools 














WRITE TODAY for full details. See how easy, 
how profitable the DURO power tool business 
can be for YOU! 
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: wnt ~ COMBINATION WRENCHES 


that means Pa, 
iiss —— 











OPEN-END . WRENCHES — 


BOX-END WRENCHES © 





IGNITION SETS 
“SOCKETS & ATTACHMENTS | 


‘ADJUSTABLE WRENCHES 


LEVER JAW WRENCHES 
_ SCREW DRIVERS 
PLIERS 


TINNER SNIPS | 


Single or Multiple Unit MERCHANDISERS 
Sell Tools on Sight! 


Stimulate quick, profitable tool sales with modern, 
eye-catching tool merchandisers. Metcoid’s popular 
No. 168 TOOLMART ASSORTMENT makes a 
complete, compact department of high quality, fast 
moving numbers, 


Consisting of 4 individual units (listed here ) plus 
metal display stand, TOOLMART fills virtually every 
customer tool need for home, farm, shop or car. 


AMERICA’S FASTEST GROWING TOOL LINE 
Sold Only Through Authorized Jobbers 


METAL ENGINEERING COMPANY 


PLANO. ILLINOIS 





More for the customers money with 


Oil Burning Circulators 


SPACE 549A 


American 
Furniture Mart 
Chicago 








economizer that adds sub- te distant 4 cng pene 
heating 


stantially to heating capacity. creases 


powerhouse space heaters 
that give you dominant value 


In appliance merchandising the two greatest factors in closing 
the sale are performance and price ... in a phrase, giving the 
customer more for his money. This golden rule of successful re- 
tailing explains why Preway is again selling out this season... 
for dealers who have carried this line in the past have, by their 
early orders, made sure of retaining their competitive advantage 
in the months ahead. 

Study the Preway features highlighted here — each one an 
engineering first that beats the best that others offer — and 
you'll know why Preway is the hardest-hitting, fastest-growing 
line of oil-burning circulators. Information is yours for the asking 

. and the Preway heaters for the market of 1951 will carry you 
out in front by an ever greater margin. 


More for the money 
ES here, 
' too — 


Here is a built-in, Prewey offers, as 
toot [O Saeigemen revert Cra 
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C612 
Automatic 
Pop-Up Toaster 


Combination Sandwich 
Grill ond Waffle tro 


Casting for sales with 
“unknown” lines is like fishing 
without bait. Takes a lot of persuasion to 
make ‘em bite! But bait your line with a known 
brand... with SON-CHIEF . . . what a difference! 


For decades, SON-CHIEF has been a respected name 
in appliances. Millions of SON-CHIEF appliances 
have been made and sold. And your customers 
know they can depend on the SON-CHIEF name. 


Best of all, SON-CHIEF appliances are value-priced to fit the 
average pocket, yet assure quality throughout. 
Why cast for single sales when you can net a 
boat-load of profits with SON-CHIEF? 


Heavy duty heater 
cord and rubber plug 
Hinged crumb-tray 
4 Bakelite panels 
and handles 
E Bakelite base 
Brilliantly polished chrome finish 
Newest type streamlined body 
Smartly engraved sides 


212s 
Hot Plate 


“380 


Automatic 
lron 


334 


Automatic tron 


Automatic 
Heating Pod 
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Put This New 
“Wallace Salesman” 
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An eye-catcher on any 
counter, this new Wallace display con- 


tainer makes “just-lookers” stop and 





reach. Finished in handsome natural wood 


grain. Compact (only 13” wide) and 






sturdy, it features the popular Wallace e0 
“Admiral” or the handsome “Bonnie” 
arou 
ttern. Put thi displ h i 
pattern. Put this new display where it cai 
belongs—on your counter... and watch d 
an 
your tableware volume go UP/ 
+ , has 
PS2SeS SoS Each deal packed the 


y> SOS 


Women know the value and pres- complete with display* 
(No repackaging necessary) 








#560 — BONNIE tige of Wallace patterns. Take ad- a 
mene ; ‘ Oz. teaspoons 
a stainless, vantage of this customer good-will 2 doz. dessert spoons 
all-over lustrous . 2 doz. forks 
pernesar rey ... feature this deal on your coun | dint eit 
ter and enjoy greater profits and 1 doz. ice tea spoons 
; 1 doz. salad forks 
volume! (10 doz. total) 


#562 —ADMIRAL 


Allegheny stainless, 
lovely lustrous 
finish. 






“IT CAN BE INEXPENSIVE WITHOUT LOOKING 


WALLACE BROTHERS | ne 


Division of R. Wallace & Sons Mfg. Co., 
WALLINGFORD, CONNECTICUT 
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@ Outing Kits by “Thermos”. . . they really get 
around! From coast to coast, they show up in sum- 
mer snapshots. Every season, they find many new 


and loyal friends. 


has grown through the years. ‘““Thermos”’ has kept 


the leadership with smart designs, unusual varia- 


The popularity of all Thermos brand products 


Always part of the 


picture! 






tions—and with the most efficient form of insu- 
lation known. 
a om 
Your customers know and appreciate the 
quality and convenience of Thermos brand vacuum 
ware—and this famous, long-respected.trade-mark 


always adds to your goodwill. 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto 


} 


1951 
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Thermos Limited, London 
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Large 12 oz. economy size 
illustrated, only $1.59. Four 
other sizes: 79¢, $1.19, 
$2.95 and $3.95. $3.95 


Nés yf ol A Ss 
¢f 37 per square foot of display space 


Everytime you turn over a square foot displaying 














| Bridgeport Aers*a*sol Insecticide (16—12 oz. cans), you 
can make $8.37 profit! Compare this with the profit on 
other non-food items you sell! 


hig advertising support all through the insect season 


"he EASIEST, EAMES. QUICKEST 
je) WATS 


Bridgeport Aer *axsol Insecticide is being advertised on 
a continuous summer schedule in LIFE, LADIES 
HOME JOURNAL, GOOD HOUSEKEEPING, 
BETTER HOMES & GARDENS and Sunday News- 
paper Supplements in selected markets throughout the 
country. Thousands of readers of this advertising are 
in your community. 






Display and sell Bridgeport Aer*axsol Insecticide 


Bridgeport AERASOL INSECTICIDE 


World’s Leading Producer of Aer+a*sol Products *Trade Mark 
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CAR WINDOWS 


TENNIS RACQUETS 








HOCKEY S$ 
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HAMMER HANDLES 
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TV ANTENNAS SPARK PLUG WIRES 
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RADIATOR HOSE 












TORN RUBBER MATS 
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AUTO DISTRIBUTORS 


FIXTURE OPENINGS 











EXTENSION CORDS 





PLASTIC RAINCOATS 


GOLF CLUBS 














New! Plastic tape for home repairs 


Now professional-quality ‘‘Scotch’’ No. 33 Elec- 
trical Tape is available to your customers for 
dozens of different home repair jobs! 


This super-thin plastic tape takes the place of 

bulky old style tapes on all kinds of indoor and 
outdoor wiring. Will not dry out, resists sunlight, 
weathering, acids, oils and alcohols—it’s water- 
proof, too! Carries the seal of Underwriters’ Lab- 
oratories. 
_ And because “Scotch” Electrical Tape No. 33 
is stretchy, with a smooth plastic backing, it’s 
perfect for many other home repair jobs. Conforms 
easily to any shape, and sticks! 


Attractive display No. 196 takes up a minimum 
of counter space with twelve 4” x 150” rolls. 
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Ask your jobber or 3M Salesman for “‘Scotch”’ 
Electrical Tape No. 33 today. It’s making easy 
work out of dozens of home jobs. Replaces all 
other insulating tapes. 





The term “Scotch” and the plaid design are registered trade marks 
for the more than 100 pressure-sensitive adhesive tapes made in 
U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also 
makers of “Scotch” Sound 
Recording Tape, “Underseal” 
Rubberized Coating, “Scotchlite” 
Reflective Sheeting, “Sofety- 
Walk” Non-slip Surfacing, 
“3M" Abrasives, “3M" 
Adhesives. General Export: 
Minn. Mining & Mfg. Co., 
international Division, 270 Park 
Avenue, New York 17, N. Y. 


SCOTCH 


Electrical Tape 
No. 33 




















newy ia | PACKAGE 


| COUNTER 
DISPLAY 


Po) 


eeeeenae 

















em. 






2 


oo 
Hn 
' 
ns 
4s 
4e 
ae | 


Doe 
Sec 

















1/4" dia. 


THE PACE-SETTER 
IN ROPE MERCHANDISING 













The « 
ing go 
various 
attract 
has bee 

° ° sure fc 
“American Brand” Pure Manila Rope five-fol 
Makes new sales—new customers. ing gor 

New 2-in-1 package is a shipping box—and counter display. The 

Keeps rope mill-fresh and clean. connected coils sportin 

Pays for the space required in added volume. R. Sim 
Increases sales of larger-size rope. ‘ was st 
Reduces selling and handling costs. Approx. 15 Ibs. of of Alb 
Simplifies inventory. rope in each J. Sim 
Specify “American Brand” Pure Manila Rope when you buy full coils. Even | 
° 4 in the 
American Manufacturing Company, Brooklyn 22, N. Y. dising 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS are sti 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. The 
SALES OFFICES: BOSTON + CHICAGO + HOUSTON + NEW ORLEANS « PHILADELPHIA + SAN FRANCISCO 


, HARD 
60 HARDWARE AGE. JUNE 14, 1951 








/4" dia. 





4, 1951 





Does a Separate Sporting Goods 
Section Sell More Merchandise? 


4 
l Jes, Says A. J. Simpson, of Lewiston, Maine 











Here is a report of his experiences 








The consolidation of all its sport- 
ing goods lines, previously sold in 
various parts of the store, into one 
attractive and compact department, 
has been accountable in large mea- 
sure for a Maine hardware store’s 
five-fold increase in sales of sport- 
ing goods over the past six years. 

The organization of a separate 
sporting goods department by A. & 
R. Simpson Co., Inc., Lewiston, Me., 
was started in 1946, at the behest 
of Albert R. Simpson, son of Albert 
J. Simpson, one of the co-owners. 
Even though young Albert is now 
in the armed services, the merchan- 
dising ideas which he put into effect 
are still being followed. 

The department is located at the 
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rear of the store in a space of 20 
by 25 ft. New wallcases and a step- 
up display island were installed. 

Inventory had to be increased 
through the addition of certain 
lines, which had to be taken on in 
order to have a well-rounded stock. 

“Sporting goods immediately 
showed an increase in volume after 
they were consolidated in the one 
spot,” says Albert J. Simpson, “be- 
cause a customer could then see at 
a glance that we carried an exten- 
sive and varied line of sports 
equipment and supplies. 

“We were better able to display 
related merchandise together, and 
thereby increased the amount of 
individual sales. We figured that 


when a man comes into the depart- 
ment to buy a rod or reel he most 
likely has need for all sorts of other 
fishing or camping equipment and 
if he sees them he will either buy 
them at once, or make a mental 
note to get them on another visit 
to the store. 

“If he is surrounded by the kind 
of goods he likes and desires to 
have, it’s no trouble to sell them to 
him.” 

Joseph Novick, head of the de- 
partment, is widely known in the 
area as an expert flycaster and 
keen sports enthusiast. Sportsmen 
come into the store to ask his ad- 
vice on fishing, hunting, archery, 
skiing and boating. This gives 
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Above 


Albert J. Simpson, left, talks tackle with 
two steady customers, in rear-of-store 
sports goods deportment. 


Right 


Joseph Novick, who manages the de- 
partment, is an expert fisherman, and 
his advice carries weight with sportsmen. 


Novick and his assistants the op- 
portunity to become acquainted and 
to make buyers out of prospects. 

Although outboard motors, ma- 
rine paints and varnishes are dis- 
played in the sporting goods de- 
partment, a separate department is 
maintained on the second floor for 
the display of boats. 

The store gained considerable 
publicity for its boat department 
last year when two of Mr. Simp- 
son’s sons finished first and third 
in Class B of the Maine Outboard 
Race, held on the Kennebec River. 

A rod and reel service is a cus- 
tomer convenience. Another service 
that has gradually increased during 
the past four years is that of re- 
pairing gasoline stoves and lan- 
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terns. A complete inventory of 
repair parts is maintained. Mr. 
Novick claims that this is a profit- 
able service. 

Each fall, Simpson’s give two 
awards, one for the largest buck and 
another for the largest doe killed 
by hunters and brought by them to 
the store to be weighed. The awards 
are each $20 worth of sporting 





goods, and are given at the end of 
the season. 

As the store is located on Lisbon 
Street, in the heart of the business 
district, the interest shown by spec- 
tators each time a deer is brought 
to the store to be weighed is con- 
sidered valuable publicity. 

In the spring, an “ice-out’’ con- 


(Continued on page 92) 
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Do County Fair Exhibits Pay? 


“Yes” says R & O Hardware, which features the slogan, 
Everything for Farm and Home, in its fair exhibit. 
Sells the same theme at its store. 








R & O Hardware, 120 Ist St., 
S.E., Cedar Rapids, Iowa, does a 
good volume with farmers the year 
‘round. As an extra impetus to 
farm trade the store shows a wide 
variety of dairy equipment, water 
systems, fencing, barn hardware, 
power tools and other farm goods 
at the annual All-Iowa Fair, held 
in that city in August of each 
year. 


Publicized Farm Goods 


The Fair Exhibit shown on this 
page was used by R & O Hard- 
ware as a means of further pub- 
licizing its wide line of farm goods, 
and to invite those not previously 
acquainted with the concern to 
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make a personal visit to its store. 
W. D. Nichols, manager of the 
store, which is owned by R. O. 
Andrews and E. H. Owen, says, of 
the exhibit. “We did a great deal 
of business at the fair and met 
many farmers, whom we were able 
to acquaint with our lines. Al- 
though expenses of the booth run 
about $400 for the eight days of 
the Fair, we find it decidedly worth- 
while.” 

Farmers visiting the booth were 
invited to visit the store for a per- 
sonal tour of the firm’s showroom 
and stockrooms. Local newspaper 
advertising was also used to invite 
visitors to call at the Fair exhibit 
and to visit the store itself. At the 
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Fair such facts as the store’s reg- 
ular stocking of 270,000 carriage 
and machine bolts and its endeavor 
to always have at least a carload of 
of nails are pointed out to visitors. 


Leads to Sales 


Although visits from acquaint- 
ances made at the Fair consume 
considerable time, when these new 
found friends visit the store their 
viewing of the store’s extensive 
stock leads to many immediate 
sales. Although some types of 
household equipment are featured 
in the Fair display most of the 
wares are offered primarily for the 
operation of a more profitable 
farm. 
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One of R & O Hardware's annual Fair exhibits with a neat array of both higher priced 
and moderately priced equipment. This exhibit was brightened by use of four spotlights. 
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Charles Rome, left, store manager, and his crew are ready to unload stove 
in which a ham was cooked without fuel while being driven around town. 


Charles F 
after it 


Demonstrations Build AppliancePro 


Kansas hardware store sold 16 automatic 
washers in two months, in town of 4,000, 
after one promotion. F requent demonstra- 
tions backbone of merchandising program 


, 


“Sell the demonstration way,’ 
insists Charles Rome, manager and 
part owner of the Rome Appliance 
and Hardware Co., Hoisington, 
Kan. 

“Demonstration is the big factor 

in selling appliances,” Mr. Rome 
says. “There is nothing better, for 
talking won’t do half the job that 
a good demonstration will.” 
; Since the Rome store tried its 
‘first demonstration that really had 
‘a selling wallop, in December, 1948, 
it has been scheduling promotions 
frequently. 
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The one promotion which sold 
the Rome brothers—Charles, Her- 
man and Joe—on the value of 
them is one that is now used every 
year. On each of two succeeding 
days, a 14-lb. ham is prepared for 
baking and is placed in a gas range 
which has a Dutch oven feature. 
The ham is cooked the required 
length of time and the range is 
then disconnected and placed on the 
rear of a pick-up truck. 

A large sign on the truck carries 
this message: “We are now cook- 
ing a large ham in this Dutch oven 


with the gas turned off. See the 
demonstration at our store today.” 

The truck is driven around town 
while the ham continues to cook on 
retained heat. The tour of the city 
lasts at least an hour, and always 
creates plenty of interest. Over 100 
people have been served in one 
afternoon with ham sandwiches and 
coffee. On other occasions a large 
beef roast has been cooked in the 
same manner, while being driven 
about the city, and is later served 
to people visiting the store. 

The results? One year the Rome 
store sold seven ranges in less than 
two weeks, and in another year 
sold eight in January, following the 
December demonstration. 

This cooking demonstration, 
while the most dramatic, is only a 
small part of the demonstration 
program conducted by Rome’s each 
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Charles Rome shows the remains of the ham 
after it had been sliced and served in 
sandwiches to customers. 
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year. From 7 to 10 demonstrations 
are held each year in the complete 
model kitchen set-up in the rear 
of the store. 

This kitchen is completely oper- 
ative, with hot and cold running 
water, cabinets and freezers stocked 
with cooking materials and food 
of all kinds. This kitchen was in- 
stalled early in 1948 and appliance 
sales jumped 10 pct the first year 
it was in use. 

In some cases, Charles Rome asks 
the manufacturer to send a home 
economist for demonstrations, and 
in others the owners and employees 
show the audience how the freezer, 
range or automatic washer oper- 
ates. In any demonstration the 
store employees try to talk about 
the complete kitchen line. 

Rome invites not only prospects 
to demonstrations but also those 
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People attracted to the store by demonstration remain 
to shop the store, increasing the day's sales volume. 


who have already purchased appli- 
ances, so that owners will obtain 
maximum benefits by understand- 
ing their appliances in every detail 
of their operation. A question and 
answer period follows each demon- 
stration. To the store’s benefit, this 
educational practice greatly reduces 
service calls. 

Invitations to attend demonstra- 
tions are extended by newspaper 
advertising, postal cards, telephone 
calls, and are also given personally 
to those entering the store. Gener- 
ally, about 25 to 30 women attend a 
demonstration. Food which is pre- 
pared is served, with sometimes 
an additional delicacy from the 
freezer. 

Charles Rome thinks it is impor- 
tant to start and stop demonstra- 


tions promptly, so that women who 
attend will know they will be able 
to leave at the scheduled time and 
will not be delayed in other plans 
they may have for the day. 

Guests are asked to register at 
the demonstrations, but Rome does 
not believe that many prospects 
are gained from these cards. “We 
seem to get, by far, more call-backs 
after the demonstrations, just be- 
cause of the interest developed at 
them. However, knowing most of 
the people who come to the store, 
we do have a very good idea who 
might be interested. We get our 
prospects from leads, floor traffic, 
present users, and some cold can- 
vassing.” 

Two outside salesmen follow up 
on all prospects in a sales area of 
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Fully operative model kitchen can be seen in rear of the 
Hoisington, Kan., store, which was started as an appliance business. 


approximately 30 miles’ radius 
which the Rome store serves. 

Charles Rome recalls the store’s 
experience when it received its first 
of a certain brand of automatic 
washers, in September, 1949. Over 
100 personal cards of invitation 
were sent out to women, asking 
them to come in to see a demonstra- 
tion of the new machine. A very 
large percentage responded. 

“We feel sure that this demon- 
stration paid,” says Mr. Rome. “We 
had signed orders for more auto- 
matic washers than we could ob- 
tain. This was a good indication to 
us that the public was sold on our 
washer, and we believe that it was 
the demonstration that was respon- 
sible, because people could go right 
down the street and purchase prac- 
tically any automatic washer, and 
get immediate delivery. 

“The population of Hoisington is 
a little more than 4,000, and it is 
not a county seat town, but we de- 
livered 16 automatic washers in 
January and February as a result 
of that demonstration.” 

The store was established in 
1938, to handle major appliances 
only, by Charles Rome, who is 
president; Herman Rome, vice 
president, and Joe Rome, treasurer. 

While appliances still account for 
the major share of the store’s vol- 
ume, in 1945 the business was 
moved to a larger building, and 
hardware and housewares. were 
added. However, to handle these 
additional lines, more room was 
needed and in 1947, 30 ft. were 
added at the rear of the store for 
appliances and the model kitchen. 
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When the addition was com- 
pleted, hardware and housewares 
were given better display on four 
step-up islands, purchased through 
the Western Retail Implement and 
Nardware Association. 

Within the first six months after 
the remodeling, sales in hardware 
and housewares increased 25 pct, 
and in the first year gross business 
increased 20 pct over the previous 
year. Floor traffic picked up im- 
mediately upon the open display of 
hardware and housewares, which 
naturally had a bearing on the sale 
of appliances. 

To increase sales of the air con- 


ditioning units which it sells, the 
Rome firm uses a unit for heating 
and air conditioning the store as 
well as for demonstrating. 

“The air conditioning unit is a 
definite asset to the store. We have 
uniform temperature and clean air 
the year ’round. The merchandise 
is not dirty or gritty from outside 
dust,” Mr. Rome commented. 

Air conditioners and other ap- 
pliances are sold on credit, with the 
paper handled by a finance com- 
pany. 

“Repossessions are practically 
nothing,” says Mr. Rome. “Sixty 
pet of laboring people buy on time. 
We have a city of over 4,000, in a 
very good farming community, and 
70 pct of our business is from 
farmers. Chain stores are our big- 
gest problem. We have four chain 
stores, two five-and-tens, one drug 
store and three independent hard- 
ware stores. There are five other 
stores selling appliances. 

“We try to meet our competition 
with strong outside selling and good 
service, and an integrated adver- 
tising and promotion program. 
Three pet of our gross volume is 
spent on advertising.” 

Store meetings with the eight 
employees are held approximately 
once a month. They are held in the 
evenings, after dinner, and last 
about an hour. Sometimes, instead 
of studying business methods, the 
meeting is turned into a social af- 
fair. The sales and service men 
prepare, cook and serve a dinner, 
inviting their wives or friends. 





Pettee's Exhibit Wins Home Show Award 
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A merit award was received by W. J. Pettee & Co., Oklahoma City, Okla., for this attrac- 

tive and interesting display of Schlage and Russell & Erwin lines at the recent Grecter 

Oklahoma Home Show. Sponsored by the Oklahoma City Home Builders’ Association, the 
show attracted more than 50,000 people. 
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> Another HA Special Report 
on Price Control 








How Price Control Changes 
Affect Hardware Stores 








This Report Tells— 











y 
1—Changes Made Recently in Price Control 


Spurred by the reaction of the hardware trade to 
Ceiling Price Regulation 7 (See HARDWARE AGE, May 
31 issue, page 80) which forced upon hardware dealers 
the impossible task of preparing and filing by May 
31, a long and complicated price chart, OPS acted on 
May 25 to offer hardware and other small dealers some 
measure of relief from CPR-7. 

For weeks prior to this action, OPS and Congress 
received many telegrams, letters, and telephone calls 
stressing the immediate need for relief, if retailers 
were to comply with the spirit and fact of price con- 
trol. When it became increasingly evident that hard- 
Ware dealers could not comply with CPR-7, OPS in 
an Amendment 5 to the regulation, effective May 28, 
outlined elections dealers could take to remove them- 
selves from CPR-7 and to continue pricing under the 
General Ceiling Price Regulation. (This is the first 
price freeze order which was put in effect on Jan. 26.) 
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Changes made recently in Price Control. 
How to determine if CPR-7 applies to your store. 


What to do under the General Ceiling Price Regulation. 


How to handle cost increases under the GCPR. 


The outlook for hardware price control. 


While Amendment 5 to CPR-7 removes the majority 
of hardware dealers from the scope of the regulation, 
there are still some dealers, study of the amendment 
will reveal, who will have to price certain of their 
merchandise under CPR-7. But many more will be 
able to continue pricing all of their lines under the 
General Ceiling Price Regulation. No hardware store 
has been removed from price control, except if it sells 
certain commodities which OPS has_ specifically 
exempted. 


2—How to Determine if CPR-7 Applies to 


Your Store 

The new relief amendment (No. 5) to CPR-7, re- 
vises section 3 (a) of the original regulation. This 
section defines the types of sellers that are covered. 
The new revision permits dealers under certain con- 
ditions to exempt themselves from the regulation and 
to continue to fix ceiling prices under the rules of 
GCPR. 
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These conditions are as follows (HARDWARE AGE 
quotes here directly from the official text of the 
amendment) : 

“For articles in Categories 101 through 895; 520; 
and 1001 through 1030, if your annual net dollar vol- 
ume of total sales of articles in those categories which 
you buy and sell in substantially the same form in all 
of your departments taken together to individual ulti- 
mate consumers amounts to less than $20,000.” 


EXPLANATION: The above paragraph 


means that regardless of total store-wide volume, if 
the total of your net sales in the items you sell in 
those categories amounts to less than $20,000 a year, 
you do not have to file a price chart, nor do you have 
to set ceiling prices under CPR-7. Instead the items 
in those categories are controlled by the GCPR. 

The categories of merchandise covered by the itali- 
cized paragraph include some hardware store merchan- 
dise which are generally as follows: 

Category 107A—hunting and fishing apparel; 308— 
infants’ metal and wooden wheel goods and other metal 
goods; 351—athletic clothing and accessories; 502— 
includes electric blankets; 503—includes bath mats; 
506B—includes shower curtains; 508—dranery hard- 
ware: 509—window shades and venetian blinds; 510 
—outdoor shades and awnings; 607— includes oil cloth: 
607 through 854—includes furniturue among which 
are listed kitchen and utility cabinets, kitchen tables, 
chairs and stools, storage hampers, outdoor furniture, 
juvenile and unnainted furniture, pictures and mir- 
rors, floor coverings, lamps and shades; 871 through 
878—includes radios and radio-phonograph combina- 
tions; 880 through 884—includes TV sets and TV 
accessories; 890 through 895—includes phonogravhs 
and recorders; 920—includes luggage and related 
items. (For a complete list of the items and categories, 
dealers should refer to the original order, CPR-7.) 

Thus, a hardware dealer whose volume in radios 
and TV sets, for instance, or in any combination of 
the above items, regardless of store wide volume, is 
more than $20,000 must file a pricing chart, listing 
only all of those items he sells, in the form required by 
CPR-7. He doesn’t file a chart for any of his other 
lines, unless he cannot fulfill the conditions under 
which the following elections can be taken. 





If you find that you cannot qualify to take the 
elections in Amendment 5 to CPR-7 and you 
must consequently file a price chart but have 
not done so prior to May 31, we suggest that 
you advise your local OPS district office that 
you have been unable to meet the deadline but 
that you will prepare and file the chart as soon 
as you can. If you can, estimate an approxi- 
mate date on which you expect to file. 











If hardware dealers can meet the following condi- 
tions, they do not file price charts for categories listed 
in Amendment 2 to CPR-7. They then must set ceiling 
prices for the following categories under the rules of 
the GCPR. HARDWARE AGE again quotes from Amend- 
ment 5 to CPR-7: 

“For articles in Categories 901 through 908; 915 
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through 919; 921 through 924; 940 through 951; 970 
through 985. 

“If your annual net dollar volume of total sales of 
articles in those categories which you buy and sell in 
substantially the same form in all your departments 
taken together to individual ultimate consumers 
amounts to less than $60,000; or 

“If your annual net dollar volume of total sales in 
all departments taken together of all merchandise 
which you buy and sell in substantially the same form 
amounts to less than $100,000.” 


EXPLANATION: The categories referred to 
in the quoted paragraphs are listed in CPR-7, Amend- 
ment 2, and are generally as follows: 

Category 901—household cleaning brushes; 902— 
fireplace equipment; 903—household thermometers; 
904—kitchen cutlery ; 905—power lawn mowers; 906— 
small electrical (houseware) appliances; 907—utility 
cabinets (movable) ; 908—general housewares (covers 
20 classifications, including some garden equipment) ; 
915 through 919—covers notions; 921—sporting goods; 
922—-olf and tennis balls; 923—bicycles ; 924—bicycle 
accessories; 940-951—includes silverware, china, and 
glassware; 970-985—includes jewelry, watches and 
clocks. (You should refer to the original order, CPR-7, 
Amendment 2, for a detailer listing of the category 
items. Also see HARDWARE AGE, April 19 issue, page 
230.) 

If your total net dollar volume of sales for all the 
merchandise listed in those categories is less than 
$60,000, you do not have to file price charts for that 
merchandise even if your store wide volume is over 
$100,000. However, you must set your ceiling price 
for these categories and your other merchandise ac- 
cording to the rules of the GCPR. 

Also, if the total net dollar volume of all sales of al! 
merchandise in your store is less than $100,000, re- 
gardless of the total volume of sales in those categories, 
you also do not have to file price charts. But you must 
set ceiling prices for that and all your merchandise 
under the rules of the GCPR. 

Thus where a hardware dealer may have an annual 
net dollar volume of $150,000, or $200,000, if in the 
categories in Amendment 2 to CPR-7, the volume is 
less than $60,000, he prices under the GCPR and does 
not file price charts. 

On the other hand, if the annual net volume in the 
categories is, for example, $70,000, but sales volume 
in all merchandise sold, including the items listed in 
the categories, is less than $100,000, he does not file 
price charts but prices all his merchandise under the 
GCPR. 

For example, a dealer does a $65,000 volume in cate- 


gory items and $30,006 in other merchandise; total , 


volume, $95,000. He does not file charts. 

He does a volume of $59,000 in category items; 
$32,000 volume in other merchandise; total volume, 
$81,000. He does not file charts. 

He does a $65,000 volume in category items and 
$40,000 in other merchandise; total volume, $105,000. 
He must file price charts. 

He does a $59,000 volume in category items and 
$42,000 volume in other merchandise; total volume, 
$101,000. He does not file charts. 

Again quoting from the text, Amendment 5 to CPR-7 
reads: 

“An election in accordance with the provisions of 
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Remember 


lf you take one of the elections in the new 
Amendment 5 to CPR-7, your prices are then 
controlled by the General Ceiling Price Regu- 
lation. 


If your prices are controlled by the General 
Ceiling Price Regulation ycu do not file any 
ceiling price chart with OPS, but you must 
prepare certain records and have them avail- 
able for inspection. 


If you have already filed the price chart required 
under CPR-7 and wish to take the elections 
in its Amendment 5, you can do so if you 
request the return of your chart from your 
OPS District Office, on or before July 2, 1951. 


If you do elect to remain under the General 
Ceiling Price Regulation, you do not have 
to notify OPS of the fact. 


If you have any questions concerning price con- 
trol, write the Priority and Price Digest Edi- 
tor, clo HARDWARE AGE, 100 E. 42nd St., 
New York City 17, N. Y. 











this paragraph (Editor’s Note: refer to italicized para- 
graphs above) must, if made, apply without exception 
to all categories in the group as to which the particular 
election is permitted. You may not substantially alter 
an election made under the paragraph except that if 
you are a seller permitted to elect to price under the 
provisions of the General Ceiling Price Regulation 
pursuant to this paragraph, you may, if you have 
already filed your chart, exercise this election by 
requesting the return of your chart from your OPS 
office on or before July 2, 1951. 

“The election provided in this paragraph does not 
apply to new sellers. As used in this paragraph, 
‘ennual’ means your most recent calendar or fiscal 
year (or if you were in business less than one year, 
the dollar volume for the period you were in business 
projected to cover a one-year period) .” 


3—What To Do Under the General Ceiling 
Price Regulation 


Since the new Amendment 5 to CPR-7, discussed 
in this report, will remove most hardware dealers from 
fixing ceiling prices under that regulation, and will 
enable them to continue their pricing under GCPR, 
let’s review briefly and generally, what the GCPR is 
all about. 

It is important to remember that Amendment 5 to 
CPR-7 provides a choice of which price control order 
you may follow. It does not remove any hardware 
dealer from price control. 

The GCPR does not require the filing of a ceiling 
price list for your merchandise with OPS. 

GCPR went into effect on January 26, 1951. It set 
as ceiling prices for retailers, among other sellers, the 
highest prices at which merchandise and services were 
offered for sale, or delivered, during the base period 
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Dec. 19, 1950, to Jan. 25, 1951. This meant, in effect, 
that your highest offering price became your ceiling 
price. You should obtain a copy of the GCPR order 
from OPS. 

For new items not offered for sale during the base 
period, if such an item falls within a “category” in 
which you dealt during the base period, the ceiling 
price is determined by applying to your net invoice 
cost for the new item, the percentage mark-up that 
you received on a “comparison commodity.” The “com- 
parison commodity” must be in the same line or de- 
partment as the new item being priced and must be as 
nearly alike to the new item. 

Where you price a new item that is in a new cate- 
gory, one you never dealt in during the base period, 
the ceiling price for the item is then the same as the 
ceiling price for the same item sold by your closest 
competitor, selling to the same class of customer as 
you sell. Only in this circumstance must you file a 
report with the Director of Price Stabilization, Wash- 
ington 25, D. C. 

Such a report should state the name and address of 
the company; the new categories in which the com- 
modities fall and the most comparable categories dealt 
in by you during the base period; the name, address, 
and type of business of your closest competitor of the 
same class; your reasons for selecting him as your 
most closely competitive seller; and a statement of your 
customary price differentials. 

Although under the GCPR you do not file a ceiling 
price list, you must prepare and maintain one for OPS 
inspection. Such a list should have been completed by 
March 22. 

This list must describe by model, type, style and 
kind, each item and service offered or delivered during 
the base period, Dec. 19, 1950, to Jan. 25, 1951, includ- 
ing the ceiling price for each item. This would be the 
highest price you asked during the base period. (Manu- 
facturers and wholesalers suggested retail price lists, 
if those prices reflect your base period ceiling prices 
are generally acceptable to OPS.) 

In addition, you must preserve records that show 
the prices charged for all commodities delivered or 
offered for delivery during the base period, and rec- 
ords establishing the latest net cost incurred prior to 
the end of the base period for each item. 

A statement must be prepared showing the cate- 
gories in which deliveries or offers of deliveries were 
made during the base period. Categories would be such 
as “paints,” “hand tools,” etc. ; 

A statement of customary price differentials and 
terms and conditions of sale and different classes of 
purchasers which were in effect during the base period 
must be prepared. 

You must also continue to prepare and preserve all 
records of all kinds, customarily kept, showing the 
prices charged for ali commodities or services. You 
must prepare records indicating the basis upon which 
ceiling prices were determined as required by GCPR, 
for commodities or services not sold during the base 
period. 

Retailers must also preserve all purchase invoices 
and mark on them initial selling prices for the items 
covered by the invoice and the section of the GCPR 
under which their ceiling prices were determined. 

None of these records are to be filed with OPS. You 
maintain them in your store. 
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4—How to Handle Cost Increases Under 
the CGPR 


To relieve price squeezes for retailers and whole- 
salers, OPS issued an interim regulation. Supple- 
mentary Regulation 29 to the GCPR, effective May 28. 

This action provides for a follow-through on the 
upward and downward changes in prices expected to 
result from operation of the manufacturer’s regula- 
tion (CPR-22) and other similar manufacturers’ regu- 
lations which have been or will be issued. 

A retailer or wholesaler buying from a manufac- 
turer who has increased his price under CPR 22, or 
a similar regulation, must now refigure his ceiling 
price upward or downward. He does this by applying 
to his new net invoice cost the percentage markup 
which his freeze price yielded over his base period cost. 

Retailers and wholesalers are also taken out of 
squeezes in which they were caught by the GCPR of 
Jan. 26 which froze prices at the highest offered or 
delivered price in the Dec. 19-Jan. 25, 1951, base period. 

A typical situation which SR 29 is intended to relieve 
is where a seller at the time of the GCPR freeze had 
not yet raised his own price to reflect a higher price 
charged by his supplier. Thus he was caught with a 
ceiling too low to reflect in full the cost of replacing 
his stocks. These squeezes are now relieved by per- 
mitting retailers and wholesalers to use their base 
period markups over their supplier’s new higher sell- 
ing price. 

Wholesalers or retailers, whose ceiling prices are 
determined under GCPR, may increase their ceiling 
price for an item to eliminate a “replacement squeeze.” 
This is a situation where a supplier’s cost is a higher 
cost to you than your “base period cost.” 

Base period cost is the net invoice cost shown on 
the last invoice received previous to the time when 
the ceiling price, at which you were frozen by the 
GCPR, was put into effect. If an item is purchased 
from more than one supplier, the base period cost is 
still determined from the last invoice received regard- 
less of which supplier sold the shipment to you. 

To eliminate the replacement squeeze, you recalcu- 
late your ceiling price by applying to your “present 
net invoice cost” of the item, the percentage markup 
which your former ceiling price yielded over your 
“base period cost,” as defined in the above paragraph. 

In determining “present net invoice cost” of an item, 
to which you are permitted to apply the percentage 
markup, you must use the last invoice received from 
that supplier prior to May 28, 1951. If you have re- 
ceived no invoice since the one which shows your base 
period cost, then you must use the first invoice re- 
ceived on or after May 28, 1951. 

For example: A wholesaler purchased a bicycle on 
Oct. 1, 1950 at $6.60 2/10 EOM (Net invoice cost. 
$6.47) ; he established a selling price of $8.75, which 
became his ceiling price because he continued to sell 
at this price throughout the base period (Dec. 19, 
1950-Jan. 26, 1951). On Jan. 7, 1951, his supplier 
increased his selling price to $7.40. The wholesaler 
received no shipment at the higher price until March 
20, 1951. Under Supplementary Regulation 29, he may 
now recalculate his ceiling price to eliminate the 
squeeze. The wholesaler takes the net invoice cost 
from the last invoice he received before establishing 
his frozen price ($6.47) and finds the percentage 
markups by subtracting $6.47 from $8.75 and dividing 
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the result by $6.47 he gets a 35.2 pct markup. He then 
applies that markup to the net invoice cost on the last 
invoice received before May 28 ($7.40 2/10 EOM) 
$7.25 net and finds that the new ceiling price is $9.80. 

Retailers may also recompute their ceiling prices 
upward on a commodity where a wholesaler has in- 
creased his price to the retailer under this supple- 
mentary regulation. However, the retailer must re- 
figure his ceiling price downward on a commodity, if 
the wholesaler has reduced his price under the sup- 
plementary regulation. 

Retailers whose wholesalers have changed their 
prices upward under SR 29 to the GCPR may recalcu- 
late their price, but if wholesalers have decreased their 
prices, retailers must recalculate their ceiling prices. 
If the price is decreased, retailers must assume the 
decrease was made under SR 29 unless he is informed 
in writing that no part of the decrease is required 
by SR 29. 

Retailer’s ceiling prices are recalculated by applying 
the “permitted markup” to the new net cost as follows: 

A retailer who purchased a bicycle from a whole- 
saler at $8.75 2/10 EOM net $8.571%4 sold the bicycle 
at $12.98 during the base period (Dec. 19, 1950, to 
Jan. 25, 1951) which became his ceiling price. When 
the wholesaler recalculates his ceiling price under SR 
29 to $9.80 (see foregoing example of a wholesaler’s 
recalculation), the retailer then pays $9.80 2/10 EOM 
or $9.60 net for the bicycle. The retailer then may 
apply the “permitted markup” ($12.98—-$8.57%4 = 
$4.4014 -—. $8.57% = 51.3 pct) 51.3 pet to the new 
cost of $9.60 ($9.60 x .513 — $4.92 + $9.60 — $14.52) 
and finds that $14.52 is his new ceiling price. 

If a retailer purchases the same commodity from 
two or more suppliers of the same class, the permitted 
percentage markup is determined from the last invoice 
received for that commodity before the price to which 
he was frozen was established, regardless of which 
supplier sold the shipment. 

But the permitted percentage markup must be ap- 
plied for each supplier, to the retailer’s most recent 
net invoice cost of the commodity when purchased 
from the supplier. 

The regulation permits a single readjustment of 
GCPR prices rather than providing any change in the 
method of pricing. It does not provide continuing 
relief, but only single recalculations to offset increases 
in suppliers’ prices. 


5—The Outlook for Hardware Price Con- 
trol 


Thus retailers have gained at least theoretical price 
relief in two instances—relief from the burden of 
preparing and filing price charts under CPR-7, and 
relief from price squeeze situations from the GCPR. 

Those retailers who, because they elect not to price 
under CPR-7, it must again be pointed out, are not 
free of price controls. Their election requires them to 
adhere to the General Ceiling Price Regulation. 

It is expected, however, that in the near future, 
OPS will issue another price regulation, which may 
be tailored to the hardware trade or it may be a gen- 
eral order for small retail businesses now operating 
under the GCPR. There are indications now that such 
an order, when issued, will be a simple type of regu- 
lation, which will not require any complicated report- 
ing or filing procedures. 
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Lay-Away 


Plan 





Sells lawn mowers and bicycles 
during the winter months 


Lawn mowers and bicycles can be sold when snow 
covers the ground and homeowners will buy out- 
side paint in advance of painting season when a 
lay-away plan is used, Wisconsin store learned 


Selling on the lay-away plan will 
work throughout the year, and not 
just during the Christmas selling 
season. 

This has been proven by 
Schlafer’s, Inc., Appleton, Wis., 
which has been selling various lines 
of goods on the lay-away plan, until 
now a very substantial part of the 
store’s business is done in this 
fashion. 

This Wisconsin firm has _ been 
stressing lay-aways in its advertis- 
ing all of this year because of the 
possibility of merchandise short- 
ages and rising prices. 

Toys and other Christmas mer- 








Reserve These Play-Value Packed Toys for Christmas 


chandise are the extent of the lay- 
away business of the _ typical 
hardware store, but Schlafer’s uses 
the plan to sell such things as out- 
side paint, lawnmowers, grass seed 
and bicycles. 

The volume of the lay-away busi- 
ness justifies the full time services 
of one man. It is his job to handle 
all lay-aways. He keeps them in al- 
phabetical order in the storage 
space, keeps a record of all items 
and checks them off when they 
leave the store. 


Below—A lay-away plan is especially 
helpful in the sale of bicycles. This ad 
appeared on Feb. 22 when children were 
thinking more of ice skates and sleds. 
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“Little General” sturdy steel 
wheelbarrow 


6.95 





Left—Schlafer's rushed the Christmas season last 
fall. Ads like this ran as early as Sept. 7 and 
made people think about buying their toys early. 
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“We've tried them all and find 
that our present system for han- 
dling lay-aways is the best,” says 
Ed Maples, of the store staff. “We 
use tags, made in triplicate, which 
are marked ‘office copy,’ ‘customer’s 
copy’ and ‘put on package.’ The 
first copy goes to the office; the sec- 
ond is taped to the merchandise and 
the third is given to the customer.” 

“When the initial payment is 


made, the tag is made out as shown 
by the sample on the next page. All 
three copies are slipped in a spe- 
cial slot in the cash register where 
the amount of the initial payment 
is stamped on the tickets. The ‘put 


















LAWN MOWER 


our convenient 


LAY-A-WAY PLAN! 





OPEN ALL Da 


Y Fri 
8:30 a. M, Day 


~ 9:00 PL iw 








Right—Snow was still covering the ground when 
this lawn mower ad was run on Feb. 15. The copy 
suggested that buyers select mowers in advance. 
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SCHLAFER'S 
LAY AWAY 
Date__3-22-51_ 
Name__MF.John Doe 
Address _ 121 W. ee —- 
SALESMAN parr. 
22 care 
*) Ce] i cal 
Ei_  SS . , abaama 
~ 3 | nie Lawnmower a 
_2 | #246 Bench Saw 36.50 
a ar $542 Drill Press 42.95 
110.95 
eee Fors | -——— 
= S as 
aazer 8 = ee 
| 
—.--- cS Se ae 
. } 
PACKACES Total 110.95 
Paid Down 25.00 
Balance 85.95 
OFFICE COPY 











A typical lay-away transaction typed 

up on one of the special slips used 

for such sales. This slip is made out 
in triplicate. 


on package’ copy is then given to 
the lay-away man who gets the 
merchandise ordered and attaches 
the slip and places the item in the 
storage section.” 

As the customer makes his pay- 
ments, they are recorded on his 
copy and the office copy. All pay- 
ments are made at the office. After 
payment has been completed, it is 
then recorded as a cash sale in the 
department in which the sale was 
made. 

The store requires an initial pay- 
ment of at least 20 pct, and conse- 
quently there are very few cancel- 
lations. 

“Storage,” according to Ed 
Maples, “is the big problem. We 
use one-half of the second floor for 
storage of the lay-aways, and it 
seems that no matter how much 
room we make, we can always use 
more. The problem is floor space 
rather than shelf space, because 
most of our lay-aways are large and 
bulky.” 

Curious as to how many lay- 
awys there were in mid-October, 
last year, a check was made and it 
was found that there were more 
than 500 with a total value of more 
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than $5,000. The count and tctal 
would have been much higher if 
there had been time to make such 
a check-up closer to Christmas, ac- 
cording to Mr. Maples. 

A piece of merchandise is act- 
ually tagged every time a customer 
makes a down payment. It was 
shown that this was the proper 
thing to do, last Christmas season, 
when there had been no re-orders 
on some items and stock had run 
out on them by mid-November. 

It is interesting to note that the 
store already has a number of 
packages marked “will call Dec. 24, 
1951.” 

Besides advertising the lay-uway 
plan constantly, throughout the 
year, the store uses a great many 
placards in the windows and in all 
parts of the store to acquaint cus- 
tomers with the convenient service 
it offers. 

By the middle of March the 
store had sold several big orders 
for outside paint on the lay-away 
plan because of paint windows 
which were in place during the first 
two weeks of the month. Customers 
indicated that they were ordering 
their paint that early because of 


their doubts whether paint would 
still be available at the then-pre- 
vailing price, when they were ready 
to do their painting. 

Toys, housewares and appliances 
are the lines most frequently pur- 
chased in this way, but there are 
also may sales of power tools, 
lawnmowers and bicycles. 

The store’s advertising and the 
store’s sales people stress the fact 
that customers will not have to pay 
any increases on _ prices' which 
may be made after they have made 
the initial payment. This, accord- 
ing to Mr. Maples, is perhaps the 
biggest factor in the popularity of 
the plan, or at least it was last 
Christmas season, when the store 
was flooded with placards which 
stressed the “‘no-rise-in-price”’ an- 
gle on lay-aways. 

Mr. Maples says, “We started our 
Christmas advertising on Sept. 1, 
featuring the lay-away plan and by 
the middle of October the storage 
section was as full as it ordinarily 
is about Dec. 1. 

“We are going to keep on plug- 
ging the plan all year on various 
items, pointing out the protection 
it affords against rising prices.” 


Backbar Display Sells Plumbing Goods 


A dividing backbar on a plumb- 
ing supplies table helps Tobinson’s 
Hardware, 1122 Broadway, Rock- 
ford, Ill., show a good variety of 
hard-to-display items in plain view. 
Faucets, shower fittings, soap dish- 
es, towel bars, etc., are effectively 
displayed on the backbar. Above it 





are shown two different types of 
toilet seats. Fittings of various 
types are shown on a three-level 
glass binned table on which the 
backbar is supported. Price marks 
are plainly indicated on all mer- 
chandise and the unit is responsible 
for many self-service sales. 


, " 
Nis py tly 


Many self-service sales are directly traceable to this display. 
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New Paint Section 


Draws Better—Cuts Handling Time 


Shelf stock is easily replaced from the rear of 
open-backed fixtures, handy to reserve stock 


With its new paint section, 
Skandia Hardware, 327-7th St., 
Rockford, Ill., has a double advan- 


tage. The 19-ft section, according 


to William Peters, president, is 
grossing more sales than the former 
sidewall spot, even though it is now 
at the rear of the store. 

The increase is due largely to 
better arrangement, neater display, 
and the fact that men naturally like 
to take more time to pick out paint 
at the rear of the store than farther 
up front where store traffic in house- 
wares may be heavier. 

Another advantage is that dis- 
played paint and the reserve stock 
is handled with a minimum of time. 


No holes are allowed 
te appear in the 
paint shelves of the 
Skandia Hardware, 
Rockford, Ill., for 
they're filled at 
once, from the rear, 
from reserve stock 
on corresponding 
shelves in the stock- 
room. 
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Reserve stock for displayed paint 
items is stored directly behind the 
displayed cans, in case lots, for the 
shelving is open at the rear. As up- 
front paint sells, clerks merely need 
to shove reserve stock ahead and 
the sold items are quickly and 
easily replaced. 


Easy Handling 


Behind the 19-ft paint display 


case there is a 2-ft aisle, and then 
more paint is stored on wall shelv- 
ing, matching the positions on the 
display case. There is a nearby door 
to the alley through which paint is 
unloaded directly from trucks and 
put in place on shelves in cases. 


Because of this system paint de- 
partment clerks can refill shelves 
easily with a minimum of handling. 

In the new paint section, too, 
brushes get excellent panel display, 
suggesting to every paint customer 
that it is good policy to buy a good 
brush. Clerks always try to suggest 
brushes and other supplies with 
every paint and varnish sale. 

In front of the high, new paint 
display case, is a lower wrapping 
counter, the front of which contains 
shelves into which small sizes of 
paint cans are shown. Thus all pos- 
sible space in the paint section is 
utilized for display, without causing 
a crowded impression. 
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Hardware department, which was being sampled when this photo was taken, occupies 50 ft of showroom. Note wide aisles. 


Million Dollar Volume 


ina Small Town 





Bogalusa, La., store of M. Marx Sons, Started 45 years ago as 

“The Million Article Store,” passed the million dollar volume 

mark in hardware, housewares, appliances and building 
materials last year despite a $200,000 fire 





a weed ge 
The 100-ft front of the new 150-ft deep hardware store. 
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A more recent addition is the 
giftwares and housewares sec- 
tion. Silverware, china, pictures 
and playthings are in a very at- 
tractive set-up here. 


Another portion of the gift section suggesting an exclusive 
specialty shop. Good lighting and wide aisles are emphasized. 


ago as 
olume 
ilding 


' 
Mrs. Minna Marx, co-founder of the business, her 
five sons who are active in the business, and Joe 
Bullinger, 83, an employee for 28 years. Left to 


right are Izzy, William, Mrs. Marx, Benny, Mr. 
Bullinger, Joe and Louis Marx. 





The 20-ft wide appliance street con- 

necting hardware section with traffic- 

pulling postal sub-station in rear of the 
showroom. 


re store. 
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The Winners $ 


Lawrence Davis, right in photo, after graduating from 
James Milliken University, worked for several years with 
International Business Machines, in Chicago; joined the 
A. C. Neilson Co., market research, of Chicago, and 
worked up to production manager. He remained with 
that company until 1949 and then moved to Albuquerque 
to join the Pumice Aggregate Sales Corp., in the capacity of manager. He remained there 
until he became a partner in the hardware store. 

Harvey E. Klunder, left in photo, graduated from Denison University, in 1935, and then 
became a field man for the A. C. Neilson Co. for two years. He then joined the Janette 
Mfg. Co., Chicago, in a sales capacity. He remained there, leaving in December 1949 with 
the title of vice president in charge of sales. 
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Goods category in the annual na- 
tional competition of the Brand 
Names Foundation. A plaque was 
awarded the store at the recent 
Brand Names Day observance in 
New York City. (See p. 104, April 
5 issue.) 

Both men had previous business 
experience with big national com- 
panies before they entered the re- 
tailing field, and were cognizant 
of the major role that advertising 
plays in the success of any business 
—whether it be manufacturing or 
retailing. 

The advertising which brought 
tational honor to this new enter- 
prise was not of the kind that is 
developed from day-to-day, or even 
week-to-week. Instead it was an 
integrated program which was 
based on the premise that adver- 
tising is one of the major lines 
of operation of a business, and not 
just a worrisome and expensive 
detail, to be handled when time 
permits. 
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Colorado hardware firm, in business only one 
year, took top honor in the sporting goods field 
in the annual Brand Name Foundation compe- 
tition. Uses consistent, integrated ad program 


men did not set their advertising 
budget on the basis of the pre- 
vious year’s sales. Instead they 


When they took over the store, 
which had already been in opera- 
tion four years, the two young 
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An autumn ad, fea- 

turing merchandise 

for fishing, painting 
and lawn care. 
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Mats provided by manufacturers are 
used generously as in this ad on power 
and hand tools. 


set a quota on their anticipated 
sales volume for the year. They 
figured that past performance of 
the store was not a fair indication 
of the store’s potentialities. 

Now that the store has had more 
than a year’s experience behind it, 
the advertising program for 1951 
has an even greater appropriation 
than it had for last year, and is 
geared to the sales performance in 
the months and selling seasons, 
rather than to conjectured sales. 

An experienced advertising man, 
A. Earl Bryson, was put on the 
job and the store’s uniform series 
of newspaper ads reflects the care- 
ful planning of the program. 

It will be noted that there is a 
strong “family resemblance” to all 
of the store’s ads, which is accom- 
plished in part by the prominence 
which is given to the hand-drawn 
signature, and also to the uniform 
border and the consistent use of 
only a few type faces. 

“Selling the store” is a basic 
tenet of the Davis-Klunder pro- 
motion, as is indicated by the ads 
illustrated on these pages. Price 
emphasis is secondary. 

When it came time to restock 
their remodeled store, Lawrence 
Davis and Harvey Klunder selected 
nationally-advertised products, and 
listings of these brand names are 
frequently used in store ads that 
have an institutional, rather than 
merchandising, nature. 

The businesses of Colorado 
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Springs, a city of about 50,000, 
depend to a large degree on sum- 
mer trade, and while hardware and 
housewares are important lines, 
sporting goods assumes a more 
prominent place in the operation 
than it does in most hardware 
stores. 

One half of the first floor of the 
handsome store is devoted to sport- 








This is the second of a series 
of articles by J. R. Keagy, as- 
sociate editor of Hardware 
Age, describing hardware store 
merchandising programs that 
won national recognition for 
the stores in 1951 Brand Name 
Foundation competition. The 
first article, published in H. A., 
May 31, page 25, told how 
Valentine Hardware won its 
award. 











ing goods and the other half to 


housewares, and the hardware 
store is reached through a central 
stairway. Customers are drawn to 
the basement by means of attrac- 
tive displays on the landing of the 
stairway. 

The store’s newspaper ads ap- 
pear regularly, at least once a week, 
in good-sized space—seldom less 
than two columns wide, and not 
infrequently in three, four and five 
column widths. 

The ads are concentrated in one 
newspaper. 

Special attention has been given 
to catchy headlines, to good lay- 
out and illustration, and with lib- 
eral use of manufacturer’s mats 
where they serve better than the 
store’s own creations. 

Radio has been used with some 
regularity, though in a secondary 
place to newspapers. An announce- 
ment during the home games of the 
Western League baseball games 
has proved particularly effective. 

The firm has used postal card 
announcements to newcomers and 
to families who have moved into 
new homes. 

The store has used two consumer 
catalogs, Spring and Fall, and also 
a toy catalog at Christmas. 

Promotions used by the store in 

(Continued on page 94) 





A form letter which 
is mailed to custom- 
ers immediately af- 
ter they express any 
interest in opening 
a credit account. 
The letterhead lists 
many nationally ad- 
vertised brands. 





WELLER 
WESTERN KNIVES 
WHITE STAG 
WILSON 
WINCHESTER 
WRIGHT & McGILLE 
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February 24, 195 


mt visit to our store. We 
agein whenever you are 
sporting goods. 

th in wercheandise 
and in service, for we are eager to nueber you emong 
Our regular customers. 


Th 
y 
hope you Liked 
in need of har 
We'll do our b 









We were pleased, too, that you wish to open a 
eredit account, for we t type of business 
We enclose our regular i 
which we will ask thet you 
Following receipt of this infor 
through customary routine check 
ory, we will promptly i 
credit authorization. Again, our 
your intereet. 
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In a strong bid for more impulse 
sales, department and chain stores 
have, in recent years, been spending 
a larger share of their display dol- 
lars on interior point-of-sale dis- 
plays. To help hardware stores in- 
crease their impulse sales of tools 
HARDWARE AGE offers in this and 
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the following page two suggestions 
for point-of-sale displays. 

One drawing (Fig. 1) shows a 
table setup for displaying a com- 
plete assortment of pliers. The other 
(Fig. 2) offers an idea for increas- 
ing impulse sale volume at the cash 
and wrapping table. Although pliers 
are suggested in these displays 
other types of hand tools could be 
featured in like manner. 

Home mechanics are among the 
chief customers for all types of 
pliers. Since such customers enjoy 
browsing in a hardware store and 
looking at tool displays, a table de- 
voted entirely to pliers will attract 
considerable attention from them 
and result in numerous impulse 
sales. In this display (Fig. 1) may 
be shown long nose, slip joint, cut- 


ting and other types of pliers in 
open display on top of a table. 

Although the drawing shows a 
unit with four drawers set up with 
standard metal corners and bin 
glass this idea may be worked out 
and installed on any available table 
in your store. Each bin should have 
a small bin price clip. 

Display signs used on these or 
other tables should have a minimum 
of copy. Even better would be a 
pictorial sign bearing a sketch or 
design to tell the story at a glance. 
Your local sign man can easily work 
up the giant hand holding a pair of 
pliers. The card can then be tacked 
on a sheet of plywood set between 
two metal uprights. A like idea 
could be used with a mass display 
of other hand tools with a drawing 
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showing a large hand holding one 
of them. 

Metal uprights may be obtained 
from most display equipment 
houses. Four of these uprights may 
be used, as in this drawing, to set 
up the glass shelving shown. Up- 
rights used in this display have 
special bases sized to make it pos- 
sible to jump the table top runs 
when used on a bank of two tables 
set back to back. Carded impulse 
items, of other types, may be dis- 
played on the glass shelves as a 
further sales bid. The same uprights 
may also be used on other tables in 
your store, to set up feature table 
top built-up displays. Glass shelves 
may be adjusted to any required 
height by means of metal shelf 
brackets shown in detail drawing. 

The ideal table for this type of 
bin plier display is a four drawer 
unit to provide space for understock 
of pliers right at the point of sale. 
Drawers could also be binned off 
with 4 in. plywood dividers. Each 
bin should be sized and identified 
with a stock number by means of 
small bin price clips. 
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The drawing (Fig. 2) of the spe- 
cial feature display on the cash and 
wrap unit would also be used for 
numerous impulse items. A metal 
bar can be used to hold a sign as 
shown. In this case the sign can be 
made of a scrap piece of 14 in. ply- 
wood. You can drill and tap holes 
in the metal bar’and attach the ply- 
wood sign with bolts. The word Spe- 
cial may be lettered right on the 
plywood. 

If your wrap unit is large enough, 
an additional end feature bin may 
be used to spot another special. Use 
6 or 8 in. high bin glass set up with 
metal corners to make bins of proper 


size. A 7 by 11 in. metal card holder 
is suggested. to sign the rear bin 
and small metal price clips should 
be used on the bin divider glass. If 
your store has more than one cash 
and wrap table, spot displays should 
be used at each. 

Th suggested cash and wrap unit 
has space for a roll of wrapping 
paper, bins for various size bags 
and a large drawer at the left. In 
this setup the metal uprights have 
a flat metal base enabling their in- 
stallation on a flat surface. Note the 
suggestion in the lower right hand 
for a design for a special sign which 
may be cut out of % in. plywood. 





Extra Courtesy Pleases Texas Store Customers 


Midland Hardware & Furniture 
Co., Midland, Tex., follows a pro- 
cedure that might well be used in 
other large stores of its type. It 
is a little bit of special courtesy 
that makes a great hit. 

As John B. Mills, secretary and 
general manager of the 45 year old 
concern expresses it, “Although we 
are now fully departmentalized, a 


customer who has finished buying 
in one department and is interested 
in merchandise in another section 
will be escorted to the other section 
by the first salesperson for intro- 
duction to a member of the second 
department. 

“This courtesy is appreciated. A 
customer is not left to wander or 
stand around.” 
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Improved Dealer Service 
Greater Operating Economy 
Better Sales Analysis From 


Punch Card 





Dealers can be invoiced from 4 to 8 hours 
after merchandise is shipped. Complete con- 


13 fewer employees 


Greater economy and speed of 
operation and improved dealer ser- 
vice are the overall advantages the 
American Hardware Supply Co., 


its punch card accounting system. 
This system returns its benefits to 
the company’s dealer-stockholders in 
more prompt service, faster invoic- 
ing and a minimum of errors be- 


Accounting 


cause pricing, extending, and bill- 
ing are automatically and mechan- 
ically computed. 


a 
trol over back-or i hasin And, management can have, 
~ eriemondiance wits wor tems helps pure : 8 monthly, a statistical history of its 
department keep tight check on fast moving operations: sales by departments, 
a ; ot ° sales by dealers, and sales by type 
warns. Invoicing dep artment operates with of order, i.e., regular, bulletin, check 


list, telephone, convention, promo- 
tion, and sales of back-ordered 
items. Daily cancellation reports by 
individual departments can also be 
submitted to the purchasing depart- 
ment for immediate action on mer- 
chandise out of stock. 

Since this punch card system has 
been in use, the company’s invoicing 
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department has been able to operate 
with 13 fewer employees than form- 
erly. Invoices have left the office 
within 4 to 8 hours after the mer- 
chandise is shipped. 

Another saving that has been 
affected is in the taking of the phy- 
sical year-end inventory. This has 
been cut from 10 to 14 days under 
the old method to two or three days 
with no overtime on the part of the 
office. 

A new back-ordering system has 
also resulted, which offers complete 
satisfaction to the company and its 
dealers. The company back-orders 
for a period of two weeks only, with 
absolute control over every item 
back-ordered. At the end of that 
period, the dealer is notified of the 
exact disposition of the items not 
already shipped. 

In October, 1950, the American 
Hardware Supply Co. handled 22,- 
711 items on back orders which 
were actually shipped in the two- 
week time limit established. This 
has given the company’s purchas- 
ing department tighter control over 
fast-moving merchandise. 

Buyers now receive daily reports 
of cancellations and items not ship- 
ped because they are out of stock. 
This report also shows the dollar 
volume they lost because the mer- 
chandise was not in inventory. 

Time for processing a dealer’s 
order has been greatly reduced. 
Under the old method, a single, 
normal-sized order had to be filtered 
through six warehouse floors before 
it was sent out to the dealer. Thus, 
if an order took one hour per floor, 
it required a total of six hours to be 
worked through the warehouse. 

Under the new method, each 
order is separated into sections by 
floors and each floor can be worked 
simultaneously. Thus, the same 
order, which previously took six 
hours to complete, can now be han- 
dled in one hour, or less. 


Consequently orders are not only 
passed through the warehouse at a 
greater speed, but the company can 
set as a goal the shipment by after- 
noon of orders received in the morn- 
ing, and shipment by the following 
day of orders received in the after- 
noon. 

The automatic accounting equip- 
ment is leased from the Interna- 
tional Business Machine Corp. The 
heart of the entire system is the 
files of 20,000 different detail com- 
modity cards which are filed by de- 
partments in alphabetical and num- 
erical sequence under the proper 
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Partial view of the American Hardware Supply Co.'s punch card accounting system 
files. Here girls are working at the tub files, which contain approximately 20,000 
different detail commodity cards, set up by department in alphabetical and numer- 
ical sequence in accordance with the proper noun name of the item and its number. 


noun name of the item. These cards 
are pre-punched with the suggested 
retail price, the dealer billing price, 
the pricing unit, American Hard- 
ware Supply Co.’s cost, and a com- 
plete description of the item. 

The several types of cards han- 
dled by the machines include the 
following: 


Types of Cards 


The Dealer Name and Address 
Cards—solid blue cards which con- 
tain the customer number, geo- 
graphical location, salesman num- 
ber, dealer name, street address and 
city. All this information is listed 
on three cards and there are a 
number of sets for each dealer. 

The Miscellaneous Data Card is 
the invoice number and terms card. 
It has a blue stripe at the top to 
tie it in with the dealer name and 
address cards. 

The Descriptive Data Card—re- 
cords the dealer’s name and the 
source of his order, whether bulle- 
tin, check list, salesman, regular, 
telephone or promotion. 

The Detail Commodity Card—of 
which there are 750,000 for 20,000 
different items—are those which 
are pulled from the tub files in ac- 
cordance with the items ordered by 
the dealer. 

Purple Stripe Detail Commodity 


Cards—have a purple stripe 
through the middle to indicate to 
the key punch operators and the 
verifiers that the ordering unit and 
the price unit are different. For 
example, pipe is ordered per bundle, 
but is priced per 100 ft. Therefore, 
the actual footage on the bundle 
must be known before key punching 
the price. 

Multiple Trailer Cards—a solid 
green card used at the end of every 
order to clear out the total net 
amount of the order as accumulated 
by the multiplier. The tabulator 
also totals the net amount of the 
invoice and subtracts the total on 
the green trailer card in a zero 
balancing operation to insure ac- 
curate operation of both machines. 

Parcel Post and Insurance Cards 
—a solid orange card into which 
the amount of parcel post and in- 
surance charges that are to be 
charged on the invoice are punched. 

Master Commodity Card—a sal- 
mon card, one for each item of 
merchandise carried in stock. It is 
punched on the alphabetical key 
punch. From this card, the Detail 
Commodity Cards are made up. 

Purple Stripe Master Commodity 
Card—with a purple stripe through 
the center, is used when the order- 
ing unit differs from the pricing 
unit. 

Billing a dealer, under this sys- 
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GAS HOME HEATER! 
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Exclusive fine period- Exclusive 

furniture styling! Firelight Front! 
Extra-large Heat Exclusive Duo-Therm 
Chamber and Economizer! Equafiame Burner! 


TV UOT TS Peer Se 


Long-lasting, high- 
Rigs hs — lustre mahogany finish! 


Exclusive Flexible 
Down-draft Diverter! 


Revolutionary 
All-in-One Control! 


Exclusive 
Power-Air Blower! 


Choice of two capacities: 
50,000 BTU input and 
65,000 BTU input. 

Fully vented! 


AGA approved! 
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Here’s a brilliant new addition tothe Duo-Therm —_ can count on Duo-Therm for competitive prices 


line of America’s most superbly-styled, finest per- —generous discounts! 

forming Gas Home Heaters. The Chippendale Your Duo-Therm distributor will be happy to 
with Firelight Front has the exclusive style, fea- give you achance to see for yourself about this out- 
tures, and performance that make warmly satisfied standing new model. Or, you may obtain com- 
Coapemners. plete specifications by writing: Duo-Therm, Divi- 


It’s another great reason why you can count on sion of Motor Wheel Corp., Lansing 3, Michigan. 
Duo-Therm—your fastest selling line. And you Do it today! 


SEE US at the Furniture Mart—Space 517 


Duo-THERM 


We new slated 





Duo-Therm Gives You 
A Complete Line of Gas Home Heaters 





Mayfair with 
Louvered Front 


Chippendale with 
Paneled front 





Mayfair with 
Firelight Front 
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Duo-Therm is a registered trade mark of Motor Wheel Corp., Copyright, 1961 
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11-INCH 
DISPLAY 


Multiples Profits 
on V-Pulleys | 





Profit-wise and dollar-wise 
your pulley sales go up with 
the Maurey Hi-Q line. You 
make a 40% profit on the 
quality V-pul- 
ley line that 
commands a 
better price. 
On only 11 
inches of 
counter space 
the Maurey 
V-Pulley Mer- 
chandiser dis- 
plays 24 V-Pul- 
leys in sizes 
that meet 75% 
of your cus- 
tomer requests. 






















ORDER 
ASSORTMENT B-24 


counter display and 24 
V- Pulleys with combina- 
tion grooves that oeone 
modate both — and f 
Belts—a space-saving, fas 
selling money-maker. 
LIST 
$425° PRICE 
ORDER TODAY 


Your Maurey Wholesaler will 
invoice you- 















Write for Details On the 
Better Profits Maurey V-Pulleys Offer 


MAUREY 


MANUFACTURING CORP. 
2907-2923 So. Wabash Ave., 
Chicago 16, Ill. 





= 
World’s Largest Manufacturer of Pressed Stee! and 
Cast Iron Single Groove V-Pulleys 
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tem, is largely automatic and fol- 
lows a simple procedure. First a 
work sheet originally written up 
by the dealer, is received from the 
warehouse after merchandise has 
been shipped. Then the following 
cards, described in the foregoing 
paragraphs, are pulled from the 
tub files: The Dealer Name and 
Address Cards, the Miscellaneous 
Data and Invoice Number Terms 
Card, the Descriptive Data Card 
(which tells the source of the deal- 
er’s order) and the Detail Commod- 
ity Cards for each item on the or- 
der, whether such items have been 
shipped, back-ordered or cancelled. 


Quantities are key punched into 
the Detail Commodity Cards in ac- 
cordance with the pricing units, of 
which there are 56, in amounts 
ordered by the dealers. Automatic 
extensions are made on an elec- 
tronic multiplier which operates 
at the rate of 100 cards per minute. 
Automatic billings are made on 
electric accounting machines also 
at the rate of 100 cards per minute. 

All items, back-ordered and can- 
celled are listed on the invoice to 
inform the dealer of the disposi- 
tion of all items ordered. The sug- 
gested retail price is shown for all 
items and those which are Fair 
Trade items are marked with an 
asterisk. 


Types of Machines 


The types of machines used in 
this operation include three nu- 
merical key punches each with a 
14-key keyboard to punch such nu- 
merical information in the Detail 
Commodity Cards, as the quantity 
of an item ordered by a dealer. 
Fractions are punched as decimal 
equivalents carried out four places. 
The key punch operators average 
approximately 400 cards per hour 
and also check on the accuracy of 
the detail commodity card pulled, 
comparing it with the item listed 
on the dealer’s order. 

Two numeric verifier machines 
are used to verify the accuracy of 
the key punchers. If a card is 
punched incorrectly, the verifier 
machine will stop on the error. The 
verifier operator also checks on the 
accuracy of the pulling of the cards 
and separates the order into three 
parts—shipped items—back-ordered 
items—cancelled items, and puts 
in the appropriate header cards as 
she reassembles the order. 

The alphabetic key punch is a 
machine which punches alphabeti- 


| cal and numerical information in 


the tabulating cards and is used for 
the original setting up of Master 
Commodity Cards. Dealer Name 
and Address cards, and any other 
pertinent information. 

An interpreter machine is used 
to print across the top of the card, 
the type of information punched in 
the card. It operates at a speed of 
60 cards per minute. 

There is an electronic multiplier 
which operates at the rate of 100 
cards per minute and works on the 
following formulae: Quantity x 
List Price = Net Amount, Quan- 
tity x Cost = Total Cost. Net 
Amount — Total Cost = Grogs 
Profit. The net amount and gross 
profit are punched in the Detail 
Commodity Card. 

A document originating machine 
reproduces or gang punches new 
cards from a master card, operat- 
ing at the rate of 100 cards per 
minute. An electronic sorter is 
used for the sorting of all cards 
to be used in statistical reports. It 
operates at the rate of 650 cards 
per minute. 

An accounting machine, a tabv- 
lator, is used to list dealer invoices 
and special reports and to tabulate 
statistical information. The ma- 
chine lists at the rate of 100 cards 
per minute and tabulates at the 
rate of 150 per minute. The end 
results of the complete billing op- 
eration are produced on the tabu- 
lator. 

The summary punch is used in 
conjunction with the tabulator to 
summarize on one card, accounts 
receivable information covering 
each invoice run on the tabulator. 
It is also used to recapitulate into 
a few cards the daily statistical 
work taken from thousands of 
cards. 
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By Hardware Age 











It's big enough for Mondays, but 
I'm wonderin’ about Saturday nights.’ 
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Coleman is the best of its kind _. 





* 
The American Society of Industrial Society has named Coleman the out- * 
Engineers has given The Coleman standing home heating equipment * 
Company unusual recognition—a line in America. , * 
special Merit Award for the high Coleman is proud to be the first n 
quality of Coleman heating equip- and only manufacturer in the home m 
ment. For “leadership in research, heating industry to receive this ‘s 
engineering, design and safety,” the coveted and distinctive Award. ‘ 
a 
. . * 

Comfort costs so little with a America's leader in home heating 
* 
. 
THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS * 
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The Tom-Toms of Selling 


Comparing the tom-toms of the jungle 
with means at the disposal of modern 
hardware merchandisers as a means of 
signalling messages, Mr. Connolly urges 
full use of advertising, display and 


personnel training. 


He suggests that 


the voice of a store be a friendly one. 


By FRANK P. CONNOLLY 
President, 
John W. Masury & Son, Inc., 
Baltimore, Md. 


The tom-toms of the jungle and 
the tom-toms of business are far 
apart geographically and in the 
lives of the people who do the tom- 
tomming, yet they both perform 
the same function. The tom-toms 
of the African natives carry mes- 
sages of importance. The tom-toms 
of business do exactly the same 
thing. 

In modern business, tom - toms 
come in many forms .. . radio, 
television, newspapers and maga- 
zines. That sign on your building 
with its flashing lights is the tom- 
tom of your name and what you 
sell. Yes, different peoples in dif- 
ferent worlds have their own ways 
of shouting their wares. 


Suppose we consider South Da- 
kota as a checker board. Now we 
will take each of the checkers, each 
of the men, and call each one of 
them a tom-tom. You are playing 
with the tom-toms that are covered 
with white. Your competition has 
a similar set of men and they are 
covered with black. You are play- 
ing on the same board. It’s the way 
you move these men... it’s the 
way you beat these tom-toms that 
can spell great success, it can be 
just so-so, or a failure. 


Editor’s Note: This is an excerpt of 
an address made before the recent 
convention of the South Dakota Retail 
—" Association at Sioux Falls, 
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Remember, each one of these 
pieces can be moved to win. . 
never forgetting that the other 
fellow has a matching piece, Since 
“A” starts the word advertising, 
we will take our number one 
checker and call it by that name. 

A wise advertising man said to 
me once, “No business can afford 
to hide and the best way to take 
a business out of hiding is to ad- 
vertise.” But then there is the 
question as to what type of adver- 
tising to use. Should it be bill- 
boards, newspapers, radio, hand- 
bills or what? The right kind of 
advertising is nothing more or less 
than selling, so learn to use this 
tool well. It should be a must in 
any business to advertise. 

The next checker we will call 
people, and in this case we mean 
your store personnel, They can win 
friends and influence customers. 
They can also drive them away. 
There are stores that you like to 
go into, that you like to buy from 
because you like the clerk. You will 
walk many steps out of your way 
to buy that necktie, or shirt, or 
hat because there is a friendly 
something about that store and its 
personnel that you like. There are 
other stores that you shun because, 
for some reason, you just don’t 
like to shop there. 

If this is true about the stores 
that you deal with, then you may 
rest assured that it is equally true 
of your own store. There are some 





FRANK P. CONNOLLY 


store salesmen who should never 
be selling over the counter. God 
never gave them the personality 
for that job. 

If the physical appearance of 
your store has remained the same 
over a long period, in heaven’s 
name, change it! The greatest 
word in merchandising is—new, 80 
keep your store looking new all the 
time. This doesn’t necessarily mean 
painting it or having new mer- 
chandise, but it means a different 
arrangement of your displays. If 
you have your pots and pans in 
the front now and they have been 
there a long time... if your china- 
ware and bric-a-brac are in the 
rear, don’t wait until after tomor- 
row to make a change. If your 
paint has been on the right side 
for a long time and your hardware 
on the left. . . even though it takes 
a lot of work, change it. Make 
people take notice that yours is 
not a business that is standing still. 

If your tables, particularly island 
tables, have been running vertically 
or horizontally in your store, then 
stagger them. Make people walk 
around them, twist around them to 
get from one place to another. They 
will probably see somthing that will 
interest them and they may buy it 
right on the spot. Don’t be afraid 
to copy the chain stores. They 
make actual studies of what goods 
are bought .. . of where and when. 

It has been said that the win- 
dows are the eyes of a store, but 
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F HEARTH GLO Room Heaters are smartly 
styled to attract the eye — quality-built to 
x tf {4 give years of satisfactory service —and so 
moderately priced that shoppers find them 

8 o ° hard to resist. 


Merchants who stock and feature HEARTH 
GLO Heaters are building profits while they 
cultivate customer goodwill. Talk to your 
Jobber’s Representative about HEARTH GLO 
Heaters NOW. 
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Lal ti ' 






So ROOM HEATERS 


JACKES-EVANS MFG. CO., ST. LOUIS 15, MO. Molt TT iit ae tL Ale nt 


i Heath Plo acurators 
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THREE WAYS TO 
BOOST PROFITS 


WITH MILK FILTER DiSCS 


MEET THE NEEDS OF ALL YOUR TRADE 


1 
Sell Perfection 


CLOTH FACED and PLAIN FINISH 
AMERICA'S FINEST MILK FILTER DISCS 


2 
Sell Elgrade 
O.K. FOR THE SMALLER MILK PRODUCERS 


3 
Feature Perfection 
DUBL-CHEM-FACED 
TOP QUALITY AT LOW COST 
The only “Tripl-Filtring”’ Filters 


The only Nationally Advertised Line 
with over 38 million ads in 1951 


Ask your supplier or write for Free 
Samples and Merchandising Aids 
a4 1 emo See 
so 1 is 
SCHWARTZ MFG. CO. 
Two Rivers, Wisconsin 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 


| with mirrors... 





I believe they are more than that: 
They are the cooing voice, the out- 
stretched arms, the beckoning 
hand. They can say “stop!”, and 
they should say that. 

The little lady up the street 
walks by—she sees a chair that is 
partly painted ... it says “stop!” 
There is a little card that says, 
“See how one coat of this enamel 
takes a drab, cinderella chair and 
turns it into one that a fairy might 
use. Look ... only so much to paint 
a chair... 56¢.” And this little 
lady remembers that she has a 
dingy chair at home and the 
chances are that, if she has fifty- 
six cents to spare, a sale has been 
made. Maybe not only paint, but 
a brush, too, and while she is in- 
side she may see something else 
that she needs. That is not done 
it’s done with 
windows. Please, never neglect the 
tom-tom of window displays. 

Do you have the biggest and 
most attractive sign for your type 
of business in your town? If not, 
why not? When you go home, look 
over the badge that you are wear- 
ing proclaiming your business. Can 
it be seen from a distance? Will 
it make people remember you? 
Does it work for you all day and 
all night? If not, what are you 
going to do about it? After the 
original cost, a sign is one of the 
most inexpensive forms of adver- 
tising. 


Be Different 


Try to be a little different from 
the other fellow. One hardware 
man who sells paint, borrowed 
some coats from a clothing store 
and he fixed up a different paint 
window. There was not a can of 
paint in his window .. . nothing 
but coats and one small sign that 
read something like this .. ., “Here 
are some coats that cover and pro- 
tect. We also sell coats that cover 
and protect ... paint and varnish.” 
He was different. There were no 
pyramids of paint cans, not an or- 
dinary paint window display. 

If I were operating a store, no 
customer would ever leave without 
getting a little present. It might 
only be a sheet of sandpaper when 
a can of paint was sold, or pos- 
sibly a pencil or some other knick- 
nack. After the sale was made, I 
would always say, “Here is a little 
gift for you.” This is something 
that the independent merchant can 
do that the chain stores and mail 
order houses can never do, and I 
can tell you that is real honey and 





STRATAFLO 
FOOT & CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls 
they eliminate. Ideal for jet type 


pumps. Ask for bulletin 301. 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 








Tapateo'| 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 


red hooks” 
Tapatc 


TRACTOR SEAT CUSHIONS 








For every tractor and farm 
implement seat. 





See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 
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THAN EVER BEFORE 
IN HISTORY 


ILVES : Imaginatively styled and scien- 
| tifically designed... Little 
Brown Jugs and Chests with 
lustrous baked-on-enamel finish 
and sparkling fittings present 
an eye-catching appearance 
that sells this line over all other 
makes. Important too, their un- 
matched beauty stops the shop- 
pers...and makes them buyers. 


ive their 
fice calls 
jet type 


The outstanding sell-appear- 
ance of Little Brown Jugs and 
Chests is matched only by their 
many exclusive, practical 
proved-in-use features. Over 30 
years’ experience and crafts- 
manship go into all Hemp prod- 
ucts to make them the most 
sought and bought outdoor jugs 
and chests on the market. 
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1951£. MURRAY STREET Jeena ch ae 
MACOMB, ILLINOIS Outdoor vg me ests . 





HARDWARE AGE, JUNE 14, 1951 








RUGGCY 
UNIVERSAL 


PUMPS 


AND WATER SYSTEMS 





CONVERT -I- JET. 
Shallow well, self- 
priming, city pres- 
sures, convertible to 
deep well. 
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A Universal is easy to sell 
because it’s really rugged 
... stands up under tough 
demands of 24-hour serv- 
ice... gives user more wa- 
ter at lower cost. 














Universal 
builds 300 
models of In- 
jector and Cen- 
trifugal Pumps 
to meet needs 
of farm, home 
and industry. 


MULTI-STAGE 
larger volumes of 
water at high dis- 
onaee pressures 

. delivers large 

y olume s from 

‘ae depths to 300 feet. 







Quick deliveries from 
warehouses at At- 
lanta, Ga.; Houston, 
Texas; Kansas City, 
Mo. 





Send for Literature 
UNIVERSAL MFG. CO. 


1440 SAN PABLO AVE. 
BERKELEY 2, CALIF. Dept. HA-3 


There's a Universal for you!!! 
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the bees, your customers, will come 
back for more. 


One of the greatest tom-toms of 
selling is color. Put it to work for 
you. Why in the world should any 
merchant have one color in his 
store front, another on his station- 
ery and another on his truck? I 
don’t know, but it is happening all 
the time. It could be that your 
name would suggest a color. I 
know one merchant whose name is 
Segar, pronounced like “cigar.” 
Cigars are brown, so his truck is 
brown, his store front is brown, 
his stationery is brown and he uses 
a brown ribbon on his typewriter. 

Another merchant, whose name 
is Bayer, uses white, the color of 
an aspirin tablet. He also has a 
slogan . “No headaches when 
you buy from us.” Of course there 
are many that are naturals for 
color . . . Green, Black, Brown, or 
even Bruhn which means brown. 

And then I would certainly have 
a slogan. A hardware merchant 
we know has this slogan... “We 
have it, can get it, or it’s not made.” 
Just pause for a moment and think 
of the slogans you remember . 
“Ask the man who owns one”... 
“Hasn’t scratched yet”. “Call 
for Philip Morris”. . . “Be happy, 
go Lucky” . “It floats.” All of 
these successful companies use 
slogans. You use one, too, but 
select a good one, say it in a few 
words .. . “Don’t write, telegraph,” 
“Say it with flowers.” 

When someone phones your store, 
does a voice with a smile answer? 
Is it a friendly voice? Try dis- 


guising your voice some day and 
call up your own store, ask a lot 
of crazy questions and see what 
happens. You might get the shock 
of your life. 

Every person who comes in con 
tact with your customers has a 
very strong influence, pro or con, 
on your business. Does your truck 
driver walk on a lady’s porch with 
muddy feet? Does he put that 
package down carefully, or does he 
just chuck it around? There just 
could be someone working for you 
that is not helping your cause, 
Better check up and, if you have 
anyone like that, then have a heart 
to heart talk with him. 

What sound comes from the tom- 
toms when a customer wants to 
return a saw, a can of paint or any 
of the many things that are on 
your counters? If you are going to 
take it back, do it fast, do it grace- 
fully, do it willingly, even though 
you don’t feel that the return is 
justified. Even though you think 
that the article might have been 
used, better be a good sport and 
take it back than to lose a customer. 

The last tom-tom or checker is 
the most important of all. That is 
you ... the boss, the owner, the 
one who calls the plays, the one 
who writes the music and sings 
the songs. 

If I could burn in blazing letters 
before you, one word, 
the little word you. Your sales- 
people will reflect your personality. 
Your store is you in the forms of 
arrangement and merchandising. 
Your windows are you. As you go, 
so goes your business. 





Scales at Eye-Level Sell Better 





Frank Za 








Harris Ace Store, Janesville, Wis., created this special shelf 


display, at eye-level, for bathroom scales, used indirect lighting to focus interest, and fou 
their sales increasing. The effect of this display is of mass because of the two rows of eig 
scales to a row. The scales are tilted upward to provide closer inspection. 
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THE AUTOYRE COMPANY * OAKVILLE, CONNECTICUT 
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ELLER 
a NUCUT 


WAVY-TEETH 


FILES 


easier 
to sell 








Uses Kitchen Fixtures to Light Displays 


A dog supply display gets more attention since the Freeport Hardware Co., Freeport, Ill., 
installed several kitchen fluorescent fixtures on the overhang of the wall fixtures. A wooden 
strip, nailed to the rear of the fixture has hooks on which dog harness is suspended. Counter 














because they’re 


easier 
to use 


Once used, the well known 
Nucut clinches repeat file 
business. Why? Because 
these files, with their pat- 
ented “coarse - plus - fine” 
tooth construction, do two 
jobs in one. With every 
stroke, the coarser teeth 
slice off metal fast, easily. 
The fine teeth smooth at | 
the same time. No skid- | 
ding to waste strokes, no | 
clogging up, no scratches 
to remove. | 

Profit from this plus 
performance of Heller 
Nucut files. Build your 
file sales volume as you 
add to your reputation 
for dealing in high grade 
tools. Write today. 





Cashin 9b _—c 
on the file Jer 0 
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NUCUT FILE DISPLAY NO. 202 


18” wide x 23” high. No charge for dis- 
play—pay only for files. Shipping weight 
5 lbs. 

ASK ALSO ABOUT our complete 


line of Hammers; Masterenches; Craft- 
master Scrapers; Trowels and other 
quality tools, 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newcomerstown, Ohio 
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test is a popular event. Awards are 
given to 
to the time the ice moves out of 
nearby Lake Auburn. 
testant must visit Simpson’s to en- 
roll in the contest. 

During the past two years Simp- 
son’s have advertised its sporting 
goods 
commercials on a 


level bins are used for showing rubber toys for dogs and other pet supplies. 


Does a Separate Sporting Goods Section 
Sell More Merchandise? 


(Continued from page 62) 


those coming closest 
local radio station. 
advertises in local papers. 


At the 1950 and 1951 


Each con- 


sports equipment and 
department with 250-word 


Rod-and-Gun 


Club program, heard every Friday 
night, from 9:30 to 9:45, over a 
The store also 


Sports- 
men’s Shows in Lewiston, the store 
had a large booth to show the latest 
supplies, 
which gave its salesman a chance 
to meet new prospective customers. 








A Typical Commercial Used on the Store’s 
Regular Rod-and-Gun Club radio program 


Now, here’s a reminder about something that is equally 
important. A week from Sunday is April first—and that’s 
no April Fool’s day when it comes to fishing—because that 
is the opening day of the season in several of Maine’s coun- 
ties. Where ice is out of course. Except for Sebago Lake, 
there won’t be much chance to go lake fishing for a while— 
but the brook fishing season will be on. There has been a 
good stocking program in Maine since last summer and all 
indications point to good brook fishing this year. Are you 
ready for it? If you aren’t—then don’t put off a visit to 
SIMPSON’S SPORTING GOODS DEPARTMENT any 
longer. SIMPSON’S has a fine stock of BRISTOL telescope 
rods, the only kind of a rod for brook fishing in Maine. In- 
expensive reels and lines make this a sport that everybody 
can afford. SIMPSON’S also has a complete line of snelled 
hooks of all sizes, bait cans, wicker creels and trout nets. 
Handy little packs to carry snelled hooks in. And, of course, 
Seal-Dri Hippers and Waders, so you can get right into the 
bigger streams, So not only can SIMPSON’S completely 
outfit you for brook fishing, but they can also supply you 
with Martine Paint and Hardware so you can fix up your 
boat for lake fishing later on. 
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CAMPBELL 
CHAIN 


Campbell provides a single source for ali kinds of chain—tie- 





outs and log chains, trace chains and dog chains, halter chains and 
binding chains ... chain for every need! And Campbell Chain is 


packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler—or write direct—for complete information. 





CAMPBELL CHAIN Gompany 


Main Office—Y ork, Pa. 


Factories—Y ork, Pa., and West Burlington, lowa 
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Sporting Goods Retailer 
of Year 
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SCREW DRIVER & Woon CHISEL the course of its first business year 
included a cooking school, a Junior 
. _ SELF- SERVICE DEPARTMENT Chamber of Commerce Show of 
; Progress and participation in a 


movie promotion during the holi- 
day season, with a big give-away 
as the main attraction. Fishing 
contests have also proved to be 
naturals because of the pronounced 
interest in fishing in the area. 
Window and store displays have 
a big part in the Davis-Klunder 


N”. cvewe x. 
iil) i , = ; — #2160 store’s promotion program. With 























HEADQUARTERS FOR FINE QUALITY 


Screw ¥ 
ali DRIVE ERS | 
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seven big windows on a much tray- 

Yours elled street, the management finds 
it well worth the effort to change 

FREE the windows frequently and keep Y 
them fresh and timely. 

















Fuller Metal In store displays, the owners Your 
Display Rack i P 
te Eye - Striking strive for frequent changes in ar- FIRE 
ue and Orange. | rangement, background, decoration | 
Contains ne Ry d handi 
‘ay only for the € . 
FULLER Screw Drivers and ae al = are ¢ 
COMPLETE BASIC Wood Chisels. The expenditure of advertising 
ASSORTMENT RETAIL LIST dollars is, of course, tied in with cust 
@ 4 Dozen Screw Drivers in inti i i 
complete range of wanted sizes in 3 sizes $24.40 seasonal variations in business, 
Priced for FAST TURNOVER. Plenty of room for your present open stock. Shipping weight 12 Ibs. which are largely regulated by the 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. flow of visitors and vacationists. ‘ 
FULLER TOOL CO., Inc. 905 FAILE ST., BRONX 59, N. Y. An instance of a special pro- 
World's Largest Producers of Unbreakable Amber Handle Tools motional effort was an ad cam- G 
paign run last November and De- ™ 
i aii ia a < saint: cember, which stressed the special a 
appeal which the store has for scre: 
gift-givers. Under the slogan, “The 
you 
S for the only 
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V 
ENGINES re 
Four-Cycle, Air-Cooled a 








., 0 
Pennsylvahia » ball ipering 17 blade 35.10 i 
esemanen s-powered, 17 1 2 blade 81.95 


Kohler Engines are engineered and built | 
to give the economical service that has | 
won world-wide acceptance for Kohler 
Electric Plants in construction and other 
MODEL K-12-2, 3 H. P., 4-cycle, single industries. Made in several sizes, they 
cylinder, air-cooled. Length 14”, width ° P 
14”, height 19”. Weight 43 lbs. are suited to a wide range of uses. The 
RELIABLE POWER FOR: name Kohler, identified with quality 
Compressors e Farm Conveyors e Weed Cutters products for three-quarters of a century, 
Floor Sweepers @ Generators @ Sprayers . Kohl ‘ dri = 
Grain Elevators @ Hoists e Lawn Mowers gives Konler engine vi riven equipment 
Pump-Jacks © Vibrators ready acceptance. Write for information 


Snow Removal Machines e Garden Cultivators . . 
th ta shoe about sales and service franchise. 


Kohler Co., Kohler, Wisconsin. Established 1873. B.. a eects dea: dha wiities 


KOHLER or KOHLER Deief lady | 


PLUMBING FIXTURES * HEATING EQUIPMENT © ELECTRIC PLANTS The store makes generous use of space 


AIR-COOLED ENGINES * PRECISION PARTS in the principal newspaper, at least 
once a week. 


GCARDEN- —— S 
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it §$ALT AIR HH 
WEAKEN IT) = tiT> WON'T CORRODE IT:/}> WON'T HARM IT ©) 





‘Firestone 





Velen* SCREENING 


giver you all these 


Your customers just can’t buy better screening than 
FIRESTONE VELON. That makes your job easier. Sales 
are quicker, more cheerful, more profitable—because one 


customer tells another. 


SELLING FEATURES 


VELON screens are permanent. Stay up year ‘round with 
no ill effects from bad weather. They can't rust or 
bleed—won't stain the house. And there is no upkeep— 


VELON screens never need painting. 


Use This Easy Way to Sell Velen Screening 


Get your VELON sales message across to prospects with this 


compact Display rack. It stores and dispenses the six most wanted Firestone 
screening widths: 24”, 26”, 28”, 30”, 32”, and 36”. It will pay 
you to order six rolls now and get this space and time saver for 


only $9.95 tess than half our cost. We prepay shipment from 





Chicago. 


VELON Screening is available in other widths besides those 
carried on the Display. Comes in forest green, bronze brown and 
aluminum gray. Mesh 18x 14. Filament diameter .015”. Get 
in touch with your jobber today. If he doesn’t handle VELON, 


write or wire us without delay, 








SCREENING @oe> 








© wont RUST 
© WONT Staiy 
' * wou BREAK 





(A 230 Ib. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 
disappeared, leaving no 
sign of strain or damage.) 














co OR 4 Brung oO 


2" Guaranteed by > 
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There’ a perfect Boss Glove 
or every job 
Kj sve\a" 

































the Boss line! The line with the complete 
range of patterns, wrist, or cuff 

styles! Helps you meet the work 
requirements of all kinds of 






customers! Seven completely 
stocked Boss warehouses across the 
country for prompt shipment. 


WHITE CANTON FLANNEL GLOVES. Finest tightly 
woven canton flannel insures long wear. 


No. 602 ENGINEERS SPECIAL 
Clute pattern— 
nap in—5” gauntlet 


No. 643 WALLOPER 
Clute pattern— 
‘nap in—Blue knit wrist 


No. 0629 MINERS SPECIAL 
Clute pattern— 


nap out—1%4" band top 





THE BEST KNOWN NAME IN 


WORK GLOVES 


@® 62nd YEAR © THE BOSS MANUFACTURING COMPANY * KEWANEE, ILL, 





PROTECTING 
AMERICA'S 
HANDPOWER 






















Store of 10,000 Gifts,” the whole 
store was described as a veritable 
storehouse of gifts, with individual 
ads playing up selections for indi- 


vidual purposes—for Dad, for 
Mother, for boys and girls, etc. 
Holiday business was almost 100 
pet ahead of the same seasun of 
the previous year, and for the 
whole year the sales total was 62 


pet better than in 1949. 


Spotlight Waxes 
And Polishes 


Since waxing and polishing is a 
weekly chore in most modern 
homes, Black & Co., Rockford, IIL, 
created a separate department and 
built steady, repeat sales for those 
lines. 

Waxes and polishes now have a 
display spot all their own, topped 
with a large cloth sign which tells 
shoppers to “Wax and Polish.” In 
addition, two spot lights are trained 
on the display for greater em- 
phasis. 

Salespeople have been given suffi- 
cient product information to enable 
them to tell customers how they can 
condition their fioors with good 
wax and polish. To help them build 
up their sales, the store has also 
developed a special display of floor 
polishers and other related items 





in cleaning supplies. 


The polishers are held in a nail 
keg, painted green, and set up on 
top of a display table. Grouped 
around the keg are other cleaning 
articles such as sponges and furni- 
ture polish. 

Both displays are located near 




















The banner, and two spotlights trained 
on this display create a show spot for 
waxes and polishes. 
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IT’S NEW. .@i1’S HAN 





Another new and distinctive Burrite 
Original packed with features that 


sell. Homemakers will quickly recog- 










nize the many extra “built-in” quali- —a @ 
ties of this staple kitchen accessory. 1 GUA zg pa 

3) 7; = — 
Note the balanced, form-fit handle— 3 a = 34 
it gives positive grip, reduces fatigue, 2% J — 20 | 
makes handling easier. Traditional 2 cups—] , pint 16 8 













I’ — 


Burrite styling, controlled quality, 





functional design, combine to bring a 








«it, day Wok 


new note of smartness and conveni- 


ence to this ever useful household 





essential. 


Check these set 


@ Measure and mix recipes in one large bowl. 
@ Full quart capacity. 


@ Crystal-clear Polystyrene with calibrations: 
(cups, halves, thirds, ounces) for easy se@ging.— 


@ Durable... lightweight . . . chip-proof. 



















A LONG LINE OF ORIGINAL PLASTIC HOUSEWA 













W'S 9 SALAD sees Height: BH inches. 
. SALT AND pas Cr sleat polystyrene 
PITCHERS, 55.0 i i 
s x onan 4 \ hafves, thirds, ounces) 


CANISTER SETS, we ad Beeess set @eten to shipping container. 
yping weight: rox. 4 Ibs. per container. 


BURROUGHS MEG. CORP. 


‘ . 3831 Verdugo Rd. « Los Angeles 65, Calif. « Cable Address: ‘BURRITE”’ 


New York Representative: H. G. Salzman, Inc., 1150 Broadway 
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PROFIT with PEERLESS! 


Leader 


in 
Value! 


Check these selling features! 
Triple-action freezing. Easy oper- 
ation. Totally enclosed gears. 
Durable construction. Highest 
quality materials. Peerless— 
leader in value—leader in sales! 


Household Sizes 
Hotel Sizes 


2 to 10 QOts. 
12 to 20 Ots. 








sd 


: ASK YOUR JOBBER 
TH& PEERLESS FREEZER Co., WINCHENDON, Mass. 


2 








TOPS in QUALITY 
TOPS for PROFIT 
TOPS in TRADE POLICY 


You'll enjoy selling UNIVERSAL hand 
and compressed air sprayers. Exceptional 
quality produces quick sales and staunch 
repeat customers. Our method of pric- 
ing provides for the most generous 
mark-up in the trade and the same 
square deal for EVERY dealer. They are 
sold solely through the Jobbers’ sales- 
man. He can show you in a hurry why 
UNIVERSAL is by long odds the best 
line to handle. Ask him about it. 


UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 


| 


An empty nail keg, painted green, makes 

an excellent display device for floor 

polishers. Grouped about them are lines 
of waxes and polishes. 


the paint department and _ since 
Black & Co. has a weekly paint 
window, waxes and polishes are 


| frequently used to build added in- 
| terest for the paint displays. 


Cycling Has High Safety 
Record Among Sports 


A comprehensive study of acci- 
dents affecting close to two million 


| grade and high school students by 


the National Safety Council dur- 
ing the past year establishes bi- 
cycling as a safer sport and recrea- 
tion than football, basketball and 
baseball, John Auerbach, executive 
secretary of the Bicycle Institute 
of America, 1 E. 57th St., New 
York City 22, announced recently. 

Based on reports to the Council 
of 23,561 accidents from grade and 
high school systems with an aver- 
age enrollment of 1,999,400 stu- 
dents, the bicycling rate of acci- 
dents per 100,000 student days is 
500 pct less than football, 400 pct 
less than basketball and 300 pet 
less than baseball. Soccer and 
track, two sports in which icw 
youngsters participate before the 
sixth grade, show the same aver- 
age accident rate as bicycling. The 
Council considered only those acci- 
dents which required a doctor’s at- 
tention, or caused a student to be 
absent from school for one-half 
day, or more. 

Mr. Auerbach attributed the low 
accident rate of bicycling to the in- 
tensive safety campaigns being 
waged constantly by the Bicycle In- 
stitute of America, school, police 
and other civic officials in communi- 
ties and schools. 
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iH. 
a 
: SPEED LOAD 
1H 
yale ‘ Easy to use? YES! And even easier to sell! 
are Gall fh Here are some of the reasons why the new, improved 
a NU-CALK SPEED LOAD enjoys such nationwide 
2 () 4 popularity. The specially designed cap insures perfect 
A contact with gun nozzle—can't pull loose from fiber 
. — board tube. Glassine-lined container is air-proof, mois- 
nd since ture-proof, practically vacuum packed. With 
ly paint q = : SPEED LOADS the user’s hands never 
shes are } . : ‘ . i > : touch the compound. Always has a 
S$ bs ; ‘a a smooth, even flow, and easy 


dded in- : = 
idded in b. = 4 trigger action 


Vs. 





safety a 
orts ? “4 : - and 
of acci- 4 “ |= Z HERE’S THE 


» million 


tents by | aS STREAMLINED GUN 
a oe ; j SELL .| ae =i i TO GO WITH IT! 














shes bi- 
pend ¢ Nu-GLAZE 
yall and INSTEAD OF 
xecutive ‘ i PUTTY 
nstitute a. 
t. New Does the job better than 
eed ly putty, and makes you bigger 
_ ntly. profits too! Nationally ad- 
Council vertised, nationally known 
ade and — #4 nationally used. Stock ; Se | ae 
sida up on Nu-Glaze today! a 4 ae . 
Age a “ oe CG-4 SPEED LOADER 
? n a + 4 er ‘ Here’s the other half of this famous sales- 
of acci- 9 me cay, OF making combination! This SPEED LOADER 
days is Nu-CALK a 3 me caiking gun retails at a price that paves the 
0 om i a way to more calking sales. It’s light, sturdy, 
om a CALKING a fool-proof. Retails for only $1.95. Show it and 
. a COMPOUND oa sal you'll sell it! 
er a 
ch icw Your order will be shipped same day received! 
ore the 
e aver- —_ fine product as in 
peed Load. Nu-Calk Calk- 
ig. The Bf ing Compound is available STANDARD CG-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 
je accl- in ¥% pint, pint, quart, gal- f . 
yr’s at- lon, 5-gallon cans. Also 55- — Sere ace 10 
t to be gallon drums. Nu-Calk is the <= a Speed Loede 2 
ee Standard of calking quality teed, ; 7 og 8, 
* and 4 cartons to 


Experienced calking appliers still favor cach cose. Planes 
‘he low our CG-3 Standard Calking gun’s easy order in multi- 
= os trigger action and powerful piston action. ~ yh ye 
the in- Fitted for use with either Nu-Calk Speed 4 ord 


Loads or bulk calking. 
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‘cle In- 
police 


) \ GSB MACKLANBURG-DUNCAN CO. 





, 1951 
| OKLAHOMA CITY 1, OKLAHOMA 





“THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TO oe; 
PLEASE EVERY 
CUSTOMER’’ 


Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can besure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 


Order your complete stock now. 
Write for Free catalog showing 


sate full line. 


TRAINING 
é 
TESTED 
QUALITY 
FOR OVER 
100 YEARS 





ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 





ALWAYS A DEMAND FOR 


KITCHENETTE 
PICK UP 


DUST PANS 


Fits the modern kitchen. Pleases the 


modern housewife. 


Kitchenette meets a de- 
mand for a dust pan 
that fits into today's 
kitchen. Small and 
lightweight, yet ser- 
viceable and mod- 
erately priced. 


TWO STYLES 

Open pattern and hooded pat- 
tern. Finished in black, red or 
green enamel. Size |0!/2" x 734". 


Write today for literature and price list 
on the "Fulton Line” 


PATENT NOVELTY CO. 


FULTON, ILLINOIS 





Dept. HA 








MODGL 

Leader o 
Revolutionary 
pan scrubbe: 
grease, burne: 
jiffy. Keeps h 
dishwater. O 
other scouring 
Available in 
colors. Pays 
margin. Write 








See Built for sales... priced for protits / 


HERE’S WHY— 

You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. 


Made by one of the world’s foremost 
makers of precision glassware. 18" and 


24" Kimble Glass Bars are a full 34" 


thick . . . are velvet smooth right out to 
their chrome spun-on fittings. Indi- 
, vidually packaged with matching chrome 
screws. 


Priced for fast sales . . . priced for 
extra profits. Order from your whole- 
saler or write direct. 


A GLASS BAR FOR EVERY PURPOSE= AVAILABLE NOW! 





‘= 





Kimble Bent-End Glass Bars —!)" crystal 
or opal glass with strong, modernistic metal 
fittings. 18" and 24" lengths. 


a | 








Kimble Double-Purpose Glass Bars —crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24" long. 


Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 
=a) 18" long. 


SIMBLE GLASS i.01008 


Division of Owens-Illinois Glass ¢ 


omp in\ 
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The way to increase your average margin is to promote the sale of extra 
RAISE PROFIT MARGINS profit items, That’s A-B-C! But it’s just as important to select profit 
items which turn over fast, require a modest investment in inventory and 


WITH FAST-SELLING require minimum shelf, counter or floor space. This Modglin line of 


household necessities gets top rating on every count. It is to your interest as 


9 4 ) 7 { T | T é M S well as ours to let us tell you how we can help you make more profits faster. 


CIGARETTE CASE 









MODGLIN 
Perma-broom 


MODGLIN Perma-scrub 
Leader of the Modglin Line 
Revolutionary new pot and 
pan scrubber. Removes 
grease, burned food in a 
jiffy. Keeps hands out of 
dishwater. Outmodes all 
other scouring implements, 
Available in many lovely 
colors, Pays wide profit 
margin. Write for details, M 











and Dust-ette 
Child-size toy Perma- 
broom... ‘‘just like 
Mother's” Dust-ette is 
a beautiful small 
plastic dust pan, 
Both available 


Beautifully designed case holds 
all standard cigarette packs. 
arr Light but sturdy. Comes in 
dirt like a re wad cnt — oie gay hax One of the 
sweep. Comesin many gay ‘ best values ever on the market. 
colors, Washable, durable, economical. | Smokers buy it on sight. Pays extra 
Makes ordinary brooms obsolete. Over | wide profit margin, Write for details, 
4,000,000 in use. A completely new 
kind of broom. Pays extra wide profit UTILITY SOAP BOX, 
margin, Write for details, Built for long wear and 
attractive appearance... 


MODGLIN Available in many beau- Write for details. 
tiful colors. Holds any 


WHISK-OFF | ‘0! color. Holds any MODGLIN Pick-ette 

soap. Useful in every home and a | Newest and finest toothpick of flexible 
Over | necessity for every traveler. Pays extra | plastic. Approximately 72 picks to the 

5,000,000 | wide profit margin, Write for details. | box... Assorted 


Whisk - Offs TOOTHBRUSH HOLDER colors. Outmodes 


shades introduced by Modglin. urchased by wooden picks. P. 

Priced for maximum turnover. WY AAS pres i na Newest and finest toothbrush holder. a a , px sd 
Pay wide profit margins. Write _ Made of strong, durable | “”“ J Pe _—— 
two years, g Write for details, 














































Pays extra wide 
profit margin. 



















MODGLIN Combs 
and Brushes 
Known around the world for 
quality. Beautifully designed, 
expertly made of finest mate- 
§ rials, All popular colors includ- 
ing fashionable new pastel 





























for details. , ; polystyrene plastic. Comes in 
Replaces old-fashioned whiskbrooms, wide assortment of gay colors. 


Comes in many beautiful colors. Ventilated to permit drying DO THIS NOW! 


Customers want it the minute they } of brush. Makes all other | Learn how Modglin products pay faster, larger 
see it. It sells itself! Pays extra wide toothbrush holders obsolete, | PPo8ts- Write for sales representative to call. 
profit margin. Write for details, 4 Pays extra wide profit mare MODGLIN COMPANY, INC. 
gin, Write for details, Los Angeles 65, California, U.S. A. 


ODOR a 


OPENS ANY SIZE 
SCREW-TOP JAR 
























































A ready seller for a 


y— 


ZelWelameyel-tallale Mm oloM aM ial 
kitchen. An item that cus 
tomers pick up, test and 
buy on their own. Free 


colorful counter display. 






SOLD THROUGH 
RECOGNIZED JOBBERS AND 

DISTRIBUTORS ONLY f 

F. 0. B. PHILA. THINK OF 


ones, _ aunts | a | E 7”, Vit, ad 


HANCOCK MANUFACTURING, Inc. ne i cetan -. e coms 








=> 
( 
> 
< 


- 







( 
ss 





135 S. Second Street * Philadelphia 6, Pa. 







BURLINGTOA 
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QUSTREAM of profits 
will SPRAY mu 


from FAUCET QUEENS 
day aferdag? 









A flick of 
the finger 
gives 





Every home one running water needs this “_ 
ally advertised Kitchen Helper...now made 2 ways: 


ry I 


| 1, FLEXIBLE TYPE retails for 49¢ 


Ke 


Model “A” FAUCET- 
QUEEN has flexible bel- 
lows-like neck on sprayér. 
Spray or stream reaches 
every part of sink for easy 
washing of dishes, vege- 

tables, sink. Has strainer 
and anti-splasher fixture. 








| Prize winsng display with 1 doz. assorted colors. 
| $a0 per doz 








| 2. REGULAR MODEE retails for 29¢ 


Regular model FAUCET- 
QUEEN has rigid-neck 
sprayer. Also strainer and 
anti-splasher, Wonderful 
for making suds, wash- 
ing fruit, etc. More than 
17,000,000 sold! 





| Easel-back display 
Cowie 
| 2.0 per d oz. 





Order Now From Your Jobber _ 


FAUCET-2UEEN) 


THE FAUCET-QUEENS, INC. 
119 W. Hubbard Street, Chicago 10, lil, 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 


Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel Headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturer’s as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


Bicycle Institute of America, annual 


convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Ine., 1 E. 57th St., New York City 
22. 


Builders’ Hardware Exposition and 


Convention, Sept. 17-19, at the Pal- 
mer House, Chicago. Sponsored by 
the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
Managing director, John R. Schoe- 
mer, 420 Madison Ave., New York 
City. 


China, Glassware and Pottery Market, 


July 30-Aug. 10, at The Merchandise 
Mart, Chicago, III. 


Home Furnishings Market, Interna- 


tional, June 18-28, at The Merchan- 
dise Mart, Chicago, Ill. Includes 
housewares, appliances, toys, games 
and wheel goods, floor coverings, 
radio and television, lamps, china, 
glassware, pottery, and gifts. 


Housewares and Home Appliance 


Manufacturers’ Exhibit, July 9-18, 
at the Atlantic City, N. J., Audi- 


torium. Secretary, A. W. Budden- 
berg, National Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Industrial Packaging and Materials 


Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


National Hardware Show, Oct. 8-12, 


at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


National Retail Hardware Association, 


52nd Annual Congress, July 9-12, 
1951, at the Hotel Statler, Detroit, 
Mich. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind., is managing director. 


National Wholesale Hardware Asso- 


ciation, joint convention with the 
American Hardware Manufacturers 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel Headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the wholesale 
association with headquarters at 
1900 Arch St., Philadelphia, Pa. 


Sporting Goods Show and convention 


(National), Jan. 20-24, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Regional Events 


Cotter & Co. Fall Merchandise Show, 


Aug. 6-7, at company headquarters, 
365 E. Illinois St., Chicago 11. 


Gift Shows, sponsored by the West- 


ern Merchandise Exhibitors, will be 
held Aug. 5-9 at Auditorium and 
Palace Hotel, San Francisco; Aug. 
19-23 at Olympic Hotel, Seattle, 
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¢ Complacency is a foreign word. Of course you'll find 
it in any American dictionary. But, because it sug- 
gests lethargy and a dangerous do-nothing attitude, it 
is completely “foreign” to the 500 manufacturers 
whose products you will see on display in your indus- 
try’s 15th NATIONAL HOUSEWARES AND HOME 
APPLIANCE EXHIBIT. 

They will be there with more than 100 
classifications of merchandise, and thousands of 
products. They know that a complacent attitude 
toward selling, even in a defense economy — is not 


AUDITORIUM 
ATLANTIC CITY, N. J. 





only dangerous but sometimes disastrous. 

They know that the product that continues to seli 
year after year is the product that is consistently 
“sold,” even when it is oversold. 

They realize the importance of meeting with you, 
the buyer, to discuss mutual problems and to help you 
weather the choppy economic seas ahead. 

Can you afford to miss your industry’s only national 
exhibit in this crucial year? Five hundred un-com- 
placent manufacturers know they cannot! 











National 


Housewares 
and Home (pplianee 


Manufacturers 
























Exhibit 























NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 






(Incorporated not-for-profit) 


1140 MERCHANDISE MART, CHICAGO 54, ILL. 
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WHEN YOU ORDER 


SHACKLES 


... be sure you get Wilcox- 
Crittenden Drop Forged 
Steel Shackles, available in 
a variety of styles as shown 
—Hot Dip Galvanized or 
Self-Colored—in sizes from 
3/16” to 2”. Of course, 
they’re weldless, and 
strengths are in accordance 
with Navy Specifications. 
Then, there’s also the W-C 
Line of Heavy and Shelf 
Hardware which includes 
Drop Forged Bronze Shack- 
les, Drop Forged Turn- 
buckles, Chain Connecting 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
bles, Hooks, Blocks and 
Pulleys. Our new 1951 Cata- 
log “K” will be mailed free 
on request. 





WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT - 


Wash., and Aug. 26-29, at Portland 
Hotel, Portland, Ore. 


Pritzlaff Merchandise Fair, Aug. 20- 
22, sponsored by the John Pritzlaff 
Hdwe. Co., 333 No. PJankinton Ave.,, 
Milwaukee, Wis., at the Milwaukee 
Sports Arena. 





Toy and Hardware Show, June 22-24, 
sponsored by the Phoenix Hardware 
Co., 1021 N. 21st Ave., Phoenix, 
Ariz., in the Fiesta and Colonial 





Rooms, Hotel Westward Ho, 
Phoenix. 


State Events 


| Carolinas, Hardware Association of, 


| Wisconsin Retail Hdwe. 























man. 


Light weight, with 
The finest 
copper tips. 
Cool birch handle, 
shaped to fit 

the hand. 

The “hang” or balance 
that makes handling 
easy. 

6 ft. heater cord with 
unbreakable rubber 
plug. 


forged 





into manufacturers’ 


\\ 


Maker of Vulcan Electric Soldering Tools, 
Branding Irons and a wide variety of Heating Elements for assembly 


VULCAN 


ELECTRIC SOLDERING TOOLS 


SCREW TIP 


A sterling tool for the crafts- 


efficient 
and economical use of current. 


xX 





approved. 


Ask your jobber 
about this bril- 
liant 
stand, 
shows all 
sizes. 


eight 





VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 
Solder Pots, Glue Pots, 


own products. 














convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 12-14, 1952, Des 
Moines. Headquarters, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., state 
Fair Grounds. Secretary, Philip R. 
Jacobson, Mason City. 


Assn., con- 
vention and exhibit, Feb. 5-7, 1952, 


Milwaukee. Headquarters, Hotel 
Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Point. 





Offers Suggestions 
For Cyclist Safety 


The Bicycle Institute of America, 
Inc., 1 E. 57th St., New York 22, 
N. Y., which introduced a system 
of bike regulations providing for 
adoption of a municipal ordinance 
to register, license and control op- 
eration of bicycles, now offers a 
booklet telling the advantages of 
such ordinances. Entitled Bike 
Regulation in the Community, the 
booklet, which is profusely illus- 
trated, includes a model Municipal 
Bicycle Ordinance. 





HARDWARE HUMOR 
By Hardware Age 


HOME 
APPLIANCES 





"The toast doesn't pop up on this 
model, the toaster drops down." 
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oa move fast 
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- O5 No. 923 Bit Brace 
7, 1952, q Heavy duty. New self- 
, Hotel NN centering chuck. Steel clad, 
i j ball bearing head. Coco- 
itorium. bolo hardwood handle and 
Stevens head. Strong, sturdy box 
No. 610 Hand Drill ratchet. Entire chuck locked 
New! Enclosed gears for in place. Forged Universal 
safety. Drills holes easier jaws hold all sizes auger 
and faster to full 4" bits and drills from 44” 
capacity. Smooth action. to 44". Made in 5 sizes 
Full size comfortable grip with 6” to 14” sweep. 
merica, No. 100 Russell Jennings 
‘ Auger Bit 
rk 22, Forged special analysis 
svete steel with hand filed edges 
Sy stem for accuracy and longer 
for tool life. Complete range 
1g for of sizes — 3/1 6ths 
Inance 32 —_ More holes 
ro] op- etween rpenings. 
fers a 
res ° ° ° 
os f Partners in skill for better boring, these Stanley 
1Ke 
th Tools have the stamina... the accuracy... 
y, the 
illus- the easy driving action that customers like. 
‘icipal , . 
Dealers like them, too! The Stanley line of 
=e Boring Tools is complete—all sizes and styles. 
” You can sell every prospect with a minimum 


investment in stock ... and at a boost in 





turnover ... and profit. 
Concentrate on Stanley Boring Tools... They’ll 
move like they work—fast. Check your supply 





and note these Stanley Tools on your 
Want Book, now. 


Stanley Tools, New Britain, Connecticut 


THE TOOL BOX OF THE WORLD 


STANLEY 








f Pat Off 








HARDWARE ® TOOLS ® ELECTRIC TOOLS ® STEEL STRAPPING © STEEL 
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WHAT'S NEW 


Latest Information on New Hardware Merchandise 





(Continued from page 13) 
operated by the handle turning off 
a valve inside the building. It is 
made of galvanized pipe construc- 
tion, or all brass and copper, and 


the valve and head are soldered to 
the pipe or copper tubing. Handle 
may be detached and used as a key. 
James Knights Co., Sandwich, II. 


Mower Power Unit 


This’ self-driven power’ unit 
easily converts any hand mower to 
a power mower by snapping on to 
a bracket in the place occupied by 
the mower handle. Called Midge- 
Tractor, the unit also backs up. 
Any % to 1% h.p. engine or 1/3 
to 1% h.p. electric motor will do. 
It is adaptable for wheel hoes, 
yard carts, lawn rollers, etc. Re- 


tail: $29.70 without engine; $59.95 
with 1.2 h.p. gasoline engine. LeJay 
Mfg. Co., 2912 So. Emerson Ave., 
Minneapolis 8, Minn. 
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Kitchen Unit 


A refrigerator, storage drawer 
12x16 in. sink, drainboard, and 
three-burner gas range are con- 
tained in this kitchen unit, which is 
only 27% in. wide. The four cu. ft. 
refrigerator is insulated and guar- 
anteed for five years. Storage 
drawer is mounted on silent life- 
time roller bearings. Gas burners 
can be adjusted for natural, manu- 
factured or bottled gases. The top 





of the unit is made of heavy gauge 
porcelained steel. General Air Con- 
ditioning Corp., 4542 E. Dunham 
St., Los Angeles 23, Calif. 


Live-Action Lure 


This jointed lure, called Wiggle 
Lure, has the live-action side-to- 
side motion of a real minnow, and 
includes a new deep dive runner. 
It is plastic with chrome plate 
parts, and finished in 12 color com- 
binations. Illustrated herewith is 
the frog bait, with green body and 


yellow, black and white spots. Baits 
are individually packaged, and 
shipped 12 boxes to a carton. Re- 
tail: $1.25. Gen-Shaw Bait Co. 
Kankakee, IIl. 


Power Saw Carrier 


Safety to the operator is the 
chief feature of this new aerial 
power saw carrier, which hoists the 
saw and supports its weight while 
in use. The unit has gripping 
prongs and a crane arm holding the 
carrier away from the tree. The 


hoist is attached to the saw by a 
clamp, and another hand-operated 
clamp is attached to the hoisting 
rope to hold and adjust the posi- 
tion of the saw. It is adaptable to 
either gas or electric powered saws, 
and can be operated by one man. 
LeRoy Machine Co., Inc., LeRoy, 
N. 2. 


Ice Cream Freezer 


This one-quart electric ice cream 
freezer, called Handyfreeze, fea- 
tures a white plastic tub molded 
with convenient carrying handles. 





The chrome and blue enameled 
metal motor unit slips on the blue 
rubber rim of the tub, and the 
motor is geared to the proper freez- 
ing speed. There is a canvas ice 
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MORE POWERFUL SELLING FEATURES! 


MORE DISTRIBUTOR and FACTORY SUPPORT! 


gripping 
Iding the 
ee. The 








NEVER A LOST SALE WITH SUPERFLAME! 














ONLY SUPERFLAME HAS SUPERFAN! 


vim 


WRITE TODAY men: e eenens THAT 
: Superflame is YOUR MOST 
VALUABLE «rrvanc FRANCHISE! 


To: QUEEN STOVE WORKS, INC. 
Dept. HA61, Albert Lea, Minnesota 


[_] Please send Complete Catalogs and Prices. 





SUPERFLAME HEATERS SELL FASTER! STAY SOLD! 


[-] Send details on your sales program and how | con obtain an 
EXCLUSIVE SUPERFLAME FRANCHISE 
(L] What is the name of my nearest SUPERFLAME Distributor? 
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bag for crushing the cubes without 
mess. Fair-traded at $18.95. There 
are also four-quart and six-quart 
models. Chicago Electric Mfg. Co., 
6333 W. 65 St., Chicago 38, III. 


Electric Dehumidifier 


This all-electric, non-chemical, 
dehumidifier is capable of remov- 
ing 2 or 3 gal. of water from the 
atmosphere every 24 hours. It is 
portable and plugs into any stand- 
ard electrical outlet. There is a 
removable container for the dis- 


posal of the water. The unit car- 
ries a 5-year protection plan. Fed- 
ders-Quigan, Buffalo, N. Y. 


Precision Oiler 


This fountain pen sized oiler, 
called Oilette, oils one drop at a 
time for precision work. Pressure 
on the transparent plastic barrel 
controls size and number of drops. 
It is easily refilled, leakproof, comes 
with oil and cap, and works in ex- 
treme hot or cold climates. Retail: 
$1.00. Malko-Wortell Inc., 3524 N. 
Halsted St., Chicago 13, IIl. 


Conversion Gas Burner 


An addition to the Royal line is 
this Luminous Flame range conver- 
sion gas burner. Three models are 


available, each having an aluminum 
alloy burner with removable clean- 
out plugs in both ends. Burner has 
fin type construction and ports pre- 
cision drilled on 21 deg. angle, and 
free from flashback and _ noises. 
They come in handy kit form, with 
thermocouple, pilot and tubing, fire- 
box baffle, flue baffle, mounting base, 
union and valve. Three automatic 
control combinations are available. 
Easily adapted for wood or coal 
range or sleeve type oil burners. 
Chattanooga Implement & Mfg. Co., 
Chattanooga, Tenn. 


Utility Knife Set 


Three Ka-bar basic utility knives 
now come in a starter set that in- 
cludes a 3-in. paring knife, a 5-in. 


utility knife, and a 6-in. narrow 
slicer. Blades are carbon chrome 
and concave ground. Handles are 
of Kawood. Retail: $6.75. Union 
Cutlery Co., Olean, N. Y. 
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Outboard Lubricant 


This special, high film strength, 
fluid grease type lubricant, called 
Lubriplate Hypoid 90, is recom- 
mended for new type outboard mo- 


tors where a Hypoid 90 gear oil is 
used for under-water gear units. 
It is white, has a low cold test, 
and is not affected by fresh or salt 
water. It comes packed in collapsi- 
ble aluminum tubes. Lubriplate is 
also available in a light density 
grease type for outboards, and 
comes in smaller tubes for genéral 
lubrication. Fiske Bros. Refining 
Co., Lubriplate Div., 129 Lockwood 
St., Newark 5, N. J. 


Bicycle Lock 
This new Viking bicycle lock is 


claimed to be theft-proof and can | 


be opened only by the owner’s key. 
The key can be withdrawn only 
when the lock is locked. The lock 


is of quality steel, finished in sil- 
ver hammertone, and_ rust-proof 


throughout. Two clamps and neces- | 


Sary bolts are furnished for at- 
tachment. Unit is packaged in a 


HARDWARE AGE, JUNE 14, 1951 





COBURN: 


SLIDING 


DOOR 
HARDWARE 


GIVES YOU A STRONG SELLING 
STORY OF GREATER CONVENIENCE 
..- SMOOTHER OPERATION 


It’s easy to turn prospects into customers when 
you point out the big advantages of smooth- 
operating sliding and overhead doors compared 
with troublesome swinging doors. When you 
sell Coburn sliding door hardware you have the 
added advantage of being able to offer a complete 
line of door hardware that meets the needs of 
every prospect. 

Coburn hardware is available for doors of all 
the following types: Garage, barn, overhead, 
straight-sliding, sliding-folding, around-the- 
corner, roundhouse, folding partition and fire. 


COBURN PRODUCTS 


A Product of WICKWIRE SPENCER STEEL DIVISION OF 
THE COLORADO FUEL AND IRON CORPORATION 


Sales and Engineering —56 Sterling Street, Clinton, Mass. 
Executive Office — 500 Fifth Avenue, New York 18, N.Y. 


Door Track 





Light Hanger 





Trolley Truck 


Sales Offices —Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia 


Pacific Coast—The California Wire Cloth Corp., Oakland 6, Calif. 














Give your 
Customers 


Flexiseal Glazing Compound is 
ideal for wood, steel and aluminum sash, 
painting, filling cracks, nail holes, boat 
seams, etc.— inside or out. 

Your customers will recognize the su- 
periority of FLEXISEAL GLAZING COM- 
POUND. Its extreme whiteness and bril- 
liance of color... its fine smooth buttery” 
quality...its clean fresh odor...no wonder 
Flexiseal Glazing Compound continues to 
grow in volume of sales. Because of tech- 
nical research, continued laboratory 
development and production control, 
FLEXISEAL has become the Tested Quality 
glazing compound the trade wants. 


FLEXISEAL’S important 
selling features... 


@ Easily applied, Flexiseal sets quickly with 
@ tough surface skin, but remains pliable 
underneath. 


@ Has longer life than putty. 
@ Flexiseal has longer string. 
@ Flexiseal adheres tenaciously. 


@ Won't crack, crumble, blister, wrinkle or stain. 


Compare Flexiseal prices against your 
present costs! 


Order from your jobber or write us. 


FREE: newspaper mats, counter dis- 
play card, etc., on request. 


LANDEN PUTTY WORKS, Inc. 
MALDEN, MASSACHUSETTS 


WHAT'S NEW 








|in. high. Height is 1114 in. 


|solid pink enamel. 





red and black carton for display, 
and descriptive literature is avail- 
able. American Viking Co., Inc., 
738 Cergs Ave., Los Angeles 21, 


| Calif. 
Doll Cradle 


This 22-in. doll cradle is a minia- 
ture of the Hawkeye Baskenette, 
and is big enough to hold a doll 18 


It is 
mounted on rockers with hood and 
handles of fiber construction, and is 
Retail: $5.49 
without lining and pad, or $7.49 
complete. Packed six to a carton. 
Burlington Basket Co., Burlington, 
Iowa. 


Fold-Up Fence 


This new sectioned fence, called 
Foldaway Fence, is 18% in. high, 
six feet long, and can be folded 
away when not in use. A clamp 
links on additional sections for 
lengthening the fence. It is made 
of heavy duty wire and finished in 
a baked-on aluminum. Crown Wire 
Mfg. Corp., 2469-75 Second Ave., 
New York City 35. 


Oil Heater 


This new Scotsman Thrift-Pilot 
oil heater Model AO-70 is equipped 
with two burners and two square 


heat chambers which provide large 
radiating surface. The burner is a 
true modulating type and can be 
turned down to burn only one quart 
of oil in 12 hours. Styling is mod- 
ern and the finish is two-tone 
baked-on enamel. BTU output is 
70,000 per hour. American Gas 
Machine Co., Albert Lea, Minn. 


Adjustable Hole Cutter 


This new 3-blade adjustable hole 
cutter cuts well on steel pipe, stain- 
less steel, boiler plate, hard fibre, 





etc. Replaceable cutter blades are 
easily sharpened and set, and the 
body is made of heat-treated steel 
with three high-speed steel blades 
set 120 deg. apart. Cutting range is 
52 to five inch diameters, and 
thickness capacities are from thin 
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“/t’s sure 
packin' in profits 
for me!” 


Handle the All-Steel CHAIN-TAINER with the Handle! 


Everybody’s enthusiastic — consumers and dealers alike — about the new 
ELEPHANT Brand “CHAIN-PACK” — and sales are going up, Up, UP! 

_The “CHAIN-TAINER” with the handy handle is a strong, attractive, 
all-steel container that’s ideal for re-use. It contains 100 Ibs. of any one 
of the 4 fastest-selling sizes of ELEPHANT Brand PROOF and BBB Chain, 
made by the oldest chain manufacturer in America. It’s sealed to protect 
“he chain against rust. 

ELEPHANT Brand “CHAIN-PACK” is a superior package — of quality 
chain — priced for competitive selling. It’s easy to handle — stock — dis- 
ploy — sell. Push it — and PROFIT! 


QUMITY!... 


Different Colored Labels 
for Easy Identification: 
GREEN LABEL: Identifies PROOF Coil Chain. 
RED LABEL: Identifies BBB Coil Chain. 


Size of chain, weight, and approx. footage 
clearly indicated on labels. 


Ask your Jobber 


These ’s alway 


yw a eae Products 2 ese satyllgne 


NIXDORFF-KREIN MFG. CO., 916 HOWARD ST., 


ST. LOUIS 6, MO. — EST. 
MAKERS OF ALL TYPES OF WELDED CHAINS + TIRE CHAINS » SIN 
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WHAT'S NEW 





sheéts to one inch. Pilots are re- 
movable to permit the use of lead 
drills. Robert H. Clark Co., 9330 
Santa Monica Blvd., Beverly Hills, 
Calif. 


Car Cleaner 


This Heavy-Duty Cleaner is for 
use on very dirty or badly oxidized 
car finishes, or can be used effec- 


tively on grill work and metal trim. 
Formerly available only in gallon 
sizes for service stations, the clean- 
er now comes in pint size for retail 
distribution. Retail price: 69¢ a 
pint. S. C. Johnson & Son, Inc., 
1012 — 16 Ave., Racine, Wis. 


Rat and Mouse Bait 


New, ready-to-use rat and mouse 
bait, called Banarat Bits, contains 
Warfarin, and causes death by in- 
ternal hemorrhage. It comes in one, 
five and ten pound bags, or in four- 
ounce packets, labeled Mouse Bits. 
There is a display card which holds 
six Mouse Bit packets. American 
Scientific Laboratories, Inc., 4001 
Sherman Ave., Madison 1, Wis. 


MOUSE KILLER 


Sliding Track 


This fiber track and shoe for 
sliding doors, drawers and sash, 
called E-Z Glide, is simple to in- 


stall and has no moving parts. 
Tracks and shoes are rustproof as 
well as corrosion-proof. They can 
be cut on the job to any length de- 
sired. Doors are removable without 
tools, and the operation of the unit 
is quiet and smooth. Engineered 
Products Co., 129 Smith St., Flint 
4, Mich. 


New Folda Swing can be used 
as a baby car seat or as a back- 
yard swing. Made of tubular steel 











uprights, springs, and a seat, it is 
adjustable for height and may be 
folded away when not in use. Uni- 
Chrome satin plate finish covers all 
metal parts, and the seat is fade- 
resistant blue heavy fabric. Retail: 
$8.95. <A. E. Peterson Mfg. Co., 
700 E. Allen Ave., Glendale 1, 
Calif. 


Plastic Dinnerware 


This durable Melmac dinnerware, 
called Desert Flower, has been dee. 
orated with a finely etched flora} 
pattern, cut shallow to prevent food 
particles from adhering. The line 
includes 10-in. dinner plate, 8-in, 


salad plate, 6-in. bread and butter 


plate, cup and saucer, lug soup or? 


cereal bowl, 1314-in. oval platter, 
open vegetable, and sugar and 
creamer. Available in brown, blue, 
gold and gray. International Molded 
Plastics, Inc., 48387 W. 35 St., Cleve- 
land 9, Ohio. 


Grained Stove Pipes 


These gas and oil stove pipes 
and accessories come either chrome 
plated over a copper base, or with 


lithographed simulated walnut 
graining (illustrated herewith): 
They are made of 28 gauge, cold 
rolled, heat resistant sheet steel. 
Specialty Sheet Metal Mfg. Co., 
2425 W. 14th St., Chicago 8, Ill. 
Dehumidifying Unit 

This completely portable % 
horsepower Humidry unit is for 4 
range of dehumidification jobs. It 
weighs 60 lbs., and is fitted with 
casters and handholds so that it can 
be easily moved. It plugs into any 
115 volt circuit. Special vertical 
arrangement of spiral finned evap- 
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BMC...the only line with 
complete sales appeal! 


MORE RAPID SALES TURNOVER 
FOR YOU as soon as you stock the 
popular BMC line! It’s the only 
complete line of its kind, and each 
model has appeal that practically 
sells itself on sight! What youngster 
could resist this bright red BMC 
Heavy-Duty Senior Tractor! 


The “Mark” in 
Wheel goods 


BMC MANUFACTURING CORPORATION, BINGHAMTON, NEW YORK 


QUALITY CONSTRUCTION distin- 
guishes this BMC Tractor. A sturdy 
tubular steel frame assures dura- 
bility . . . large, adjustable seat is 
mounted on suspension springs for 
maximum comfort. The famous en- 
gineer-designing includes special 
ball-bearings which eliminate any 
“dead-center” starting point! 


MORE PLUS FEATURES: the avail- 
able attachments—such as the scoop 
shovel and dump cart—provide ex- 
tra hours of fun. Point out all the 
BMC advantages—and you’ve made 
your BMC sale AND profit! Stock 
the leader . . . Stock BMC today! 


FREE CATALOG ... WRITE DEPT. H 





























have you 
inquired about 
this new line 

of profit-making 


rings? 








TO LAST 
a 
LIFETIME 





Inleoducing 
HALLMARK 
DIAMOND RINGS 
For Men and Women 


HALLMARK Ring Cx 


Irporation 
5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 





REEVE DISPLAY EQUIPMENT 


Sells MORE for YOU 





REEVE siaesel 


RADE MARK 


7 Shelf Equipment 
f - <= 

i 

f 

j 

i 


h 


Complete Reeve assemblies of 


| 
knife edge brackets, shelf rests and 
standards with Reeve Shelf Glass are 
supplied in a variety of sizes and are ad- 
q'justable for your particular display needs. 
Complete description and prices in our 


NEW CATALOG 


Ke Send for it today! Hundreds of new 
SP improved items from ticket hold- 


















ers to large island display units. 


REEVE COMPANY 


Serving America’s Retailers since 1913" 


2220S. Grand Ave.,Los Angeles 7, Calif 
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orator coils give high dehumidifi- 
cation capacity. The unit is in a 
rectangular cabinet, 2314x1714x 





131% in., with a baked hammertone 
enamel finish. Removable con- 
densate pail is provided with the 
unit. Carrier Corp., Syracuse, N. Y. 





Patching Material 


This non-shrinking patching ma- 
terial for the home, called Krak- 
Tite, is a silicon plastic material 
that quickly and permanently seals 
holes and cracks in plaster, wood 
and metal without the use of spe- 





cial tools. It contains no gypsum 
or other lime compounds, and can 
have oil primers and sealers used 
over it. Available in tubes, quarts, 
gallons and drums. Forman, Ford 
& Co., Minneapolis, Minn. 


Shuffie-Hockey Game 


This attractive, sturdily built 
game, called Shuffle-Hockey, com- 
bines features of ice hockey and 
shuffle board. Each player attempts 
to drive the puck past barrier pegs 
and through his opponent’s goal. 


The game is divided into three 
rounds, each round marked by the 
scoring of a goal. The board jg 
15142x30 in., and comes packed 
singly in a shipping carton. Carrom 
Industries, Inc., Ludington, Mich, 


Drill Gage 


This drill gage quickly and eas- 
ily checks letter size drills. There 
are 26 gaging holes giving corre- 
sponding drill sizes from .234 in. 
diameter through .413 in. diameter. 





The gage is 2 5/16 x 6% in., hard- 
ened and ground, with a bright 
finish. L. S. Starrett Co., Athol, 
Mass. 


Doll Costume Outfit 


This Dress-A-Doll Costume and 
Coloring Outfit has dolls made 
from color photographs of child 
models. They are die-cut from 
springy cardboard and stand with 
an easel. A ready-made assortment 
of full-color dresses, cowboy suits 
and travel costumes, plus _pre- 
designed blank costume forms for 
coloring and blank sketch forms 
for original designing, are in- 
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IMMEDIATE DELIVERY, NOW! 


Colorful counter display included with stock orders for 
individual items as well as with Deal Assortment. Place 


your order, today! 


SEIBERLING LATEX PRODUCTS COMPANY 
Akron 9, Ohio 7 


200 Fitth Ave., New York City Merchandise Mart, Chicago 
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Prevents marring. Hushes 
noise. Prevents dish and 
glassware breakage. Keeps 
drainboard dry and clean. 
Beautifies kitchen. f 3 


No. 4210 
20 ¥2"'x14%4" Red or Black 
Packed 24 one color per box. 
Approx. shipping wt. 34 lbs. 
per box. 


VAC-GRIP BATH TUB MA 


Helps prevent accidents Z 
caused by slipping in bath 
tub. Vacuum cups hold mat 
securely in place. Ribbed 
surface provides firm stand 
surface. Beautifies bath- 


room. —_ No. 4220 
262x142" Pearl Gray 
Individually Cellophane 
wrapped. Packed 12 per box. 
Approx. shipping wet. 22 lbs. 
per box. 


TOILET TOP TRAY 


Fits on top of any toilet 
tank. Provides thon & safe 
place for toiletries, etc. 
Helps keep bathroom neat 
and tidy. Many other uses 
on window sills, etc. 
No. 4215 
194%4"'x6%4" Pearl Gray 


Individually Cellopbane 
wrapped. Packed 12 per box. 
Approx. shipping wgt. 17 lbs. 
ber box. 
























Protects enamel surfaces 
from chipping and marring. 
Hot utensils or oven heat 
will not damage. !deal for 
refrigerator tops, etc. 
Beautifies kitchen. 
No. 4200 

15x17" Red or Black 5 
Packed 24 one color per box. * 
Approx. shipping wat. 36 lbs. “4 “Fr 
per box. 

No. 4205 
17x19” Red or Black 
Packed 24 one color per box. 
Approx. shipping wat. 46 lbs. 

per box. 
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SWEATING PIPES 


call for 


NoDRIP TAPE 


That means good profits for you. Dis- 
play NoDrip Tape and watch it sell to 
everyone bothered with condensation 
drip from pipes. 






caused from condensa- 
tion on cold water 
pipes. Turn idle space 
into play or work 
rooms. Keep store 
rooms dry. Wrap cork- 
Cc \ filled agg Tape 
around pipes and joints. Do 
no} rete) it yourself. Clean and easy to 

apply. Roll covers about 10 
feet of '/2"' pipe. 
$1.0¥. migher west of Rockies and 
Canada. Get at Hdwe. and Dept. 
Stores. J. W. MORTELL CO., 
Kankakee, Ili. 


TAPE 


NATIONALLY ADVERTISED 


Above is one of the advertisements beginning 
in May in this important group of magazines 


with 
a = Hovis, Drill 
= oe 
age > eric 


ae \yi 
bis MECHANIX 


“ema | eon 


18,967,973 Circulation 
631/3% Home Ownership 


NoDrip Tape is in demand. Stock it! Use 
the’ FREE dealer helps—mats, displays, cir- 
culars, radio scripts. 


List Price 
$] .69 


Higher west of 
Rockies and 
Canada. 


Dealers’ Price 
33 1/3% dis- 
count 


$13.52 


per dozen 


Packed 12 rolls 
to carton. 





Write us for name of nearest NoDrip jobber, 
also Circular and Free Dealer Helps sheet. 


J. W. MORTELL CO. 
808 Burch St. Kankakee, Ill. 


116 





WHAT'S NEW 








cluded with the dolls. De luxe sets 
are packaged in a five-color litho- 
graphed display box. Large De 
Luxe Set, 4 dolls, $2.00; De Luxe 
Set, 3 dolls, $1.29; Small Set, 3 
dolls, 49c. Dennison Mfg. Co., 
Framingham, Mass. 








Cleaner Package 

A new consumer package has 
been designed for safe, non-inflam- 
mable Connoisseurs Jewelry 
Cleaner. The transparent label is 


a 


MOV VOTSSEURS 
OISSELE 


r - 


Ce = a 


ee 
— CLEANER 


CARLS , 1AM 





in four colors and printed in ef- 
fective thermograph process. A 
three-color counter display accom- 
panies the product. Connoisseurs 
Products Corp., 12 So. Market St., 
Boston, Mass. 


Window Opener Tool 


This Window Wonder tool is de- 
signed to open windows that have 
swollen, warped, or stuck with 
paint. The blade has double radius 
saw teeth, and the red handle is 
solid hard maple. Overall length 
is 9 in. Retail: 98¢. Rene-Craft 








Products, 54 Owen’s 


mette, IIl. 


Bldg., Wil- 





Weather Indicator 


Weather may be predicted 12 to 
24 hours in advance with this new 
device, called Weathermeter, which 


a 


eRISING 1 


«STEADY 
4 FALLING 





is used with a barometer. By ob- 
serving the barometric pressure 
reading and dialing the figure on 
the Weathermeter in accordance 
with wind direction, it is claimed 
that the weather prediction indi- 
cated on the dial will be as ac- 
curate as science can make ‘it. 
Swift & Anderson Co., 952 Dor- 
chester Ave., Boston, Mass. 





Small Bicycle 


Designed for children between 
two and four years is this Tot- 


Cycle, a real chain drive _ two- 
wheeler. Perfect balance is assured 
by the two removable §safety- 





wheels at the back. Saddle is ad- 
justable from 1234 to 17 in., leg 
reach from 12 to 16% in.; overall 
length is 2734 in. Fair traded at 
$12.95. Mobo Toys, Inc., 1407 
Broadway, New York City 18. 


(Resume reading on page 13) 
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cTric TO 
OME-UTILITY ELE orld’starée 
Ke _ werful, accurate. 


a 
tric Tool maker- 


THIS ADVERTISEMENT 

is typical of the consistent, year-round 
national advertising support Home- 

Utility gives its Authorized Dealers! 





sch COPIES will appear in June issues 
igure on of The Saturday Evening Post, 
cordance American Home and Better 
claimed Homes & Gardens... and in 
= indi- July issues of Popular Me- 
Anal it chanics, Popular Science, 
52 Dor- Mechanix Illustrated, Farm 
; Journal, Country Gentleman 
and Electricity on the Farm/ 
rs \ o cut 
man-ho hey do faster _do bet wo r: when 
at yw . gone any jo” ememv' ° 
rs 7 — small st : “il s _ - - aerial Le ar-price} mage in ADDITION a Home- 
7e two- Mechone rice busines our manpower you buy, — —sf cially ee production Utility advertisement (almost 
ls trac cage More Ee sanding er jobs! it uilty service— Jor rr ere t ie a four times this size and in 
safety- speed UP hing and many iis for defen*s P ically nedeliing sup- four colors) appeared in the 
grinding. ¥ Saws “apa ’ ce, : . af Guniany, Hene 3 even of 


THIS WEEK and four 
regional newspapers. . . 
reaching readers in 33 
major cities! 


= 





Write Today for full information 


is ad- on how YOU can become a Home-Utility Authorized Dealer . . . 
= own a sales-building Home-Utility Merchandiser . . . get powerful 
ded at advertising support . . . and make extra profits from electric tool sales! 
1407 Ask your Distributor, or DROP A LINE TO: HOME-UTILITY Div., 
s. : BLACK & DECKER Mfg. Co., Dept. H653, Towson 4, Md. 
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Order Quality Buffalo Bolts in 


TURDY 


HANDY-PACK BOLT CARTONS 








@ Jobbers and retailers are both 
singing the praises of Handy-Pack 
...the super-rugged bolt carton. 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 


HANDY -PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 
FEATURES 


@ Same carton quantities as always, same method of ordering. 
@ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 





Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS * NUTS » RIVETS AND SPECIAL FASTENERS 
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TO HELP YOU SELL 


New Displays and Other 
| Dealer Sales Helps 





(Continued from page 13) 


and canvas yacht chair with every 

| order for 12 heaters. Chairs retail 
|at $6.95, and are shipped prepaid. 
Also available is merchandising 
material, including envelope stuff- 
ers, window and counter displays, 
|and ad mats. Five heater models 
|are included in the deal: Model 
| 5000 Cool-R-Hot fan heater, retail- 
ing at $21.95; Models 223 and 223A 
fan forced heaters, retailing at 
$14.95 and $15.95 respectively; 91A 
Arvin heater, retailing at $11.95; 
and Model 224, retailing at $12.95. 
Arvin Industries, Inc., Columbus, 
Ind. 


Door Operator Catalog 


The Aut-o-Dor electric door op- 
erator catalog A-87 has 40 pages 
of details and specifications of the 





entire line of electric operating 
equipment and controls for all types 
of large-opening doors and gates. 
These include operating equipment 
for industrial and commercial in- 
stallations, fire houses, hangars, 
mines, etc., as well as residential 
equipment. The booklet is com- 
pletely illustrated. Richards-Wilcoz 
Mfg. Co., Dept. 31, Aurora, III. 





Plant Aid Promotion 


A promotional campaign to in- 
troduce the home gardening fea- 
tures of Terra-Lite, a vermiculite 
plant aid, offers a large two-color 
window streamer, a _ three-dimen- 
sional counter or window display, 
and literature to dealers. The cam- 
paign stresses Terra-Lite’s proper- 
ties of moisture retention and 
aeration, which make it a valuable 
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OUR SEVENTY-FIFTH YEAR 











Ge Not Yew! 


THERE'S ALWAYS 
a STRONG DEMAND for 
JACKMANCO BARROWS 


We admit that we're hard pressed 
to keep our distributors supplied with 
enough Jackmanco products to fill all orders 


promptly. 


In recent years we have modernized 
our plant, streamlined our operations and 
stepped up our capacity. However, due to 
the shortages of critical materials, we are 
unable to turn out enough barrows and other 
Jackmanco products for all who want them. 


This year we are celebrating our 75th 
Anniversary. Accordingly, in such a long 
span of business, difficulties are not new to 
us. They simply require that we use every 
bit of our accumulated knowledge and re- 
sourcefulness in trying to accomplish the job 
that lies ahead. 


Present shortages will undoubtedly 
be overcome. And as materials become avail- 
able we'll be turning out Jackmanco products 
as fast as you need them. 


This much you can rely upon. When 
you do receive a shipment you can be sure 
that every Jackmanco product faithfully re- 
flects the quality and value that is associated 
with that name. 








proper- 
n and 
aluable 


» 1951 


JACKSON MANUFACTURING Co. 


HARRISBURG, PENNSYLVANIA 
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POWER MOWERS and LAWN SWEEPERS 
¢ NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle . . . stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips. 
Powered by nationally known, 4-cycle air-cooled gas engine. 
_ FOLD AWAY LAWN SWEEPER 

—\K Extra large 6% bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds 
flat against wall for easy compact storage. 















ROTARY POWER MOWER 
Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
Storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
.»» TRULY A QUALITY PRODUCT 


NATIONALLY 
ADVERTISED 


MANJFACTUREC BY 


WESTERN TOOL & STAMPING CO. 


AWN MOWER FIELD 
CfS MOINES 13, IOWA 


Z2ULFfORN Ny 'HeE 


2725 SiCOND AVENUE 





119 











PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 





TURNBUCKLES ASSORTMENT 


52 turnbuckles in 10 fast selling sizes, boxed 
by size. Attractive display panel is all metal, 
14” x 16” in 3 colors. A complete line of open 
‘stock turnbuckles available. 








urnbuchles Inc. 


eB: 
A aad 










EYE BOLT ASSORTMENT 


12 each of 10 sizes of most popular Eye Bolts. 
Boxed by size. Sturdy display panel similar to 
turnbuckle panel. Eye Bolts in 12 sizes avail- 
able from open stock. 





“Tur rebusctles Suc. 





| 
U-BOLT ASSORTMENT | 


12 each of 5 popular pipe size U-Bolts in dozen 
cartons. 3 color metal display board is 14” x 6”. 
_ U-Bolts also available from open stock. 





~ 
| $& 8 HOOK ASSORTMENT 


JO popular sizes, total of 444 id g eso S-Hooks 
EE Pate (Tired ender BF ed 
x in 

available. 


“Teanbuckias 


TURNBUCKLES, INC 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 
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TO HELP YOU SELL 








agent for potting, lawn starting, 
seed propagation, transplanting, 
mulching, bulb storing and similar 
uses. Western Mineral Products 
Co., Minneapolis, Minn. 


Milk Filter Leaflet 


New literature is available de- 
scribing a toughening process used 
in producing milk filter discs with 
added strength without gauze-rein- 
forcement. The process also gives 
added filtering qualities to the discs, 
as the top and bottom surface 
filters, as well as the thick cotton 
center area. Schwartz Mfg. Co., 
Two Rivers, Wis. 








Sight Display Case 
This colorful cardboard display 


case is fitted with compartments to 
hold 32 Marble gun sights. The top 





of the case has illustrations and 
names of the sights. Assortment B 
is recommended, and the display 
case is supplied with each order for 
the assortment. Marble Arms & 
Mfg. Co., 540 Delta Ave., Glad- 
stone, Mich. 





Gas Heater Catalog 


All types of gas heaters, from 
utility models up to 75,000 BTU 
winter air conditioners, are listed 
in this 1951 Brilliant Fire line 
catalog. Also included in the 32- 
page illustrated catalog are vari- 
ous types of automatic controls 
plus factory assembled auto-con- 
trolled packaged units for installa- 
tion on the job. The line is featur- 
ing a new lustrous finish, infra-red 
baked, durable and easily cleaned. 
Ohio Foundry & Mfg. Co., Steuben- 
ville, Ohio. 


Refrigerator Display 

This new animated refrigerator 
point-of-sale display package is 
now available for Coolerator deal- 





ers. The package includes a five- 
phase flasher display to be mounted 
on the refrigerator, a series of fea- 
ture easel cards, and a capacity die- 
cut piece which fits over the door 
handle. A die-cut stand-up poster 
indicates that refrigerators are 
available in right- or left-handed 
doors. A similar range flasher dis- 
play is a companion piece. Cooler- 
erator Co., Duluth 1, Minn. 





Color Lighting Book 

“Color Is How You Light It” 
is a simplified lighting guide that 
analyzes the appearance of 40 
popular colors under the eight 
white fluorescent light sources now 
available, as well as the incan- 
descent bulb. This 814x11 in., No. 
FL-420, book also contains mate- 
rial on light and color, color appli- 
cation, color psychology, etc., and 
has a heavy lacquered cover. Avail- 
able for 50¢ a copy. Sylvania 
Electric Products, Inc., 87 Union 
St., Salem, Mass. 
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Paint Brush Kit 


This kit of three brushes con- 
tains a 4-in. brush for walls and 
floors, a 2-in. brush for varnishing | 


\ BETTER MEASURE with OFKIN 





y 

rigerator 
ckage ig 
itor deal- 





ci 
a 





and enamelling woodwork and fur- 
niture, and a 114-in. flat sash brush 
for miscellaneous jobs. All are pure 
bristle and set in rubber. The set 
is packaged in an attractive candy 


Solid brass joints, rust- 


proof, smooth- working 














striped box, retailing at $3.45. . F 

2 David Linzer & Sons, Inc., 10-20 ao ue -_ finish, 

mounted Astor Place, New York City 3. ; i 

3 of fea- 

gros Store Modernization Book | Patented ar = 

tore This 32-page, two-color booklet | reduce ea 

rs are called “How To Give Your Store en oINeY both edges 

-handed The Look That Sells” is filled with of both sides 

her dis- data and illustrations of the latest Sections of Gnast 

Cooler- trends in retail store moderniza- titiaiaadl 
tion. Open vision store fronts are ‘ owes Wid > of 
emphasized, and the back of ‘the straight grain, ” ‘ ee 
book describes and illustrates Pitts- markings available 

™ burgh’s various glass and store 

sht It front products. Glass Advertising 

de that Dept., Pittsburgh Plate Glass Co., 

of 40 632 Duquesne Way, Pittsburgh, Pa. 

eight 
es now 
incan- Masonry Tool Catalog 


in., No. | 
nda The new 1951 Goldblatt catalog | THE RULE WITH THE 


contains a complete listing of the 


" appli- company’s masonry tools, including | BRIGHT RED ENDS 1 


ess and new tools and related items. The 
Avail- catalog is generously illustrated. 
flvania Goldblatt Tool Co., 1920 Walnut 
Union St., Kansas City 8, Mo. | Preferred by carpenters and craftsmen everywhere . . . 


proven for their long life of accuracy . . . promoted honestly 
and consistently. You too, like thousands of other hardware 
dealers across the nation, can sell Lufkin “Red End” folding 


wood rules proudly and profitably! 130-A 


i 
r 





/ 


ie! 
= 


SELL JU/FAUAV TAPES « RULES 


PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 LAFAYETTE STREET, NEW YORK CITY . BARRIE, ONTARIO 
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MINERALLAC “DUPLEX” 


JIFFY GLIPS 


Do it Faster... Better! 


4 


Millions of “Duplex” Jiffy 
Clips have set an unsur- 
passed service - record fo. 
installing hanging pipe, 
conduit, B-X cable, coils, 
condensers, etc. One bolt 
or screw holds this ribbed 
clip. In zinc- plated steel 
or Everdur alloy. 


SEND FOR LITERATURE 
AND PRICES 


... handle always 


Specify , \ee ; laa * . 
MINERALLAC \\g ==: upright, ready to grasp. 
HANGERS, CLIPS, ; 


Write: EMBURY MANUFACTURING CO 
WARSAW, NEW 


EMBUR 


LANTERNS & TORCHES 


STRAPS, BUSRINGS 


MINERALLAC ELECTRIC CO. 
25 North Peoria Street 
Chicago 7, lilinois 


MINERALLAC 


YORK, US A 


fff" ill 
essa 
EMBURY 
NUH iD 





7O HELP YOU-SELL 


Paint Displays 
These two new window displays 
are now available for 20th Century 




















122 


Paint dealers. The one on Speed- 


| Tone ties in with the new simple 





| intermix system, and the display is 


done in red, yellow, blue and black. 
The other display lists some of the 
products used to beautify the home, 
and is done in five colors. 20th 
Century Paint & Varnish Corp. 
456 Driggs Ave., Brooklyn 11, N. Y. 


Mender Display 


This new display carton opens up 
to display 12 tubes of Metallic 
Liquid Mender. Each tube is firmly 
held -in individually die-cut slots 





that release easily. The display is 
high-gloss red and blue. Lux-Visel, 
Inc., Elkhart, Ind. 





Cartridge Booklets 


Two cartridge booklets, called 
“Remington Gun and Cartridge 
Adaptations,” and “Peters Gun 


and Cartridge Adaptations,” tell 
which cartridges will fit the various 
model rifles, pistols, and revolvers. 
Remington Arms Co., Inc., Bridge- 
port, Conn. 

(Resume reading on page 14) 
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Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. Yet we expect 


P&C displays to do much more than just help you sell mere tools. 
How p & F We advertise and produce “The BEST tools money can buy”... 
tools you will be proud to recommend. And we’re on the job 
p chandisi ng with the merchandising ideas that make P&C “the Profit line”. 
fi i a @ Clearly marked prices save time for your 
B tf e l J 0 hy / ii} oa salespeople. 
a p q 4 +) \ oth } ti @ Total sales increase, because P&C displays 


draw traffic to your tool department, sug- 
gest tools your customers need. 


@ Shadow-marked tool locations and numbers 
help you control your inventory, increase your 
turnover and profits on these fast-moving, 
profitable tools. 


@ They save valuable space. Tools in a 
32” diameter space on the R-150 would 
take at least 121 ft. of wall on a 
panel 18” wide. 


R-150 seLts ciRCLES AROUND * 
ANY DISPLAY YOU EVER SAW 


Flashing beacon catches the eye. 


Ask your distributor salesman 
to show you how P&C can help 
your tool department make 

more money. 

Rotates at finger touch. 

Self-service — tools are easy to reach. 

Sells 150 most-wanted P&C quality tools. 


P&C HAND FORGED 
TOOL COMPANY 


PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 


More sales on smaller stock. 


Doubles and triples your turnover. 





Mason Tools 









Give You... 





: ONE SOURCE FOR 
. ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt'— one order, 
one shipment, one billing. 
; — Easy, convenient. 

°- Greater Profits | ° Faster Turnover . ATTRACTIVE DEALER 
oe i 3 DISCOUNTS — Goldblatt sells 

‘§ * Satisfied Customers ° Repeat Sales. direct to dealers — is able to 


——oos~—S—T offer attractive dealer discounts. 





SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 
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FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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NRHA Congress to Feature 


Store Management Panel 


Three discussion panels on 
retail hardware store man- 
agement and talks on gov- 
ernment controls and _ eco- 
nomic conditions will be 
features of the 52nd annual 
Congress of the National Re- 
tail Hardware Association. 
All sessions of the conven- 
tion, July 9 to 12, will be at 
the Hotel Statler, Detroit, 
Mich., with registration 
starting on Monday morn- 
ing. An extensive entertain- 


ment program will be offered 
those at the Congress. 
Although the first general 
convention session will be 
held Monday evening, mem- 
bers of the NRHA board and 
officers of affiliated state and 
regional organizations will 
meet that afternoon. The tra- 
ditional roll call of delegates 
and guests and the presi- 
dent’s reception will be the 
official opening night feature. 
J. D. Reynolds, Carthage, 











Santa Visits Supplee-Biddle-Steltz Dealers 





Christmas shopping will be done early this year by many 
dealers throughout the country, when they are visited by the 
special representative of Supplee-Biddle-Steltz Co., whole- 
saler, Bristol] at Fifth, Philadelphia 5, Pa. Driving a decorated 
display truck called, “‘Santa’s Wonderland Express,” James 
Montell will demonstrate to dealers a complete line of as- 
sorted toys distributed by the company, and take orders for 


the coming Christmas season. 


Colored photos have been 


taken of the larger items, and these will be shown on a screen 


with a portable projector. 
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Mo., president of NRHA will 


deliver his formal address at 


the Tuesday morning session. 
A hardware management 
panel of wholesalers and a 
manufacturer from the Twin 
Cities area will discuss a 
wide variety of subjects. 
Members of the panel will be: 
Walter M. Ringer, president, 
Foley Mfg. Co.; Fred T. 
Rockwell, merchandise man- 
ager, Our Own Hardware 
Co.; Willis G. Moulton, di- 


rector of sales, Farwell, 
Ozmun, Kirk & Co.; York 
Langton, trade extension 
manager, Coast -to- Coast 


Stores, and R. M. Fleming, 
director and buyer, Janney, 
Semple, Hill & Co. 

Dr. Jules Backman, pro- 
fessor of economics, New 
York University, New York, 
will deliver the concluding 
address of the Tuesday ses- 
sion on the subject The Busi- 
ness Outlook. He has spoken 
to the NRHA Congress four 
times in the past five years. 

The Wednesday morning 
session will include the first 

(Continued on page 128) 


Westinghouse Head for 
Eastern Consumer Div. 


E. M. Lacey, for the past 
four years manager of the 
Newark, N. J., branch of the 
Westinghouse Electric Sup- 
ply Co., has been named east- 
ern district manager of the 
firm’s consumer products di- 
vision. His headquarters will 
remain at 528 Ferry St. 
Newark. Mr. Lacey will su- 
pervise the distribution of 
home appliances, television 
and radio sets in northern 
New Jersey and southeastern 
New York state. 


Aylward Is St. Charles 
District Sales Head 


Thomas J. Aylward has 
been appointed district sales 
manager for St. Charles 
Mfg. Co., St. Charles, Ill. 
maker of St. Charles stee 
kitchens, to supervise the 
territory of Michigan and 
northeastern Indiana. Mr. 
Aylward had been advertis- 
ing manager of the company 
since 1947. 








Paal N. Thompson Named Marshall-Wells 
Treasurer, Other Officers Are Reelected 


Paul N. Thompson has 
been named treasurer of the 
Marshall-Wells Co., 301 Lake 
Ave. So., Duluth 1, Minn. At 
the same time, the board of 
directors announced the re- 
election of the following offi- 
cers: John H. Moore, presi- 
dent; James Feir, executive 
vice-president; J. F. McMul- 
len, vice-president; J. H. 
Spencer, vice-president; Ar- 
thur A. Swanson, vice-presi- 
dent; C. L. Haworth, control- 
ler; H. R. Symes, assistant 
treasurer; and C. E. Madi- 
son, secretary. 

Mr. Thompson was form- 
erly assistant treasurer, and 
has been associated with the 
company for eight years. He 
will retain his position as 


assistant controller and as- 
sistant secretary. Before 
joining Marshall-Wells, he 
was associated with the pub- 
lic accounting firm of Peat, 
Marwick, Mitchell & Co. 





PAUL 


N. THOMPSON 
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lawrence Brothers Has 
Reached 75-Year Mark 


Lawrence Brothers, Inc., 
Sterling, Ill., celebrates its 
ith anniversary this year. 
The company, founded by 
John H. and Edwin F. 
Lawrence, manufactures 
barn door hangers, builders’ 
hardware, and eye bolts. 

The company was origi- 
nally a retail hardware busi- 
ness, but after starting the 
manufacture of barn door 
hangers, the retail business 
was sold. The brothers in- 
vented one of the first pat- 
ented barbed wires, and at 


early dates, items such as 
hay fork pulleys, barbed 
wire, and nails were manu- 
factured by the company. At 
present, a substantial addi- 
tion to the plant is under 
construction. 





Du Pont Branch Office 
In San Francisco Moves 


E. I. du Pont de Nemours 
& Co., Organic Chemicals 
Dept. has announced a 
change of address for its 
San Francisco branch office. 
The new address is 111 Sut- 
ter St., Room 626, San Fran- 
cisco 4, Calif. ; 








George M. Davis, sales 
manager of the Firearms 
atid Ammunition divisions of 
Western Cartridge Co., and 
Winchester Repeating Arms 
Co, divisions of Olin Indus- 
tries, Inc., East Alton, IIl., 
has been appointed to suc- 
ced Col. Walter F. Sieg- 
mund, general sales man- 
ager, who will be automati- 
cally retired in May, 1952. 

Mr. Davis joined Western 
Cartridge Co. in 1914, and in 
1983 was advanced to divi- 
sion sales manager, covering 





GEORGE M. DAVIS 
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George M. Davis Becomes Olin Sales Head 
Succeeding Colonel Walter F. Siegmund 


sales activities for Western 
Cartridge Co. and Winches- 
ter Repeating Arms Co. in 
states. 


12 midwestern In 





COL. WALTER F. SIEGMUND 


1942, he became assistant 
sales manager and then act- 
ing sales manager of West- 
ern Cartridge. A year later 
he was made executive assis- 
tant to the sales manager of 
Western Cartridge, Winches- 
ter Repeating Arms Co., and 
Bond Electric Corp. 

Col. Siegmund has been 
with the company since 1931, 
and from now to the time of 
his retirement will function 
in an active advisory ca- 
pacity. 
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Procter Succeeds Price as 
Belknap Buying Dept. Head 


Russell Procter has been 
elected to succeed Charles B. 
Price, who is retiring as vice- 





RUSSELL PROCTER 


president and head of the 
buying department, Belknap 
Hardware & Mfg. Co., whole- 
sale concern of 111 E. Main 
St., Louisville 2, Ky. Mr. 
Procter’s former position as 
vice-president will be filled 
by Charles B. Price, Jr. 

Mr. Procter joined the com- 
pany in 1925, spent three 
years in stock and traveled 
as a specialty man in 1928 
and 1929. From that time 
until 1945 he covered a gen- 
eral line territory in Texas 
and Oklahoma, and after 
that became buyer of sport- 
ing goods. 





CHARLES B. PRICE 


Mr. Price, Sr., who has 
been with the company for 
about 40 years, will remain 
on the Belknap board of di- 
rectors. Mr. Price, Jr. 
worked his way through 
stock, and then traveled for 
the company in Mississippi 





CHARLES B. PRICE, JR. 


for four years. He succeeds 
Mr. Procter as sporting goods 
buyer. 


NSGA Makes Plans for 
1952 Show in Chicago 


The National Sporting 
Goods Association has started 
plans for its 21st Annual 
Convention and Show, to be 
held January 20 to 24, 1952, 
at Morrison Hotel, Chicago. 
Official exhibit brochures and 
floor plans have been sent to 
all 1951 exhibitors and NSGA 
associate members. A prior- 
ity system has been estab- 
lished for the 1952 show, 
allowing former exhibitors a 
three-week priority on the 
same space occupied at the 
1951 show. Set-up day for 
exhibitors will be Saturday, 
January 19, 1952. 

A greatly-expanded hunt- 
ing and fishing floor for ex- 
hibitors of related items will 
be one of the main features 
of the 1952 sporting goods 
convention and show. 
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G. T. Morse Succeeds Peebles 
As President of Peden Iron 


George T. Morse, Jr., has 
been elected president and 
general manager by the 


ee ee 





GEORGE T. MORSE, JR. 


board of directors of Peden 
Iron & Steel Co., P. O. Box 
1891, Houston 1, Tex., suc- 
ceeding John L. Peebles, who 
has resigned. W. E. Blum- 
berg will take over Mr. 
Morse’s former position as 
vice-president and sales man- 
ager. 

Mr. Morse joined the com- 
pany in 1928 as a clerk, oc- 


cupying various positions. In 
1940 he became industrial 
sales manager, following 
service as an outside indus- 
trial salesman. He then was 
named _ vice-president and 
sales manager, which posi- 
tion he held until his most 
recent advancement. 


Mr. Blumberg has_ been 
with the company for ap- 
proximately 20 years, and 


has been most recently in 
charge of reinforcing steel 
sales. 





Chicago Retail Dealers 
Told to Fight Controls 


Office of Price Stabiliza- 
tion’s CPR Regulation 7 and 
Amendment 2 was the sub- 
ject of the Chicago Retail 
Hardware Association’s Cook 
County dealer’s meeting held 
recently. The group was ad- 
dressed by Michael J. How- 
lett, regional director of the 
central western region of the 
Office of Price Stabilization, 
and by J. C. Amis, secretary 
of the Association. 





In his speech, Mr. Amis 
called for an end to price 
controls that merely conceal 
inflation, and he suggested 
that inflation can be curbed 
by economy in the govern- 
ment, control of consumer 
credit, increased production 
and individual saving. To 
speed the ending of price 
and wage controls, Mr. Amis 
asked hardware dealers to 
contact their congressmen 
immediately. 


Supply and Machinery 
Groups to Change Name 


The National Supply & 
Machinery Distributors’ As- 
sociation has announced that 
it will change its name on 
July 1 to National Industrial 
Distributors’ Association. At 
the same time, the Southern 
Supply & Machinery Distrib- 
utors’ Association voted to 
change its name to Southern 
Industrial Distributors’ As- 
sociation. 

The changes were decided 
upon after a vote from mem- 
bers of both associations fa- 
vored the move. It had been 
felt for a period of years 
that the Associations’ names 
should be shortened. 


Schalk Chemical Makes 
Shifts in Sales Force 

C. W. Rubsamen, formerly 
in charge of special sales de- 
tail for Schalk Chemical Co, 
851 E. Second St., Los An. 
geles, Calif., has been named 
assistant sales manager su- 


Mi a a ee | 





C, W. RUBSAMEN 


pervising the Atlantic Sea- 
board territory for the com- 
pany. Warren Hull, formerly 
representing Schalk in the 
Southeast, with headquarters 
in Atlanta, has been moved 
to cover the south central 
area. His headquarters are 
in Louisville, Ky. Frank 
White will succeed Mr. Hull. 





World’s Finest Safety Saw Blade 


Breaks Sales Records EVERYWHERE! 





Dealers report Successful promotions 
on PTI Circular Saw Blade ... The Orig- 
inal Laboratory tested Safety Blade... 


Profitable results are being obtained mow by leading dealers on this 
amazing new PTI Safety Saw Blade. Circular saw owners in in- 
dustry, home shops, schools, government departments quickly appre- 
ciate the many advantages of this new type blade. Particularly they 
appreciate that it.is the original blade of this kind—the only safety 
blade backed up by numerous laboratory tests—and the only genuine 
safety blade made of chrome vanadium steel. 


Eliminates Dangerous "Kickbacks" 


With this new type blade—numerous tests have proven that ‘‘kick- 
backs” of all types are not just minimized—they are eliminated. 
Just as important—if the operator's hand comes in contact with 
the blade—it cannot be pulled into the blade as with conventional 
blades—and severe cuts are further minimized by the smooth non- 
cutting edge between the teeth. Other advantages include: Uses 
30% less power; runs silently; stays sharp longer; produces chips, 
not sawdust; costs no more than ordinary blades. 


Nationally Advertised to Millions 


Dramatic, hard-selling advertisements are appearing regularly in 
leading national magazines—reaching a ready-made market of mil- 
lions—with the spectacular story of the PTI Safety Saw Blade. It 
is the most aggressive, most consistent advertising campaign ever 
released on a saw blade! Attractive literature, display material and 
newspaper mats available for effective promotion. 


PTI, Incorporated 
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401 Broadway 
New York 13, New York 


WRITE 
FOR 
FULL 
DETAILS 


Get the complete story of this sensational new Safe 
Learn how you, too, can tie-in and cash-in on the 


saw blade in America today! 





Made of 
Chrome 
Vanadium 
Steel 


Saw Blade. 
astest selling 


g PTI, Incorporated HAG ; 
g 401 Broadway, New York 13, New York i 
§ Gentlemen: I'm very much interested in selling the PT! Safety Sow , 
. Blade. Please send me full particulars. 1 

1! 
4 Name a 
: Address .......... a ;  hadioi painiaes ee : 
S GRP «sss. isda Zone.. eee 7 
Leas SSBB EBS BSS SS SBS SBS SSSR Bee eee d 
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Granum Rejoins Sandvik 
As Midwest Salesman 


After an absence of several 
years, A. C, Granum has re- 
sumed his former capacity as 
salesman in the middle west- 
ern states for Sandvik Saw 
& Tool, 
Inc., 


Division of Sandvik 


Steel, 47 Warren St., 


A. C. GRANUM 


New York 7, N. Y., importers 
of Swedish hardware special- 
ties. 

Mr. Granum first became 
associated with the company 
through the former Western 
Importing Co. in 1919. The 
latter firm was taken over by 
Sandvik in 1929, and he con- 


tinued with them until short- 
ly prior to World War II. 
He will make his headquar- 
ters at 5108 26 Ave. So., 
Minneapolis, Minn. 





Atlantic Hdwe. Names 
Wholesale Manager 


Leonard Friedland has re- 
cently been appointed as man- 
ager of the wholesale division 
of Atlantic Hardware & Sup- 
ply Corp., 95 Vandam S&t., 
New York City 13. Jack 
Cohen also joined the com- 
pany as a housewares buyer. 

Mr. Friedland was for- 
merly sales manager for 
Phoenix Hardware Co., New- 
ark, N. J., and prior to that 
held a similar position in 
Underhill Clinch & Co., New 
York City. 





Perfection Sales Staff 
Expanded in Minnesota 


Max Pasley has joined the 
St. Paul, Minn., district sales 
staff of Perfection Stove Co., 
7609 Platt Ave., Cleveland 4, 
Ohio. Mr. Pasley was em- 
ployed by an appliance dis- 
tributor at Sioux Falls before 
taking his present post, and 
will cover that area for Per- 
fection. 


Rockwell Manufacturing Co. 
Takes Over Ohlen-Bishop 


Rockwell Manufacturing 
Co., 400 No. Lexington Ave., 
Pittsburgh 8, Pa., maker of 
mill and factory woodwork- 
ing saws and blades, plus 
lines for carpenters, plumb- 
ers, electricians and butch- 
ers, and for the home work- 
shop, has recently announced 
the acquisition of the Ohlen- 

Bishop Manufacturing Co., 


Columbus, Ohio, maker of 


saws. 

Ohlen-Bishop was organ- 
ized in 1852. The present 
plant, new several years ago, 
covers about 102,000 sq ft. on 
one floor. The acquisition of 
this firm brings Rockwell’s 
divisions and subsidiaries to 
a total of 17. 





Woodward enheninn Co 
Elects New Officers 


formerly 
W. Wood- 


John H. Devore, 
secretary of Wm. 
ward Hardware Co., whole- 
sale firm, 3 Main St., New- 
ton, N. J., has been elected 
president of the company by 
the board of directors. M. 
Woodward Fredenburgh, 
formerly vice-president, was 
made vice-president and trea- 
surer, and John H. Devore, 
Jr., was named secretary 
and assistant treasurer. 

Both John H. Devore and 
his son, John H. Devore, Jr., 
have been with the company 


for a number of years, and 
have traveled for the com- 
pany in northern Jersey, 
eastern Pennsylvania, and 
southern New York state. 





Jersey Housewares Club 
Plans June Outing 


A meeting of the New 
Jersey Housewares Club was 
held on June 5 at the Hotel 
Winfield Scott, Elizabeth, 
N. J. Dinner was served, 
and Ralph Langsam, Mas- 
bach, Inc., spoke to those 
present. June 26 has been 
set aside as the date for a 
club golf outing. 
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GENERAL FILTERS Save 


Install a Genuine General Filters Replacement Cartridge 
For Your General Customers at Least Once Each Season 


GENERAL 


The few minutes you spend installing a new 
cartridge during a service call means profit 
for you —and these advantages for your customers: 


W CLOGGED NOZZLES ELIMINATED 
WALL-WOOL CARTRIDGE 

FINE FILTRATION 

CONDENSATION MOISTURE REMOVED 


wire MESH STRAINER INSIDE WOOL GIVES DOUBLE 


PROTECTION 


GENERAL FILTERS 
INCORPORATED 





ee CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS 
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FUEL 









FILTER 


OIL 











Unlock the Profits! 






THEY’RE WAITING IN EVERY 


FUEL 





GENERAL FILTERS now distributes 
CLEAN RIGHT SOOT REMOVER— ~ 


Certain-safe for oil, gas, or 









coal heating plants. Tell your 


customers about the NEW 
way to heating efficiency. 






FILTERS 


LTD. 2679 DANFORTH AVE 


OIL 


12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 


fe) te), femme), 100.118) 














PEERLESS MFG. & DISTRIBUTING, 


Bank of Commerce Bldg. 
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Patent Pending 


Proven Performance 
and 
Customer Acceptance 


fi Attractive 
yy Practical 
i{ Tip-Proof 


The “Forest Fresh” Christmas Tree Stand 
holds an ample water supply—7 quarts—to 
keep tree FIRE-SAFE ... FRESH... GREEN. 


Wedges in Neck of Stand automatically ad- 
just to any size tree...up to eight feet in 
height. Will hold tree firm and erect. Stand 
may be filled with water or sand and used 
as lawn umbrella stand or flag holder. 





Sets Up in 
30 Seconds 
No Tools Needed 






Made of 24 gauge cold-rolled steel or durable 
plastic. Four brilliant colors — Red, Green, 
Blue, Silver. 


Attractive display and newspaper 
advertising mats available 


Retails 
for 


64°" 


Write for Dealer, Department Store 
and Jobber Prices 


ORDER NOW! Immediate Delivery 
December Ist Dating 
Terms 2/10/30 


¥. Further information on request 
Shipped F.O.B. Milwaukee, Wisconsin 


INC. 


Sheridan, Wyoming 










| Robert Bishop Selected By Frederick 


Trading As Paint Department Head 


Robert Bishop has become 
associated with Frederick 
Trading Co., wholesaler of 
Frederick, Md. He takes over 
the duties of the paint de- 
partment of the company. 

Mr. Bishop has been con- 
nected with the paint indus- 
try since 1922, at which time 
he joined a wholesale distrib- 
utor, serving in the capacity 
of dealer salesman, store 
manager, and government 
representative. 

He served in the Army 
during World War II. 








Hardware Show Demand 
Forces Space Allocation 


Frank Yeager, managing 
direetor of the National 
Hardware Show to be held 
at the Grand Central Palace, 
New York City, October 8 
through 12, has announced 
that the space taken for the 
1951 show is already greater 
than on any previous show. 
Mr. Yeager also reported 
that the inquiries for space 
are the largest ever received 


by the management, and that 


space is being allocated in 
the order that inquiries are 
received. Several inquiries 
from foreign manufacturers 
have been received for space. 

As in previous Shows, the 
entire fourth floor will be 
devoted to the fishing and 
hunting division, and the 
sporting goods section will 
occupy a large portion of the 
third floor. 


NRHA Congress 
(Continued from page 124) 
of two dealer discussion 
panels and a talk on the 
Future Outlook for Steel by 
Joseph L. Block, vice chair- 
man of the board, Inland 
Steel Corp. The second dealer 
panel and a report on Gov- 





ernment Regulations by 
W. R. Noble, Washington 
NRHA representative, will 


comprise the program on 
Thursday morning. The final 
business session on Thursday 
afternoon will include com- 
mittee reports and election 
of officers. Dr. Arnold E. 
Schneider, head of the De- 
partment of Business Stud- 
ies, Western Michigan College 
of Education, Kalamazoo, 
Mich., will make the conclud- 
ing address on the subject, 
Business Trends. 
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ROBERT BISHOP 





Fred Gartner, Wyandotte, 
Mich., is chairman of the 
entertainment committee, 
which will offer a varied pro- 
gram for Tuesday afternoon. 
The annual Congress golf 
tournament at the Detroit 
Golf Club will be under di- 
rection of Wendell Neeland, 
Clio, Mich. In addition a 
limited supply of tickets for 
the All-Star baseball game 
will be offered those dele- 
gates wishing to purchase 
them. Provisions for sight- 
seeing tours, that afternoon, 
will include visits to Wind- 
sor, Ont., just across the 
Detroit River. 

On Tuesday evening the 
entire convention will be en- 
tertained by Dr. Frank J. 
Polgar, mental wizard and 
hypnotist. 

Wednesday afternoon there 
will be a sightseeing trip to 
Greenfield Village and the 
Edison Institute Museum. 
That evening the annual 
banquet and floor show will 
be presented at the Hotel 
Statler. 





Schick Announces Two 
Promotions in Sales 


Schick Inc., 644 Atlantic 
Ave., Stamford, Conn., has 
announced the promotion of 
Len Evans to eastern district 
manager, with offices in New 
York City, and that of Rich- 
ard Douglas as sales promo- 
tion manager in Stamford, 
succeeding Mr. Evans. 

Both men have been with 
the company for a number of 
years, starting as salesmen. 
Mr. Evans was formerly 
sales promotion manager, 
and Mr. Douglas held the 
post of sales supervisor in 
Boston and the New England 
territory. 
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Shapleigh Names Two to 
Builders’ Hardware 


Shown here are John B. 
St. John and Joseph A. Jutzi, 


ment, and Mr. Jutzi will be 
in charge of the builders’ 
hardware contract depart- 
ment of the company. An- 
nouncement of their appoint- 





of Shapleigh Hardware Co., ments was made in the May 
31 issue of HARDWARE AGE. 


ree 





Torrington Mfg. Names 
Robinson Sales Head 


Dudley B. Robinson has 
been appointed general sales 
manager of The Torrington 
Mfg. Co., Torrington, Conn., 
succeeding Donal G. Leslie, 
whose resignation as vice- 
president and general sales 
manager became effective re- 
cently. 

Mr. Robinson joined the 
Torrington Company in 1949 
as assistant general sales 
manager. Previously, he was 
associated with Warren Mc- 
Arthur Corp., Bantam, Conn., 
organizing and directing the 
purchasing and material con- 
trol departments. Prior to 
that, Mr. Robinson was in 
sales work for General Fire- 
proofing Co., and vice-presi- 
dent of Harding Bros., Inc. 





JOHN B. ST. JOHN 





Kewaskum Utensil Firm 
Adopts A New Name 


Regal Ware, Inc., is the 
new name of the Kewaskum 
Utensil Co., Kewaskum, Wis. 
The new corporate name was 
adopted by the stockholders 
900 Spruce St., St. Louis 2, of the company at a recent 
Mo. Mr. St. John was re- meeting and, except for the 
cently named buyer for the name, no other changes have 
builders’ hardware depart- been made in the firm. 





JOSEPH A. JUTZI 








New Denver Pot & Kettle Officers Installed 





The Denver Pot and Kettle Club, hosts for the 1952 Na- 
tional Pot and Kettle Convention, was recently visited by the 
national president of the Associated Pot and Kettle Clubs of 
America, W. Clark Wright, Meier & Frank Co., Portland, 
Ore. Mr. Wright attended the installation of newly elected 
officers of the Denver group. 

Shown above receiving congratulations from Mr. Wright is 
club president, Allen B. Carpenter, Allen B. Carpenter Co. 
At far left is the retiring president, Lewis C. Brady, manu- 
facturers’ representative. 
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Swivel units; 
even heat; easy 
cleaning. Oven 
vent acts as 
plate warmer. 









“*7-Heat’’ 
switches permit 
accurate control. 
Handy plug-in 
for appliances. 















Largest electric 
range oven. 
Cooks entire 
meal at once. 
550 Degrees F 

in 6 minutes. 












electric 


Designed to meet the trend toward more com- 
pact kitchens, the Wagoner Model 2000 offers 
all the important advantages of larger, costlier 
electric ranges. One piece, stainless, acid-resist- 
ing porcelain top; oven heavily Fiberglas insu- 
lated all 6 sides; automatic positioner holds door 
ajar when broiling; overall size 17x 17x 20... 
and lots of other important fea- 
tures, too! 


range 


Write today for 
FREE CATALOG 


Also available, in addition to the deluxe 
model (above), in standard model to retail at 
about twenty dollars less. Both models illustrated 
and fully described in our latest catalog. 


AMERICA AND SOUTHERN CORP. 
1000 Sixth Avenue South, Dept. H-651 
Nashville 10, Tennessee 
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Telechron Will Become G. E. Department 
With F. A, Fisher as General Manager 


Telechron Inc., Ashland, 
Mass., a manufacturing affil- 
iate of General Electric Co., 
will become a department of 
the parent company on 
June 30. The announcement 
was made by the president of 
Telechron Inc., A. F. Fisher. 
The Telechron department 
will be part of the appliance 
and electronics group, one of 
General Electric’s three main 
operating groups. 

Beginning July 1, 1951, 
Telechron Inc., will be known 
as Telechron Department, 


General Electric Co., Ash- 
land, Mass. Mr. Fisher will 
become general manager of 
the Telechron Department. 
No other changes will affect 
the manufacturing, engineer- 
ing and sales organization, 
or the company’s operations 
as manufacturers of stand- 
ard household and commer- 
cial clocks, advertising 
clocks, radio timers, range 
timers, industrial timing de- 
vices and synchronous timing 
motors, all bearing the Tele- 
chron trademark. 








Landen Putty Adds New 
Wholesalers for Lines 


Eight wholesalers in the 
New England area have been 
appointed to handle the Lan- 
den Putty Works, Inc., Mal- 
den 48, Mass., line of Flexi- 
seal caulking and glazing 
compounds, as part of the 
company’s expansion  pro- 
gram resulting from en- 
larged manufacturing facili- 
ties. 

The wholesalers appointed 
are: Dunham-Hanson Co., 
31-41 Mercantile Sq., Bangor, 
Me.; Edwards & Walker Co., 
3-5 Monument Sq., Portland 
3, Me.; Emery-Waterhouse 
Co., 145 Middle St., Portland 
6, Me.; Knowlton & Stone 
Co., and Spencer Hardware 
Co., both of Keene, N. H.; 
Clark Koehnline, Inc., and 
Emery Waterhouse Co., both 
of Manchester, N. H.;. and 
Thompson Hoague Co., 42 N. 
Main St., Concord, N. H. 





American Stove Names 
Assistant Sales Head 


E. D. Russell, former Magic 
Chef sales representative in 
Wisconsin and Minnesota, 
has been named assistant Lo- 
rain Division sales manager, 
according to American Stove 
Co., 1641 §S. Kingshighway 
Blvd., St. Louis 10, Mo. The 
appointment of A. W. Gruer 
as manager of the market re- 
search department was an- 
nounced simultaneously. 


Boosters Elect Officers; 
Plan Spring Outing 

New officers were elected 
and plans for its spring stag 
outing were discussed at the 


May 25 meeting of the Hard- 
ware Boosters at Miller’s 
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Restaurant, 144 Fulton St., 
New York City. Robert Wat- 
son, Stanley Tools, was suc- 
ceeded as president by Wil- 
liam Wolfe, The Carborun- 
dum Co. Elected first and 
second vice-presidents were 


Kenneth Lanyon, The Yale 
& Towne Mfg. Co., and Wil- 
liam W. White, Eagle Rule 
Co. John Hires, Worth Hard- 
ware Co., treasurer, and 
Daniel Werth, Star Expan- 
sion Bolt Co., secretary, were 
reelected to those offices. 

Plans for the spring stag 
outing to be held Wednesday, 
June 20, at Travers Island, 
Pelham Manor, N. Y., were 
discussed. 





Cleveland Cap Screw 
Has 35th Anniversary 


The 35th anniversary of 
the Cleveland Cap Screw Co., 
Cleveland, Ohio, was cele- 
brated at a banquet and 
evening meeting at Tudor 
Arms Hotel, Cleveland, on 
May 17, by factory, office 
and sales employees. Service 
pins were awarded to 68 em- 
ployees completing from five 
to 35 years of service with 


Florence Stove Appoints 
Singleton Midwest Head 


H. R. Singleton has been 
appointed manager, Midwest 
division of Florence Stove 
Co., 205 School St., Gardner, 
Mass., to succeed F. B. Jere- 
mia, who recently resigned. 


Mr. Singleton returns to 
the Florence organization 
after serving in executive 


sales capacities with A. J. 
Lindemann & Hoverson Co. 
and the American Stove Co. 
Previous to those connections 
he had been a member of the 
Florence organization for 23 
years, and held the position 
of assistant sales manager at 
the time of his resignation 
in 1949. In his new position, 
he will direct the sales efforts 
of 11 Florence representa- 
tives in 13 midwestern states. 
He will make his headquar- 
ters at the Florence midwest 
office, 1452A Merchandise 
Mart, Chicago. 





the company. 





Showroom for Seasonable Items Opened by Knoxville Wholesaler 


C. M. McClung & Co., 
Knoxville, Tenn., hardware 
wholesalers, recently opened 
a modern display room for 
featuring displays of sea- 
sonal goods for its dealers. 
The main showroom which is 
for use as a sample display 
room for dealers, measures 
39 ft. wide and is 58 ft. long 
at its longest point. 

Equipped with a visual 
front window, fluorescent 
lighting and modern floor 
covering the showroom is 
located in the firm’s main 
building at 501-519 W. Jack- 
son Ave. Layout and fixtures 
were provided by the Ten- 
nessee Retail Hardware As- 
sociation. ; 

As emphasized in a com- 
pany announcement, “sea- 


sonal hardware items will be 
displayed in a manner which 
we hope will aid our dealers 


li a 


eee, 
* = 


tS Segssess 


|| |e 


Major portion of the sample 


in better displays and in- 
creased sales and profits in 
their stores.” 





room with emphasis on tools 


and sporting goods, on the men’s side. 





View of the McClung dealer display room through its visual front window. 
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For Any Display Purpose 


is available for prompt shipment 








Strip Glass for Counter Bins and for Counter Build-ups or Shelves 
in various widths and lengths with d, or polished edges is * 
available for quick shipment. Write for our catalog. 





STORE KRAFT “company 


£ ME BRASKA 


OEPARTMENT © @E 








Sheffield 


: Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
lelel Ge] bm tel Ma del'anel, Me lick Be 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE | 














PURE 
Om Here's the greatest deal in the 


TTS] ER; world in oil colors! The very finest 
=“ quality oil colors . . . in a complete 
iene range of colors... all triple ground 

in pure linseed oil... all FULL 

STRENGTH...and at popular 

prices! Get this display cabinet... 

and watch your oil color sales 

zoom up! 


“Shettield Zrnge 


PAINT CORPORATION 
CLEVELAND 19, OHIO 


| Sheffield 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware. . . 

quality produced by 

i Griffin. 
Bi Svcry DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE © PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 

1639 Fargo Avenue, Chicage 26, Illinois 

9344 Woedward Avenue, Detroit, Michigan 

115 Broad Street, Boston, Massachusetts 

1355 Market Street. San Franciseo 3, Califernia 
917 St. Charles Avenue, Atlanta, Georgia 

308' North Harwood, Dallas, Texas 

4524 East 60th Street. Seattle, Washington 

785 North President Street, Jackson 6, Mississippi 
4638 Nichols Parkway, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16. Maryland 
1620 Garfield Street. Denver 6, Colorado 
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Richmond Hardware Company Expanding; 
Builds New Office, Warehouse Building 


Richmond Hardware Co., 
wholesaler of Richmond 21, 
Va., has moved into its new 
office and warehouse build- 
ing, located at the Rose- 
neath Rd. and Leigh St. The 
one-story building is erected 
on a 300 by 432 ft. lot. An 
adjoining lot provides park- 
ing space. 

The office section of the 
building includes a display 
room, city sales room, con- 
ference room and an audito- 
rium seating 100 persons. The 


warehouse portion consists of 
114,000 sq. ft. of open one- 
level storage, and a pneu- 
matic tube system to and 
from the warehouse has been 
installed. A truck dock ac- 
commodates 15 vehicles. 
Richmond Hardware Co. 
was incorporated in 1897. 
Present officers of the firm 
are: Walker D. Stuart, Sr., 
president; Walker D. Stuart, 
Jr., vice-president and trea- 
surer; and F. B. Saunders, 
vice-president and secretary. 








Sam Briggs Elected Reo 
Mower Vice-President 


Sam Briggs has been 
elected vice-president in 
charge of the Lawn Mower 





SAM BRIGGS 


Division of Reo Motors, Inc., 
Lansing 20, Mich., makers 
of power lawn mowers. 

Mr. Briggs joined the com- 
pany in 1943, and has been 
in charge of Reo’s lawn 
mower activities as division 
sales manager since 1945. 
He was formerly associated 
with the Ideal Power Lawn 
Mower Co., joining that firm 
in 1928 as assistant sales 
manager and rising to the 
position of general manager. 





Hardware Square Club 
Elects New Officers 


Charles Pincus, Stanley 
Works, has been elected 
president of the Hardware 
Square Club. Other officers 
named at the recent election 
were Howard Jungkind, 


manufacturers’ agent, first 
vice-president; Leslie Boch- 
ner, second vice-president, 


and Lou Appell, manufac- 
turers’ agent, third vice- pres- 
ident. LeRoy Fowler, Frank- 
lin Hardware Co., was elected 
secretary, and Richard Hub- 
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ler, Universal Screw & Bolt 
Co., became financial secre- 
tary. Edward Brandt, Long 
Island Hardware, was named 
treasurer. Installation of 
the new officers will take 
place on June 19 at the Cor- 
nish Arms Hotel, New York 
City. 





Maytag Adds Three to 
Quarter-Century Club 


Three regional managers 
of the Maytag Co., Newton, 
Iowa, were initiated into the 
Maytag 25-Year organiza- 
tion at the Club’s semi-an- 
nual meeting recently, bring- 
ing the total membership to 
250 active members, repre- 
senting more than 7700 years 
of service. 

Those who received their 


quarter-century certificates 
of service from Fred May- 
tag, II, president, were: Ray 
Wildermuth, regional sales 
manager in Richmond, Va., 
Roy Montgomery, manager 
in Minneapolis, and Charles 
W. Buchanan, manager for 
western Illinois. 





Martin-Senour Quarter 
Century Club Grows 


Four employees have 
rounded out a quarter of a 
century of service at Martin- 
Senour Co., paint manufac- 
turers, 2520 S. Quarry Ave., 
Chicago 5, IIll., and have been 
added to the rolls of the com- 


pany’s 25-Year Club. The 
club membership now has 
reached 37. 





W. R. Brown Corp. 
Opens New Plant 


W. R. Brown Corp., manu- 
facturer of spraying equip- 
ment, has opened a new plant 
at 2701 N. Normandy Ave., 
Chicago, Ill. The new build- 
ing marks the company’s 
fourth major expansion since 
its founding in 1921. It has 
complete, modern production 
facilities, all on one floor. 
In addition to the Speedy 
Sprayer, the company manu- 
factures a complete line of 
compressors, air guns, air 
filters, air regulators, pres- 
sure paint rollers, and air 
vises, 


Wolff, Jayne Named As 
Plas-Tex Officials 


Howard D. Wolff has been 
appointed sales manager of 
Plas-Tex Corp., 2525 Mili- 





HOWARD D. WOLFF 


tary Ave., Los Angeles 24, 
Calif., and Joseph M. Jayne 
was named vice-president in 
charge of operations of the 
company. Frank G. Berlin, 
formerly president of the 
company, has resigned. 

Mr. Wolff was acting sales 
manager of Revere Ware, 
having been affiliated with 
the firm for the past 13 
years. He has also been as- 
sociated with the General 
Electric Corp. sales depart- 
ment. 

Mr. Jayne was formerly as- 
sociated with Montgomery 
Ward, and also the Norge 
Heat Division of Borg-War- 
ner Corp., and Gibbs & Cox. 











i 


National Housewares Group Elects New Officers 





Officers and directors of the National Housewares Manufacturers Association were 
elected recently at the annual meeting of the board of directors, held at the Palmer 
House, Chicago. Left to right, they are: executive committee member, C. M. McCreery, 


Revere Copper & Brass, Inc., 


Rome, N. Y.; W. E. O'Brien, 


Toastmaster Products Div., 


McGraw Electric Co., Elgin, Ill.; starting his first three-year term as association director, 
Ralph M. Fawcett, Republic Stamping & Enameling Co., Canton, Ohio; treasurer, J. R. 
Caldwell, Wooster Rubber Co., Wooster, Ohio; vice-president, Stan L. Hanssen, Hanson 
Scale Co., Chicago, Ill., president and member of the executive committee, Joseph A. 
Kaplan, Joseph A. Kaplan & Sons, New York; re-elected as executive secretary, A. W 
Buddenberg; and the following directors, George Fritz Jr., F. 


Ohio; E. M. Gable, Aluminum Cooking Utensil Co., 


president, J. W. Alsdorf, Cory Corp., Chicago, III. 


H. Lawson Co., Cincinnati, 
ew Kensington, Pa.; and retiring 
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HARDWARE BRIEFS 





— 





Arkansas 

The Curtis Finch Hard- 
ware & Appliance Store, 
Third and Main, Little Rock, 
was opened recently. 





California 


Lloyd D. Greeson Hard- 
ware Store, Newport Ave., 
Ocean Beach, has been sold 
to Thomas P. Desjardins and 
Errol F. Thompson. 





Georgia 

The store front of Chris- 
tian Hardware Co., Athens, 
has recently been modernized, 
and a shed joining the main 
building has been removed. 
The outside of the building 
was painted and store signs 
re-lettered. 


Indiana 

Kelly Brothers Hardware 
Co. is the new name of Hoff- 
man Hardware, Madison. 





The Timberlake Hardware, 
Williamsburg, has been pur- 
chased by Frank Davis from 
D. A. Timberlake. It is con- 
tinuing in operation under 
the management of Mr. 
Davis. 


Kentucky 


Pence Hardware Coa., 
Broadway, Bowling Green, 
has recently held its opening. 
A large parking area has 
been provided at the store. 
W. B. Pence is the owner and 
operator. 





Massachusetts 


Bengtson Hardware Co., 
West Lynde St., Gardner, has 
been sold to Edward J. Knit- 
zr by Otto Hakkinen, pro- 
prietor for the past seven 
years. The company was 
founded in 1911. 





Modern Hardware & Paint 
Co., 54 Woodside Ave., Win- 
throp, recently held its open- 
ing. Seymour Ginsberg is the 
proprietor. 

Michigan 

Central Hardware Co., Ter- 
race St. and Irwin Ave., 
Muskegon, was opened re- 
cently in a new and modern 
building, providing more than 
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twice as much floor space 
as in the old _ building. 
There is parking space in the 
rear. 


Minnesota 

The Sterling shopping cen- 
ter branch of Cleveland 
Hardware, 318 N. Main, Aus- 
tin, has been opened. Bliss 
Cleveland, Sr. is the owner. 





New York 


The Village Hardware 
Store, 177 So. Wellwood Ave., 
Lindenhurst, L. IL, was 
opened recently by Alfred L. 
Pfeiffer. 





Sanford Coleman and his 
son have built and opened a 
paint and hardware store on 
Fry Blvd., Canaan Lake. 


ic 20—t™s 


Leibold Hardware Co. has 
taken a lease on a new store 
location at 1920 Salem Ave., 
Dayton, where a branch unit 
is to be opened. The main 
store is at 3420 N. Main St. 





Pennsylvania 


Don Gagliano and Sam 
Muscarella have purchased 
the Harborcreek Hardware 
Co., Harborcreek, The new 
owners also own the North 
East Hardware Store, North 
East. 





South Carolina 


The Peoples Hardware 
Store, formerly operated by 
R. R. Carroll, has been pur- 
chased by Jack Roberts. 


Texas 


A branch store of Wimber- 
ley Hardware Co., has been 
opened at 1902 Ninth and 
Broad, Wichita Falls. Cus- 
tomer parking space has been 
provided. 


Washington 


Walter D. Kimsey has pur- 
chased and is managing the 
Inland Builders’ Supply, $518 
Cannon, Spokane. Henry Paul 
was the former owner. 








GE Sales Appointments 


I. P. Pruitt has been ap- 
pointed manager of major 
appliance sales for the Gen- 
eral Electric Supply Corp., 
Bridgeport 2, Conn. 
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Guarantees Greater Sales and Profits 


A& ee 


\ Vong lid See 


FEATHER WEILER 


GARDEN HOSE 


ee © Yewgh ond Deruivle Prostis — Ovvinae Robbert 
" oF * 


"Non-rust, 2-way 
perma-grip coupling. 
Designed for use 
with plastics, this 
Plymouth feature is 
gvaronteed to hold 
fast for the’ life of 
the hose. 


TWO WAY 


SCOVILLE ZZ 
COUPLING “7 





K "In bright garden green es 
flashing crimson red 
® Tough, durable plastic — outlasts rubber. 
© Featherweight — a child can lift it. 
® Resists extreme hot and cold temperatures. 


® Withstands city water pressure. 
© In 25-ft., 50-ft. and 75-ft. lengths. 
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Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 
Canton, Mass. 


i/so Manufacturers of SLIPKNOT, the World's Largest 
Selling Friction Tape. 














R. F. Willis Honored with Gift of Diamond 


Tie Clasp on Firm’s Golden Anniversary 


Celebrated in a quiet way 
on April 23, 1951, was the 
golden anniversary of R. F. 
Willis & Bro., Inc., Penns 
Grove, N. J., wholesale hard- 
ware and industrial supply 
concern. The event was 
marked with presentation to 
R. F. Willis, chairman of the 
board, ‘reasurer and founder 
of the firm, of a diamond 
studded tie clasp. Miss Mar- 
garet Shimp, assistant sales 
manager, wholesale, oldest 
employee in point of service, 
made the presentation in be- 
half of her associates. 

R. F. Willis was a young 
man of 23 with a capital of 
only $234 when he purchased 
a coal and hardware business 
in a small two story building, 
in 1901. He started opera- 
tions with a boy and a man 
as his employees. Four years 
later the firm purchased the 
John Summerill & Bro. 
Lumber Co., at which time 
R. P. Willis, brother of the 
founder, became a _ partner 
and took charge of the 
lumber department. The firm 
then became R. F. Willis & 


Bro. 


1913. The 


It was incorporated in 
company pur- 


chased the Capelle Hardware 
Co., 


Wilmington, Del., 


in 


1917, at which time it en- 
tered the wholesale business. 
It was with the Capelle com- 
pany that Mr. Willis began 
his hardware career as an 
errand boy. 

F. Marion Willis, son of 
the founder, became presi- 





Officers and executives of R. F. Willis & Bro. 


Co.— 


seated, R. F. Willis; standing, left to right—Miss Margaret 
Shimp, assistant sales manager, wholesale; Norman F. Wor- 


meck, assistant 


treasurer; 


Robinson B. Willis, 


secretary, 


Marion Willis, president; Calvin’ W. Brice, industrial sales 
manager; William J. Brodesser, vice president and general 
sales manager and John S. Turner, director and manager, 
lumber and builders’ supply department. 








SOLD ONLY 
THROUGH 
RECOGNIZED 
WHOLESALERS 


The tape with the yellow core 
made by OKONITE 


“li fot itt Y Mishel ».. 


Panther on: 


friction and rubber tapes 
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dent of the company in 1943; 
R. F. Willis becoming chair. 
man of the board. R. B, 
Willis, another son became 
secretary and William J, 
Brodesser was elected vice- 
president. Two years later 
R. P. Willis, brother of the 
founder, retired from the 
company. 





Arvin Midwest Agent 


Lee V. Hadin has been ap- 
pointed an Arvin television 
and radio sales representa- 
tive in the midwestern states, 
Raymond P. Spellman, sales 
manager of the television and 
radio division of Arvin In- 
dustries, Inc., has announced, 
Mr. Hadin has been assigned 
to an analysis and study of 
distributor problems in the 
states he will cover. 





Housewares Club Outing 


The Southeastern House- 
wares Club, 214 Pryor St., 
S. W., Atlanta, Ga., is plan- 
ning its annual _ outdoor 
“Bar-B-Cue,” to be held on 
July 28, 1951. The organiza- 
tion is comprised of buyers, 
sales representatives, retail- 
ers and others affiliated with 
the housewares industry. 











CONGRESS 


Self-aligning and permanently lubricated sponge 


iron section acts as a wick lubricat 


by capillary action. Vibration proof rubber grom- 
mets with static dissipator are available. 
Write for details 


PULLEYS 


type bearings also available. 


CONGRESS’°* 


3750 E. OUTER DRIVE, 


LUBRALIFE 
PILLOW 
BLOCKS 


ing the shaft 


Flange 





nd V-BELTS 


Available from stock from FHP 
up to 200 H.P. 


e 
World's Largest Manufacturer 
of FHP Pulleys 
e 


WRITE FOR CATALOG 
IAMOND 


coro” DRIVES 


DETROIT 34, MICH. 
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the REFRIGERATOR PITCHER The Brand They Know 


with features that make 
it a star performer 





A beauty to look at... so easy to 
clean and handy to use, this compact 
Lustro-Ware plastic pitcher just natu- 
rally appeals to the modern house- 


A few of the more 
than 100 Lustro- 
Ware Housewares 


Refrigerator Dishes 
Salad Bowls 


Serving crave wife. As a matter of fact she is 
aon _ shopping for the entire Lustro-Ware 
Tumblers line of over 100 items. Better check 


Canister Sets 
Cake Cover Sets 
Cookie Jars 
Bread Baskets 
Sink Strainers 
Towel Holders 
Flower Holders 
Ice Buckets 

Egg Trays 
Mixers 
Measuring Cups 
Napkin Holders 
What-Not Shelves 
Clothes Hangers 
Clothesline Reels 


your stock today. 
COLUMBUS PLASTIC PRODUCTS, 
Columbus, Ohio 


INC. 


PLASTIC HOUSEWARES 


Scoops Paint OA tung of 
Silverware Trays P Guaranteed a 
Knife Racks 


Good ——— } 


a 
$2r45 aovranisto 













IF YOU SELL THE FARM 
MARKET --STOCK CANVAS 
KID TARPS WITH THE EASY 
TO SELL FEATURES ! 









Here’s why profit-wise 
dealers everywhere stock 
Canvas Kid tarps. 


e Excellent margin of 
profit. 


e Packaged for easier, faster sales. 
e Insured construction. 


¢ Finest quality canvas, water repellent 
& mildew- resistant treated. 








DEALERS: Get your share of this large 
market. Contact your Wholesale 
Hardware Jobber or write for name 
of nearest distributor. 























Sold exclusively through Wholesale Hardware Jobbers 
CANVAS PRODUCTS COMPANY 


1240 § 





Louis 4, Missouri 


Seventh Street . St 
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Regardless of occupation, all friction 
tape users have one thing in common: they are 
completely familiar — fully “at home’’ — with the 
Bull Dog brand name. 

Here’s the tape that sells itself on reputation of 
long-standing. It’s known for superior adhesion . . . 
for dependably high tensile strength . . . consistent, 
ravel-free quality ... and for positive resistance to 
aging, both on the roll and in use. 

When so many craftsmen and technicians have 
been literally “teethed” in their trades on a product 
that has maintained and improved its quality 
through the years, that’s the product whose sales 
you Can count on. 

Get in touch with your local distributor today. 
Start now to stock and to show Bull Dog — the 
product that sells itself. 








Get him to show you the 
attractive sales - boosting, 
space-saving Bull Dog Friction 
Tape displays. 





P.S. Ask your distributor to tell 
you how to cash in on extra vol- 
ume with Bull Dog Splicing Com- 
pound. 











Boston Woven Host 


& RUBBER CO. 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. « P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Gladding Names Rogers 
Florida Representative 


Lyman E. Rogers, Lyman 
Rogers Sales Co., St. Peters- 
burg, Fla., has been appointed 





# 


LYMAN E. ROGERS 


exciusive sales representative 
in the state of Florida for 
the B. F. Gladding Co., man- 
ufacturer of fishing lines, 
South Otselic, N. Y. Mr. 
Rogers’ company will offer 
sales promotion assistance to 
both wholesalers and retail- 
ers, in connection with a co- 
ordinated plan to merchandise 
the Gladding lines. 





Smith-Benny Sales Co., 11 
W. 42nd St., New York City 
18, has been appointed to rep- 
resent the Electric Steam 
Radiator Corp., Paris, Ky., 
in metropolitan New York 
and northern New Jersey. It 
will handle the company’s 
line of electric portable radia- 
tors and allied products. 








Eastern Hardware Golf Tournament Held: 
Hutchinson Becomes Association Head 


R. P. Edwards, Burhans & 
Black, Inc., Syracuse, N. Y., 
was the Medalist of the East- 
ern Hardware Golf Associa- 
tion Tournament, held at 
Shawnee Country Club, 
Shawnee - on - Delaware, Pa. 
The winner of the First 
Flight was H. Prescott Brig- 
ham, Jr., J. Wiss & Sons, 
Newark, N. J., and runner- 
up was E. H. Talman, Im- 
perial Knife Associated Cos., 
Inc., New York. 

Other flight winners from 
the 140 members qualifying 
for the tournament were as 
follows: 2nd Flight, George 
J. Kohler, McKay Co., Pitts- 
burgh, Pa.; 3rd Flight, Rich- 
ard M. Lorenzen, Imperial 
Knife Associated Cos., Inc., 
New York; 4th Flight, Fred 
M. Scott, Carborundum Co., 
Niagara Falls, N. Y.; 5th 
Flight, Henry M. Worthing- 
ton, H. Linn Worthington & 
Co., Garrison, Md.; 6th 
Flight, F. W. Berdan, Na- 
tional Carbon Co., Inc., New 
York City; 7th Flight, Rus- 
sell Hoehl, Russell, Burdsall 
& Ward Bolt & Nut Co., 
Philadelphia, Pa.; 8th 
Flight, Miles T. Hutchinson, 
Roberts Hardware Co., Inc., 
Utica, N. Y.; 9th Flight, J. 
E. McIntyre, Bennett Ire- 
land, Inc., Elizabeth, N. J.; 
10th Flight, James S. Sher- 
man, Roberts Hardware Co., 
Inc., Utica, N. Y.; 11th 
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Flight, C. D. Merritt, Reed 
Mfg. Co., Plainfield, N. J.; 
12th Flight, Stuart M. Jones, 
New York Wire Cloth Co., 
New York City; 13th Flight, 
Howard E. Holland, Holland 
Mfg. Co., Baltimore, Md.; 
14th Flight, B. E. Bostwick, 
J. Wiss & Sons, Newark, 


N. J.; 15th Flight, David G. 
Baldwin, Baldwin - McLean, 
Inc., New York City; 16th 
Flight, Gordon W. Farr, 
Decatur & Hopkins Co., Bos- 
ton, Mass.; and 17th Flight, 
John R. Earle, North Wayne 
Tool Co., Detroit, Mich. 
Miles T. Hutchinson, Rob- 
erts Hardware Co., was 
elected president of the asso- 
ciation, and John S. Davey, 
Russell, Burdsall & Ward 
Bolt & Nut Co., and William 
M. Stout, American Hard- 
ware Supply Co., were both 
elected vice-presidents. H. L. 
Gilliam, Wood Shovel & Tool 
Co., became secretary-trea- 
surer. Newly elected to the 
board of governors for a 
three-year term were: Mel- 
vin H. Campbell, Campbell 
Chain Co., York, Pa.; Fran- 
cis P. May, May Hardware 
Co., Washington, D. C.; and 
Joseph C. Walker, Buffalo 
Bolt Co., New York City. 
Re-elected to the board for 
two years were R. W. Muel- 
ler, Minnesota Mining & 
Mfg. Co., Ridgefield, N. J.; 
Walter G. Woodworth, Sam- 
son Cordage Works, Boston, 
Mass.; and C. B. Leinbach, 
Supplee - Biddle - Steltz Co., 
Philadelphia, Pa.; while 
Keen Markey, Ames, Bald- 
win, Wyoming Co., Brockton, 
Mass.; W. W. Conde, W. W. 
Conde Hardware Co, 
Watertown, N. Y.; and W. 
B. Chandlee, Edw. K. Tryon 
Co., Philadelphia, Pa., were 


re-elected to a one-year term, 

A silver cocktail tray was 
presented to Leo C. May, 
chairman of the board, who 
has announced his retire. 
ment. Frank L. Campbell, 
Fayette R. Plumb, Inc., Phila- 
delphia, Pa., the retiring 
president, was elected chair- 
man of the board of goyv- 
ernors to succeed Mr. May, 





G. G. Thorne Now Heads 
Cleveland Paint Assn. 


G. G. Thorne, general 
manager of merchandising 
of The Sherwin Williams 


t 





G. G. THORNE 


Co., 101 Prospect Ave, 
Cleveland, Ohio, was recently 
elected to the presidency of 
the Cleveland Paint, Varnish 
& Lacquer Association. 








Royal Electric Co. Holds Annual Sales Meeting 





Royal Electric Co., Inc., Pawtucket, R. I., manufacturer of wire, fuses, wiring devices 
and Christmas lighting, used the occasion of the National Association of Electrical Dis- 
tributors’ convention to gather its salesmen together for the annual sales meeting on May 
22 at the Ambassador Hotel, Atlantic City, N. J. Joseph G. Riesman, Royal president opened 
the meeting with a review of the past year’s progress in sales and new product development 
and Myer Riesman, treasurer, discussed the company’s promotional plans and packag- 


ing program on consumer items. 


advertising and 


meeting was headed by Robert A. 


He introduced Jules P. Goldsmith, newly appointed 
promotion manager, to the sales organization. The balance of the 
Riesman, sales manager, who outlined the many 


details of salesman-customer-factory relationship, and the meeting was concluded with 
full confidence in the future expressed by everyone present. 
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Franklin W. Olin 


Franklin W. Olin, 91, 
founder of the Olin enter- 
prises that make up Olin In- 
dustries, Inc., East Alton, 





FRANKLIN W. OLIN 


Ill., died May 21 at Barnes 
Hospital, St. Louis Mo. 

Mr. Olin began his business 
career as a builder of mills 
for the manufacture of blast- 
ing powder, and in 1892 es- 
tablished the Equitable Pow- 
der Mfg. Co., for the manu- 
facture of black powder. He 
then invented a machine that 
loaded paper shotshells more 
rapidly, and this invention 
led to the formation of West 
ern Cartridge Co., in 1898. 
Through the years Mr. Olin 
added the manufacture of 
various components of am- 
munition, completing his pro- 
gram of expansion in 1916 
with the erection of Western 
Brass Mills. In 1932 Win- 
chester Repeating Arms Co. 
was purchased by Western 
Cartridge, and in 1944 Olin 
Industries, Inc., was formed, 
for which Mr. Olin remained 
a director until his death. 

Mr. Olin is survived by 
two sons, John M. Olin, 
president of Olin Industries, 
and Spencer T. Olin, first 
vice-president. 





William T. Wamsley 


William T. Wamsley, 63, 
manager of the Kansas City 
warehouse of Wheeling Cor- 
rugating Co., died suddenly 
on May 24, at his home in 
Kansas City. He had been 
manager of the Wheeling 
Kansas City branch for 18 
years. He began his busi- 
hess career as salesman out 
of the company’s St. Louis 
warehouse in 1924, and be- 
come assistant manager in 
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1926. A year later he was 
transferred to Kansas City 
as assistant manager, becom- 
ing manager in 1933. 





George A. Heuer 


George A. Heuer, 73, paint 
representative covering Long 
Island, died suddenly on 
May 12 at Mattituck, L. L, 
N. Y. Mr. Heuer had been a 
representative for the past 
50 years, and covered terri- 
tory for McCloskey Varnish 


Co., Philadelphia, Pa., and 
the Solo-Horton Brush Co., 
New York City. 

Surviving are his widow, 
two sons, G. A. Heuer, Jr., 
and Everett M. Heuer. 





Lloyd A. Smith 


Lloyd A. Smith, 47, buyer 
of Barrett Hardware Co., 
wholesaler, Joliet, Ill., died 
following a heart attack on 
May 24. Mr. Smith joined 
Barrett Hardware in 1934, 
prior to which he was asso- 
ciated with Frank Burke 
Hardware Co., Waukegan, 
Ill. His widow survives him. 








Topflight Tool Starts 
Work on New Plant 


Topflight Tool Co., Ince., 
116 E. Market St., York, Pa., 
recently broke ground for a 
new manufacturing plant 
North of York, which the 
company expects to occupy 
by the end of the year. The 
one story plant will add 
16,000 sq. ft. of working 
space and provide increased 
facilities for production for 
both the company and its 
subsidiary, Topflight Tape 
Co. 





Master Metal Transfer 


Ken Hart, Jr., has been 
transferred to the home office 
of Master Metal Products, 
Inc., Buffalo, N. Y., as man- 


ager of the contract division. 
He will be in charge of all 
contracts with the Federal 
Government, and will con- 
tinue to supervise all sales in 
his territory. He was for- 
merly district manager of the 
Cleveland, Detroit and Pits- 
burgh territory. 





Hunderup Made Official 
Of Tap and Die Firm 


Leo F. Hunderup has been 
appointed vice-president and 
assistant general manager of 
the Greenfield Tap & Die 
Corp., Greenfield, Conn. He 
will assist in the management 
of the company plants in 
Greenfield, and the Geometric 
Tool Co. Division, New 
Haven, Conn. 


Mr. Hunderup was for 
merly executive vice - presi- 
dent of Van Norman Co. and 
its subsidiary, Morse Twist 
Drill & Machine Co. 





BMC Mfg. Names Bergna 
Head of N. Y. Office 


Charles Bergna, Jr., has 
been appointed manager of 
the recently opened New 
York sales office and display 
room of BMC Manufactur- 
ing Corp., Binghamton, 
N. Y., manufacturer of ju- 
venile wheel goods, at Room 


810, 200 Fifth Ave., New 
York City. 
Mr. Bergna, formerly 


world’s champion six-day bi- 
cycle rider, will represent 
the BMC line in Connecticut 
and metropolitan New York. 





Coolerator Makes Four 
New Appointments 


G. L. Rees has been elected 
vice-president and a member 
of the board of directors of 
The Coolerator Co., Duluth 1; 
Minn. Frank H. Fisher, for- 
merly range sales specialist, 
has been appointed national 
range sales manager of the 
company, and Walter A. 
Summers was named na- 
tional freezer sales manager. 
R. H. Schneberger has been 
appointed to the post of na- 
tional merchandise manager. 

Mr. Rees was formerly 
manager of Gibson Refrig- 
erator Co. sales. 











New Officers Assume Duties for Denver Pot & Kettle Clab 


The election of officers for 1952 was held by the Denver Pot & Kettle Club at an 






pe 


evening dinner meeting, May 2, at Lakewood Country Club. Shown above, left to right, 


are: historian, Lynn H. Magorian, W. W. Grainger Co.; first vice-president, 


Lou Golm, 


General Electric Supply Co.; corresponding secretary, Malcolm Medill, Medill Sales Co.; 
retiring president, Lewis C. Brady, manufacturers’ representative; retiring second vice- 
president, Henry Lowen, The May Co.; president, Allen B. Carpenter, Allen B. Carpenter 
Co.; second vice-president, W. G. Cline, W. G. Cline Co.; retiring corresponding secretary, 
Robert C. Starke, W. G. Cline Co.; recording secretary, Harold Levine, Century Distrib- 


uting Co. 


1951 


Harold H. Kueker, Hassco, Inc., not shown, was elected treasurer. 
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THAN EVER 


Pisto-Grip BLOW TORCHES 
















* Pequea uses the famous Mustads 
and snells them with Dupont Nylon 
leader material by a patented ma- 
chine process. This makes every 



















Rubber 
\ Sponge Mop 


Reports on Events Affecting 
The Hardware Business 


wh Westie. 
| 


(Continued from page 10) 


| take stock. Defense and supporting 
| programs have been slow in getting 
up speed. For example, it is be 
lieved more aluminum has been al- 
| lotted for aircraft than needed. 





AGE of May 31 for earlier com- 
mittee decisions). 

One of the new tentative deci- 
sions is to hold the excise levy on 
radio and TV receivers, phono- 
graphs, records, and musical] in- 
struments at the present level of 
10 per cent. The difference would 
have spelled $55 million in new 
revenue. 





: | About 1.8 million tons of steel has 
a Features new, safe PistoGrip Handle. Drawn been set aside for building freight Co 
i steel tank has brazed inserts and electrically | cars, but less than 70 pct has actu- sem re: 
% COMPOUND KETTLES °@ a bottom. Wott blow-proof pump adds ally been used. Just how much steel 
@ Hee POTS jn safety. Available in brass or steel. a 4 be ore 
*% SOLDERS . any ody’s guess, despite tight ! 
& SAFETY SHIBLDS 4 Electric PAINT SCRAPER inventory controls. The blunt fact 
° ; é ; is that currently there is not 
* OILERS . The outstanding electric paint scraper on the enough steel to go around 
*% OIL CARRIERS a market. Develops 225 watts, has razor sharp - g : s 
* PAINT POTS ‘ scraper blade, and replaceable elements. It | OUTLOOK — Defense officials say 
e ACCESSORIES ne pong ey today for com- | unofficially that from here on (ex- 
9. ' cept in case of actual war), mili- 
| tary steel demands will be “off se 
| slightly.”” New production is com- a 
| ing in. NPA says it will allow CMP Awe 
| claimants only as much steel per lites 
Wr U Lele Ven gel ai cm ae me quarter as can actually be used. has 
Grove City, Pa. | ‘ ’ a 
| Capitol Hill Debates 
. 10’ 
Size of New Tax Bill rect 
—AN ARTMOORE PRODUCT — | Up on Capitol Hill, House mem- you 
© £ air, 
° .e rs Cc s1ze 
The Original bers continue to debate the siz ot 
and form of the new tax bill. any 
Patented Several new tentative decisions S 
F ~ “ have been announced by the House a 
Self-Wringing Ways and Means Committee in the con 
past two weeks. (See HARDWARE bac 




















“Pequea Hook” uniformly stronger 7m 
and absolutely dependable. You can Another decision reversed an 
get “Pequea’s” in every popular point | earlier move to tax commercial 
and bend with Snells from 6 to 36 cameras and film. As the Dill 
laches tang. | f stands now, products sold for this 
Pequea also makes the famous a | For satisfied noua b biect to a 

Quilby Minnow. Choice of 60 sizes | Customers Sell purpose Ww ou not be subject to C 
for all fresh and saltwater fishing. : . federal excise tax. oul 
Send f f Popul ar Caney A 10 pet manufacturers’ tax on he 
detail Pequea’ “ £ s’ tay 

Localized ‘assortment of Hooks end aes safety razors and razor blades also 

Quilby Minnows. Quality Product : , Ask for 

has been approved. and lite 

The greater o_o vy Pyar Write f Individual income taxes would be gees 

Hooks is in the method of snell- : rite for ’ -—< kK - 91 the man 

ing. A hook that comes off the t details boosted 4 pet in 1961, with . 12% play aic 

leader will not bring in fish pet increase applying in future with Do 
Build up profits and hold cus- years. Capital gains tax would be 
tomers with the world’s best. computed as at present, with 12%4 

eed meee ie ARTMOORE CO. pet added. The bill probably will TI 

a. |] 1319 North Third Street | Milwaukee 12, Wisconsin — wong September - . 
esume reading on page 11) 
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a * DOWFLAKE! 
id. 
ficials say stoc Ca 
‘€ On (ex- 
ar), mili- , ' 
| be “off Here’s an item that does a sparkling sales 
- : job for dealers . . . Dowflake calcium chloride REDUCE BASEMENT 
Duos Cup 77-80%. Dowflake is easy to stock and handle Mo 
pl : . . . comes with a counter display kit and USTURE 
aeey Faw literature to help you sell . . . and because it 
be used. has a large customer appeal all year around, OSE DOWFLAKE 
can easily be worked into a be » profitable DOWFLAKE ; 
sales item. 
Dowflake helps lower humidity in basements, IN 
recreation rooms, storerooms, closets, wherever 
ise mem- you wish. Dowflake attracts moisture from the 


the size air, cuts mold and rust by reducing excessive Y@ate). 


humidity. Once used, Dowflake is a “must” in 

















bill. 
oatat any home. 
ecisions ’ ’ 
e House Stock Dowflake in 25 and 100 Ib. bags. Dis- 
ae play it prominently and let your customers get 
e in the : ge : 
acquainted with it. They’ll buy . . . and come 
ARDWAES back for more! 
er com- 
ve deci- Dowfiake licks summertime 
levy on humidity. Basements, store- 
phono- rooms, recreation rooms, 
teal in closets and other rooms are 
protected against excessive 
level of moisture and humidity, freed 
> would from harmful mold and rust. 
in new Dowflake can also be used 
to control dust on driveways, 
playgrounds‘and other 
sed an similar areas. 
mercial 
le bill This is vowflake newspaper mat No. 
or this 519. Write Dow for the complete series 
ct toa of these sales-making newspaper mats. 
Counter display and literature Consumer ads create , 
tax be. help you sell DOWFLAKE demand for DOWFLAKE F 
eS als : } 
Ask for the Dowflake counter display kit Dowflake national advertising is work- f ; 
and literature. They make an attractive, ing for you, helping you sell the prod- Bs D OW 
uld be informative, se/ling package which shows uct, creating a demand for its uses. ' ; 
a 12% the many Dowflake uses. Use these dis- Have plenty of Dowflake on hand and 
play aids . . . and realize new profits be ready for your share of the sales! 
future with Dowflake! : 
uld be CHEMICALS 
1 12% 
will THE DOW CHEMICAL COMPANY «+ MIDLAND, MICHIGAN ia Peer ee en ets ee eT ha 
y wi i AND AGRICULTURE 


11) Write Dow for name of distributor [ : sl 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Dealers Allowed to 
Continue Under GCPR; 
Price Squeeze Eased 


As predicted on this page in the 
last issue of HARDWARE AGE, OPS 
has granted the hardware trade a 
reprieve, eliminating the bulk of 
dealers from the necessity of filing 
the complicated charts required by 
CPR-7. This reprieve in the form 
of Amendment 5 to that regulation 
follows substantially the same form 
we outlined in this column. 

Now, hardware stores with a 
store-wide volume of less than 
$100,000 or a volume of less than 
$60,000 in certain lines — house- 
wares, lawn mowers, _ sporting 
goods, china and glass, etc., may 
continue selling under ceiling 
prices as set by the General Ceiling 
Price Regulation. 

However, there will still be some 
stores, particularly the very large 
ones, or those doing more than 
$20,000 in radios, phonographs, and 
TV, which will still have to file, if 
they had not already met the May 
31 deadline. 





If you wish a copy of the text of 
Amendment 5 to CPR-7, write the 
Priority and Price Digest Editor, 
c/o HARDWARE AGE, 100 E. 
42nd St., New York 17, N. Y. 


Meanwhile, anticipating some 
price roll back and advances as a 
result of the manufacturers’ order, 
CPR-22, OPS has also acted to re- 
lieve some of the price squeeze pres- 
sures resulting from the inflexibil- 
ity of the GCPR. SR 29 permits 
wholesalers and retailers to revise 
ceiling prices by applying a per- 
centage markup to their new net 
invoice costs. (See the article be- 
ginning page 67 of this issue for 
details.) 

That relief is termed as “in- 
terim.” It is to be followed by a 
tailored regulation for wholesalers. 

Also coming is one for retailers, 
either tailored specifically to the 
hardware trade or to small dealers 
generally. At least, Washington 
sources have it, the new order will 
not require involved reporting and 
will be built around historic mark- 
ups and/or suppliers’ suggested re- 
tail prices. 
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A special report on recent 
changes in price control affect- 
ing hardware stores begins on 
page 67 of this issue. This 
report explains how dealers can 
determine their position under 
CPR-7; what to do about the 
General Ceiling Price Regula- 
tion; how to handle cost in- 
creases. 





New OPS Committee 
Represents 38 Trades 


Appointment of an overall Re- 
tail Industry Advisory Committee 
to advise on matters of pricing 
policy affecting retailers of con- 
sumer goods has been announced 
by Harold B. Wess, director of the 
Consumer Goods Divisions of OPS. 

Invitations have been sent to 40 
retailers throughout the country 
representing 38 distinct retail 
trades embracing hardware, sport- 
ing goods, furniture, gift, and 
other types of stores. 

The new committee will be made 
up of individual business men in- 
stead of association officials and 
will include both members and non- 
members of retail trade associa- 
tions. 

Creation of the Retail Advisory 
Committee is expected to be fol- 
lowed by appointment of advisory 
committee representing various 
segments of the retail trade, and 
also by an overali Wholesalers of 
Consumer Goods Industry Ad- 
visory Committee. 





Filing Date Extended 
For Manufacturers 


OPS has announced that there 
has been an extension until July 2 
of the deadline for filing reports 
under the General Manufacturers’ 
Order (CPR-22) and the Ma- 
chinery Manufacturers’ Order 
(CPR-30). The extension order 
provides that manufacturers who 
file reports under the orders have 
the option to start using new ceil- 
ings May 28. However, no price 
increase can be put into effect until 
15 days after filing with OPS. 


By R. S. WILD 
Associate Editor 
HARDWARE AGE 


Wholesalers, Retailers 
Get Squeeze Relief 


Pending issuance of a general 
wholesaler regulation, OPS re- 
cently took interim action to per- 
mit adjustment of some wholesale 
and retail ceiling prices by sellers 
pricing under the General Ceiling 
Price Regulation. The action (ex- 
plained in detail on page 67 of 
this issue) is not an ‘across-the- 
board lifting of the GCPR freeze, 
but is of limited application. 

The interim action provides for 
a follow-through on the upward 
and downward changes in prices 
expected to result from the manu- 
facturers’ regulation (CPR-22). 
It also takes wholesalers and re- 
tailers out of squeezes in which they 
were caught by the GCPR which 
froze prices at the highest delivered 
price in the base period Dec. 19, 
1950-Jan. 25, 1951. 





MRO Order Adjusted 


For Higher Prices 


The Maintenance, Repair and 
Operating Supplies order (MRO) 
on May 22 was amended to adjust 
limitations on the use of the DO-97 
rating to compensate for increased 
prices and accelerated programs; 
also to reduce the number of appli- 
cations for quota adjustments. 

The amendment permits the use 
of DO-97’s for up to 120 pct of the 
amount spent on MRO items dur- 
ing the base period. The limit had 
been 100 pct. In addition to the 
use increase, the amendment made 
the following changes: 

Any organization using the 
DO-97 rating to get 20 pct or less 
of its quarterly quota will also be 
permitted to purchase an unlimited 
MRO total without use of the 
rating, subject to inventory and 
use limitations and any restric- 
tions contained in NPA orders. 

A firm now will be able to use 
DO-97 for some scarce items and 
still be free to make increased pur- 
chases of other needs on the open 
market. 

The amended order also permits 
a choice of base period: Either the 
calendar year or the nearest fiscal 
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I’m sold on Swing-A-Way 
AND SO ARE MY CUSTOMERS! 




















Refreshment Shaker Model 
Series 1100S 





Vw 
eee A ICE CRUSHER + SERIES 1100 






CAN OPENER 
CABINET MODEL « SERIES 1200 
Magnetic Model + Series 1200M 









CAN AND JAR OPENER 
SERIES 1500 ' 
Magnetic Model + Series 1600 
KNIFE SHARPENER 
SERIES 800 


Summers open season 


on Rubbermaid 


sales records! 





Your customers go hunting for 
Rubbermaid all year ’round. But in 











CAN OPENER « SERIES 500 
Magnetic Model + Series 600 
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‘* Guaranteed by > 
Good Housekeeping 

or 
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FOR THE QUEEN OF THE KITCHEN 











SWING-A-WAY MANUFACTURING COMPANY « ST, LOUIS 16, MISSOURI 
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warm weather, some sales 
records can topple like 
sitting ducks! 
As the mercury goes up, so 
does the demand for those 
wonderful Rubbermaid work-savers 
that give women so much more 
leisure time away from housework. 
Aim now to get your share of 
this profitable summer-time fs 
business .. . and bag some new hod 
sales records this summer! / | 


Call your jobber now. i / 


/ 


Ribbeamaid Grousewrrs 


The original... complete... nationally-advertised 
line of rubber housewares 


THE WOOSTER RUBBER COMPANY ¢ WOOSTER, OHIO 
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NPA Wholesale Hardware Industry 
Advisory Committee 


The Wholesale Hardware Industry Advisory Committee, whose 
May 14th meeting with NPA is reported elsewhere on this page, 
is composed of the following hardware wholesalers: 

H. J. Allison, Allison-Erwin Co., Charlotte, N.C.; Wakefield Baker, 
Jr., Baker & Hamilton, San Francisco, Calif; F. C. Barksdale, 
Brown-Roberts Hdwe. & Supply Co., Ltd., Alexandria, La.; M. W. 
Dugan, Emmons-Hawkins Hdwe. Co., Huntington, W. Va.; John 
H. Stauffer, Herr & Co., Inc., Lancaster, Pa.; Frank B. Kaufman, 
Hibbard, Spencer, Bartlett & Co., Evanston, Ill.; I. S. Eshleman, 
Ostrander and E'shleman, Inc., New York City; Charles L. Hildreth, 
The Emery-Waterhouse Co., Portland, Me.; Charles L. Wheeler, 
The Salt Lake Hardware Co., Salt Lake City, Utah, and William 
P. Tracy, The Tracy-Wells Co., Columbus, Ohio. 








year ending before March 1, 19651. 

DO-97 use for capital additions 
is limited to 10 pct of the quarterly 
quota or to $750, whichever is 
higher. This is to prevent overuse 
for capital additions at the ex- 
pense of MRO use, NPA said. 

Companies which have more than 
one plant within the United States 
and its territories and possessions 
now have the option of deciding 
whether MRO quotas shall be es- 
tablished for each plant individu- 
ally or for the organization as a 
whole. 


LP Gas, Fuel Oil Go 


Under Price Control - 


OPS has recently set dollars-and- 
cents ceiling prices, effective June 
4, on liquified petroleum gas and 
other residual fuel oiis at principal 
eastern seaboard ports. These 
prices, set in Amendment 2 to 
CPR-17, are 17 to 31 cents a barrel 
above present prices. The ceiling 
price for No. 6 commercial stand- 
ard specification is $2.45, with 
other prices for other cities. 

Ceiling prices for other grades 
of residual fuel oil are arrived at 
by adding base period differentials. 
For resellers of these grades, the 
increases authorized are added to 
the present price. 


NPA Asks Bigger 
Steel Set Aside 


NPA recently notified steel pro- 
ducers of the new percentages of 
stainless steel products which they 
must reserve for rated orders dur- 
ing the third quarter of 1951. Re- 
serve requirements for corrosion 
and heat-resistant steel products 
have, in some cases, been raised 
100 pet of the producers’ product 
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shipments during the base period, 
Jan. 1 to Aug. 31, 1950, and in no 
instances have been set at lower 
than 50 pet. 


Lift Price Ceilings 
Off Scout Goods 


Sales of articles carrying the 
Boy Scout or Girl Scout brand and 
retail sales by the Future Farmers 
of America have recently been 
exempted by OPS from ceiling 
price restriction. Specifically, the 
regulation, General Overriding 
Regulation 6, exempts from all 
OPS ceiling price  rectrictions, 
wholesale and retail sales of ar- 
ticles bearing the official emblem, 
motto, pledge, or other distin- 
guishing mark of the merchandise 
of these organizations. 








Farm Equipment Given 
Priority Assistance 


NPA recently acted to assure 
continued production of essential 
farm equipment during July, Au- 
gust, and September, by issuing 
Order M-55A. This order permits 
production of farm equipment dur- 
ing the third quarter at a rate 
similar to production in the same 
period of 1949. 

It also authorizes farm equip- 
ment manufacturers to use a de- 
fense-order (DO) rating to obtain 
steel, copper, aluminum, zinc, and 
component parts needed by the in- 
dustry during the third quarter. 


Under NPA Order M-55, manufac- | 


turers of farm equipment 
provided 
June 1951 production only. 
Pending allotment of materials 
under CMP, farm 
manufacturers may apply a DO-87 
rating to obtain 92 pct of third 


were | 
priority assistance for | 
| 


equipment 





NOW'S THE TIME 
TO BUY 
VENTED HEATERS 





REG. u. 5. Pat. OFF 


THE HOTTEST HEATERS 
ON THE MARKET 





Royal #1960 Vented Circulator is the kind of heater 
that salesmen like to sell. Has all the advantages. 
Lifetime Burner. Handsome design. Sturdy con- 
struction. Baked on enamel finish. Available in 
20,000, 40,000 and 60,000 B.T.U. sizes without radi- 
ants and 40,000 and 60,000 B.T.U. with radiants 
(Pyrex glass fronts allow complete vision of radiant 
glow). Automati: controls available at extra cost 
on above are Robertshaw 10% Safety Pilot, thermo- 
stat and Unitrol combination safety pilot and 
thermostat. 


All Royal Heaters are Ap- 
proved by AGA for Na- 
tural, Manufactured and 
LP Gas. 








Royal Gas Logs are most realistic. Ideal for fire- 
place in summer or winter. Two sizes available: 
22,000 B.T.U. model (20'' wide) and 30,000 8.T.U. 
model (24"' wide). For convenience of installation, 
3 orifices, for use with Natural, Manufactured and 
LP gases, are included with each heater. BA-I7 
Andirons shown above, at extra coft. 

Write today for catalog and name 

of your nearest Royal Distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 
QUALITY SINCE 1891 
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CARBIDE TIPPED 


MASONRY 
DRILL BITS 


Now available in 
standard lengths and 
extra long lengths 
up to 36” 





ELECTRICIANS 
PLUMBERS 

HOME CRAFTSMEN 
and others PREFER 


WaT 


BECAUSE THEY: 


@ Positively expel dust 
as they drill. 


@ Are the strongest drill 
available . . . for the steel 
shank with double flutes 
running from cutting edge 
to shank end has the same 


diameter as 


the carbide tip. 
RETAILERS 
PRAISE 


’ htwisl 


BECAUSE: 
They WIN 


Any PLACE 
They SHOW 


Cyclo-Twist stands and 
kits arewavailable to you 
at no extra cost. Ask your 
dealer or write direct. 


Hew E 


CARBIDE TOOL CO., INC. 
58 BROOKLINE STREET 7 
CAMBRIDGE, MASS. [EX 
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quarter 1951 requirements of each 
production material and com- 
ponent part. 

Manufacturers may extend DO-87 
ratings only to regular suppliers 
with whom they have dealt during 
the previous two years. If the 
regular supplier rejects the rating 
because of an NPA order, or no 
longer handles the needed material 
the manufacturer may place his 
order with a new supplier. 

Companies applying or extending 
DO-87 ratings must make this cer- 
tification on their order: “Certi- 
fied under NPA Order 55A and 
NPA Regulation 2.” 





Plumbing Price Order 
Nears Final Draft 


At a meeting of the Wholesale 
Plumbing and Heating Suppliers 
Industry Advisory Committee with 
OPS on May 23, a working skeleton 
of a ceiling price regulation affect- 
ing their products was reviewed. 
Such a regulation would allow his- 
toric percentage markups over 
manufacturers’ prices determined 
under CPR 22. 

The base period agreed upon for 
establishing markups is the first 
half of 1950. About 38 categories 
of plumbing and heating supplies 
will be covered by the regulation, 
grouped under four or five discount 
or markup headings. 

Some discussion occurred in the 
meeting over trade practices and 
margins customary in the North- 
west and Mountain States, which 
will be recognized in the final regu- 
lation. Freight rate increases were 
also discussed. 

An initial draft of the proposed 
regulation will go to committee 
members who will then meet again 
on July 9 to review final details. 





Price Squeeze Relief 
Offered By OPS 


Retailers and wholesalers cov- 
ered by the General Ceiling Price 
Regulation, who are squeezed by 
prices of commodities or services 
which are based on “introductory 
offers” in the GCPR base period, 
have recently been granted price 
relief by OPS. 

Under Supplementary Regula- 
tion 27 to GCPR, retailers and 
wholesalers can now increase 
on items or services if they were 
selling them during the base pe- 
riod under terms of an introduc- 
tory offer, announced and intended 


to remain in effect for a limited 
time, at a price substantially below 
those prevailing among competing 
products to the same class of pur- 
chasers. They can increase their 
prices to the level of the competi- 
tive products. 


OPS Urged to Accept 
Producers List Prices 


Members of the Home Laundry 
Equipment Industry Advisory 
Committee meeting for the first 
time recently with OPS officials 
recommended that an interim reg- 
ulation be issued permitting the 
manufacturer to file suggested re- 
tail list prices based on historical 
markups and permit use of such 
list prices at retail and wholesale 
levels. Members stated that the 
industry has operated over the 
years on the basis of published 
retail suggested list prices, with 
fixed discounts from the list prices 
to wholesalers and retailers. 


Consumer Goods Take 
Another 10 Pct Cut 


NPA has cut another 10 pct from 
the steel which manufacturers of 
appliances, radio and TV sets and 
other consumer durable goods can 
use beginning July 1. 

At the same time manufacturers 
were given a choice of two base 
periods to determine their steel 
quotas and they can also switch 
steel from one like product to an- 
other. 

The action was taken by amend- 
ing M-47 limiting third quarter 
steel consumption to 70 pct of the 
base period use, or 10 pct under 
present second quarter levels. 

The alternate base period clause 
in the new amendment was taken to 
cover seasonal fluctuations in the 
manufacture of products such as 
lawn mowers, bicycles, toys, etc. 

To permit manufacturers of slow 
moving goods to use their steel for 
production of items in greater de- 
mand, NPA regrouped many List A 
products to make it possible for a 
multiple-product manufacturer to 
boost his output by switching the 
steel for refrigerators, for example, 
to home freezers. 

Another change in M-47 removes 
the exemption allowing additional 
steel to fill defense-rated orders. 
These must now be filled from 4 
firm’s 70 pet quota. Hardship cases 
can, however, be adjusted. 
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Authorized PYREX Ware Distributors in 167 Cities 


Offer You Local Delivery...High Dollar Profits! 


ALABAMA 
Birmingham—Moore-Handley Hdwe. 


0., Inc. 

Mobile—McGowin-Lyons Hdwe. & Supp. 
Co. 

Mobile—Moore-Handley Hdwe. Co., Inc. 


ARIZONA 


Phoenix—Arizona Hdwe. Co. 
Phoenix—Momson-Dunnegan-Ryan Co. 


ARKANSAS 


Ft. Smith—Berry Dry Goods Co. 

Hot Springs—F. C. Stearns Hdwe., Inc. 
Little Rock—Berry Dry Goods Co. 

little Rock—Fones Bros. Hdwe. Co. 
Texarkana—Buhrman-Pharr Hdwe. Co. 


CALIFORNIA 


Fresno—The Thomson-Diggs Co. 

long Beach—American Whise. Hdwe. Co. 

los Angeles—California Hdwe. Co. 

los Angeles—General Merchandise Corp. 

los Angeles—™M. Seller Co. 

los Angeles—Union Hdwe. & Metal Co. 

los Angeles—Wesco Merchandise Co. 

Oakland—Skaggs-Stone, Inc. 

Sacramento—The Thomson-Diggs Co. 

Sacramento—Shipwell Co. 

Son Diego—Western Metal Supply Co. 

San Francisco—Baker & Hamilton 

San Francisco—Dunham Carrigan & 
Hayden Co. 

San Francisco—Seller Bros. & Co. 

San Francisco—M. Seller Co. 

San Francisco—Sloss & Brittain Co. 


COLORADO 


Denver—Banner Hdwe. Dist. Co. 
Denver—The Morey Mercantile Co. 
Grand Junction—Salt Lake Hdwe. Co. 
Pueblo—Holmes Hdwe. Co. 


CONNECTICUT 
Bridgeport—The Smith Comstock Co., Inc. 
E. Hartford—Robinson Clay Prod. Co. 
Hartford—Sechtman Hdwe. Co. 

New Haven—Bronson & Townsend Co. 
New Haven—The A. L. Schneider Co. 


DISTRICT of COLUMBIA 


Washington, D. C.—Doubleday-Hill 
Electric Co. 
Washington, D. C.-—May Hdwe. Co. 


FLORIDA 
Jacksonville—Florida Hdwe. Co. 
Jacksonville—The S. B. Hubbard Co. 
Miami—Frank T. Budge Co. 
Miami—Railey-Milan, Inc. 
Tampo—Knight & Wall Co. 
Tampa—l. W. Phillips Co. 


GEORGIA 
Atlanta—Beck & Gregg Hdwe. Co. 
Atlonto—Sharp-Horsey Hdwe. Co. 
Macon—Peeler Hdwe. Co. 


IDAHO 
Boise—Davis Supply Co., Inc. 
Boise—idaho Hdwe. & Plumbing Co., Ltd. 
Boise—Salt Lake Hdwe. Co. 


ILLINOIS 


Chicago—M. Block & Sons, Inc. 
Chicago—Butler Bros. 

Chicago—A. C. McClurg & Co. 
Chicago—Robinson Clay Prod. Co. 
Danville—Conron, Inc. 
Decatur—Morehouse & Wells Co. 
Evanston—Hibbard Spencer Bartlett & Co. 
Peoria—lsaac Walker Hdwe. Co. 


INDIANA 


Evansville—Ohio Valley Hdwe. & 

Roofing Co. 

. Wayne—Wayne Hdwe. Co., Inc. 
Indianapolis—Robinson Clay Prod. Co. 
Indianapolis—Van Camp Hdwe. & Iron Co. 
Richmond—Miller Bros. Hdwe. Co. 

South Bend—Wayne Hdwe. Co., Inc. 


IOWA 
Burlington—Drake Hdwe. Co. 
Cedar Rapids—Harper & Mcintyre Co. 
Des Moines—Brown Camp Hdwe. Co. 
Des Moines—Luthe Hdwe. Co. 
Ottumwa—Harper & Mcintyre Co. 
Ottumwa—Haw Hdwe. Co. 
Sioux City—Knapp & Spencer Co. 
Waterloo—Cutler Hdwe. Co. 
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KANSAS 

Atchison—Blish Mize & Silliman Hdwe. Co, 
Hutchinson—The Frank Colladay 

Hdwe. Co. 
Salina—The Lee Hdwe. Co. 
Topeka—W. A. L. Thompson Hdwe. Co.4 
Wichita—The Wichita Building Material 

Co., Inc. 


KENTUCKY 


Lexington—Van Deren Hdwe. Co. 
Lovisvijle—Belknap Hdwe. & Mfg. Co. 
Lovisville—Stratton & Terstegge Co. 


LOUISIANA 
Alexandria—Brown-Roberts Hdwe. & 
Supply Co. Ltd. 


Baton Rouge—Doherty Hdwe. Co., Ltd. 
Monroe—Monroe Hdwe. Co. 

New Orleans—Emil Schulingkamp Co. 
New Orleans—Stauffer-Eshleman Co. 
New Orleans—Stratton-Baldwin Co., Inc. 
Shreveport—The Lee Hdwe. Co. 


MAINE 
Bangor—Rice & Miller Co. 
Portland—Burbank Douglas & Co. 
Portland—Emery Waterhouse’ Co. 


MARYLAND 


Baltimore—Butler Bros. 

Baltimore—F. A. Davis & Sons 
Baltimore—David Kaufmann's Sons, Inc. 
Hagerstown—Schindel Rohrer & Co., Inc. 


MASSACHUSETTS 


Boston—Boston Supply Co., Inc. 
Boston—Jos. Breck & Sons Corp. 
Boston—Decatur & Hopkins Co. 
Boston—Robinson Clay Products 
Boston—S. Simons Hdwe. Co. 
Holyoke—J. Russell & Co., Inc. 
So. Boston—Bigelow & Dowse Co. 


MICHIGAN 
Bay City—The Jennison Hdwe. Co. 
Detroit—Buh! Sons Co. 
Detroit—Morley Bros. 
Detroit—Geo. C. Wetherbee & Co. 
Grand Rapids—Buhl! Sons Co. 
Grand Rapids—Michigan Hdwe. Co. 
Grand Rapids—Morley Bros. 
Saginaw—Morley Bros. 


MINNESOTA 
Duluth—Kelly-How-Thomson Co. 
Duluth—Marshall-Wells Co. 
Minneapolis—Butler Bros. 
Minneapolis—Janney-Semple-Hill Co. 
Minneapolis—Our Own Hdwe. Co. 
St. Paul—Farwell-Ozmun-Kirk & Co. 
St. Paul—Merrill Chapman Co. 


MISSISSIPPI 
Jackson—Orgill Bros. & Co. 


MISSOURI 


Kansas City—T. M. James & Sons China 

Kansas City—H. T. Poindexter & Sons 
Mdse. Co. 

Kansas City—Richards & Conover 
Hdwe. Co. 


Kansas City—Stowe Hdwe. & Supply Co. 
Kansas City—Townley Metal & Hdwe. Co. 
Springfield—Rogers & Baldwin Hdwe. Co. 


yn 
> 


. Joseph—Wyeth Co. 

St. Lovis—Blackwell Weilandy Co. 

St. Lovis—Butler Bros. 

St. Lovis—Ely Walker Dry Goods Co. 
St. Lovis—Gen. Mercantile & Hdwe. Co. 
St. Lovis—Shapleigh Hdwe. Co. 

St. Lovis—Witte Hdwe. Corp. 


MONTANA 


Billings—Billings Hdwe. Co. 
Billings—Kelly-How-Thomson Co. 
Billings—Marshall Wells Co. 
Butte—Montana Hdwe. Co. 
Great Falls—Montana Hdwe. Co. 
Helena—A. M. Holter Hdwe. Co. 
Kalispell—Kalispell Merc. Co. 
Missoulo—Missoula Merc. Co. 


NEBRASKA 


Hastings—Dutton Lainson Co. 
Lincoln—Henkle & Joyce Hdwe. Co. 
Omoaha—Omahe Crockery Co. 
Omaha—Paxton & Gallagher Co. 
Omaha—Wright & Wilhelmy Co. 
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NEW HAMPSHIRE 
Manchester—Emery Waterhouse Co. 


NEW JERSEY 


Jersey City—Chas. J. Smith & Co. 
Newark—Eagle Sales Co., Inc. 
Newark—H. Schultz & Sons 
Paterson—S. Federbush Co. 


NEW MEXICO 


Albuquerque—Zork Hdwe. Co. of 
New Mex. 


NEW YORK 
Albany—Albany Hdwe. & Iron Co. 
Binghamton—Babcock Hinds & 

Underwood, Inc. 
Binghamton—The Wilcox Whise. Corp. 
Brooklyn—Akorn Housewares Corp. 
Brooklyn—Horn Bros. 
Brooklyn—L. H. Heberlein, Inc. 
Buffalo—Robinson Clay Products Co. 
Buffalo—Weed & Co. 
Buffalo—The Wholesale Mart, Inc. 
Elmira—Barker Rose & Kimball, Inc. 
Jamestown—Clark Hdwe. Co. 
Kingston—Herzog Supply Co., Inc. 
New York—Beacon Sales Co. 
New York—W. L. Blumberg Co., Inc. 
New York—Wm. Goldenblum & Co. 
New York—H. Kornahrens, Inc. 
New York—Laufer & Rothbaum, Inc. 
New York—Loring Lane Co. 
New York—Masback, Inc. 
New York—Sickels-Loder, Inc. 
New York—Times Appliance Co., Inc. 
Rochester—Allison’s, Inc. 
Rochester—Matthews & Boucher, Inc. 
Rochester—Robinson Clay Products Co. 
Rochester—Weed & Co. 
Schenectady—Clark Witbeck Co. 
Syracuse—Burhans & Black, Inc. 
Syracuse—Onondaga Hdwe. Co., Inc. 
Troy—J. M. Warren & Co. 
Utica—Albany Hdwe. & Iron Co. 
Utica—Roberts Hdwe. Co., Inc. 
Watertown—W. W. Conde Hdwe. Co. 
Yonkers—trval Sales Co., Inc. 


NORTH CAROLINA 
Charlotte—Allison Erwin Co. 
Greensboro—Odell Hdwe. Co. 
Monroe—Monroe Hdwe. Co., Inc. 
Raleigh—Job P. Wyatt & Sons Co. 
Winston-Salem—Brown-Rogers Dixson Co. 


OHIO 
Canton—The Canton Hdwe. Co 
Cincinnati—imex Corp. 
Cincinnati—The Kruse Hdwe. Co. 
Cleveland—The W. Bingham Co. 
Cleveland—Geo. Worthington Co. 
Columbus—Smith Bros. Hdwe. Co. 
Columbus—The Tracy Wells Co. 
Dayton—The W. H. Kiefaber Co. 
Toledo—The Bostwick Braun Co. 


OKLAHOMA 


Oklahoma City—Miller Jackson Co., Inc. 
Oklahoma City—Oklahoma City 
Hdwe. Co. 
Oklahoma City—Richards & Conover 
Hdwe. Co. 
Tulso—Gates Hdwe. & Supply Co. 


OREGON 
Klamath Falls—Lorenz Co. 
Portland—Marshall-Wells Co. 
Portland—M. Seller Co. 
Portland—Woodbury Hdwe. Co. 


PENNSYLVANIA 


Allentown—C. F. Wolfertz & Co. 
Canonsburg—t. H. Smith, Inc. 
Erie—Wm. Irwin Arbuckle 
Harrisburg—Domestic Distributors, Inc. 
Johnstown—Morris Electric Supply Co. 
Kingston—Harris Hdwe. & Supply Co. 
Lancaster—Herr & Co., Inc. 
Philadelphia—|. Lodge 
Philadelphia—Philadelphia Notion & 
Nov. Co. 
Philadelphia—Supplee Biddle Steitz Co. 
Pittsburgh—American Hdwe. Supply Co. 
Pittsburgh—Morris Electric Supply Co. 
Pittsburgh—J. A. Williams Co. 
Reading—Bechtel Lutz & Jost, Inc. 


RHODE ISLAND 
Providence—Ballou Johnson & Nichols Co. 





SOUTH CAROLINA 
Anderson—Sullivan Hdwe. Co. 
Charleston—C. D. Frank & Co., Inc. 
Spartansburg—Montgomery Crawford 

Co., Inc. 


SOUTH DAKOTA 
Aberdeen—The Jackson Hdwe. Co. 


TENNESSEE 


Bristol—C. M. McClung Co., Inc. 
Chattanooga—C. M. McClung Co., Inc. 
Chattanooga—Kennedy-Herring 

Hdwe. Co. 
Knoxville—House Hasson Hdwe. Co. 
Knoxville—C. M. McClung Co., Inc. 
Memphis—Wm. R. Moore Dry Goods Co. 
Memphis—Orgill Bros. & Co. 
Memphis—Stratton- Warren Hdwe. Co. 
Nashville—Keith-Simmons Co., Inc. 
Nashville—Moore-Handley Hdwe. Co., Inc. 


TEXAS 
Amarillo—Amarillo Hdwe. Co. 
Amarillo—West Texas Whlise. of 

Amarillo 
Austin—The Walter Tipps Co. 
Beaumont—Tyrell Hdwe. Co. 
Corpus Christi—Corpus Christi Hdwe. Co. 
Dallas—Butler Bros. 
Dallas—Higgenbotham Pearlstone 
Hdwe. Co. 
Dallas—Hvey Philp Hdwe. Co. 
Dallas—The Schoellkopf Co. 
El Paso—Momsen-Dunnegan-Ryan Co. 
El Paso—Zork Hdwe. Co. 
Ft. Worth—Nash Hdwe. Co. 
Houston—Bering-Cortes Hdwe. Co. 
Houston—Peden Iron & Steel Co. 
Houston—Radoff Bros., Inc. 
Oronge—The Sabine Supply Co. 
San Antonio—Allensworth Carnahan Co. 
San Antonio—Southwestern Sales Co. 
San Antonio—Wm. Van Hoogenhuyze 
Hdwe. Co. 
W aco—Higgenbotham Hdwe. Co. 
Waco—San Antonio Machine 
& Supply Co. 


UTAH 
Ogden—Geo. A. Lowe Co. 
Salt Lake City—Salt Lake Hdwe. Co. 
Salt Lake City—Strevell-Patterson 
Hdwe. Co. 
Salt Lake City—Zions Co-op Merc. Inst. 


VERMONT 


Burlington—Vermont Hdwe. Co., Inc. 
White River Jct.—Vermont Hdwe. Co., Inc. 


VIRGINIA 


Norfolk—Norfolk Dist. Co 
Norfolk—Universal Products Co. 
Norfolk—Watters & Martin, Inc. 
Richmond—Richmond Hdwe. Co. 
Richmond—W atkins-Cottrell Co. 
Roanoke—Graves Humphreys Hdwe. 
Co., Inc. 
Roanoke—Nelson Hdwe. Co. 
Roanoke—Roanoke Hdwe. Co. 


WASHINGTON 


Bellingham—Morse Hdwe. Co., Inc. 
Pasco—tiniand Hdwe. Co. 
Seattle—Marshall-Wel!s Co. 
Seattle—Schwabacher Hdwe. Co. 
Seattle—Seattle Hdwe. Co. 
Seattle—Transpacific Mdse. Co. 
Spokane—Jensen-Byrd Co. 
Spokane—Marshall-Wells Co. 
Spokane—M. Seller Co. 
Tacoma—Hunt & Mottet Co. 
Yakima—Yakima Hdwe. Co. 


WEST VIRGINIA 
Bluefield—Bluefield Hdwe. Co. 
Bluefield—Superior Sterling Co. 
Charleston—Southern Hdwe. Co. 
Huntington—Huntington Whise. Furn. Co. 
Huntington—Foster-Thornburg Hdwe. Co. 


WISCONSIN 
Green Bay—Morley Murphy Co 
Milwaukee—Frankfurth Hdwe. Co. 
Milwavkee—Morley Murphy Co. 
Milwavkee—John Pritzlaff Hdwe. Co. 
W ausau—Morley Murphy Co. 


“Pyrex” is a trade-mark in the U.S. of Corning Glass Works, Corning, N.Y. 
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The Business Outlook—Markets and Price News 


Consumer Buying Pushed Output of Goods 
And Services to Record High in 1st Quarter 


Output of goods and the value of 
services performed increased to an 
annual rate of $314 billion in the 
first quarter, a new high, reported 
the Dept. of Commerce. This is a 
rise of $42 million since the start 
of the war in Korea. The Federal 
Government’s defense program was 
the “fundamental driving force’ 
which scent gross national produc- 
tion to a new high, said the depart- 
ment. 

The nation’s output in the first 
quarter was at an annual rate $14 
billion above the figure in the final 
quarter of 1950, a rise of about 5 
pet. The consumer buying rush 
early this year was a larger factor 
in the rise than the defense effort 
itself. Of the increase from the 
previous quarter, $9 billion was ab- 
sorbed by consumers and only $5 


billion by defense. Price inflation 
was also responsible for some of 
the rise. 

A change in the trend was noted 
in the second quarter of this year 
with a marked slowing down of 
the pace of the price rise. A sharp 
drop in consumer buying was also 
noted. With the defense program 
gaining momentum, orders have 
been issued for cutbacks in non- 
defense industries for the conser- 
vation of materials and labor for 
preparedness. 

It was also found that consumer 
buying, at an annual rate of $205 
billion, was not so heavily concen- 
trated on durables goods, such as 
automobiles, television receivers 
and home appliances, as in the final 
half of 1950. 





1000 Executives Predict Higher Sales 
At All Levels in Third Quarter 


There will be an increase in the 
volume of net sales in the third 
quarter of this year, as compared 
with the same period of 1950, in 
the opinion of 74 pct of approxi- 
mately 1,000 executives of manu- 
facturing, wholesaling and retail- 
ing firms who participated in a 
survey made by Dun & Bradstreet. 

The manufacturers were more 
confident of increased sales than 
the other two groups. Of these 77 
pet stated that they expect an in- 
crease; 15 pct indicated they ex- 
pect no change and 8 pct said they 
look for a decrease. 

Of the retailers, 71 pct look for 
increased sales, 18 pct said “no 
change” and 11 pct anticipated a 
_ decrease. 

Sixty-three per cent of all the 
executives predict an increase in 
net profits (after income taxes), 24 
pet expect no change, and 15 pct 
look for a decrease in profits. 

On the question of level of in- 
ventories, 59 pct of the manufac- 
turers expect an increase in the 
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third quarter; 51 pct of the whole- 
salers anticipate an increase, and 
62 pet of the retailers think their 
inventories will be greater at the 
end of Sept., 1951, as compared 
with the same time last year. 

The level of selling prices will 
be higher in the third quarter, in 
the opinion of 66 pct of the manu- 
facturers; 72 pct of the wholesalers 
and 77 pct of the retailers. 


Year's Turpentine 
Output Drops 16% 


Output of gum turpentine in the 
1950-51 season amounted to 271,- 
880 barrels, reported the Bureau of 
Agricultural Economics. This was 
a 16 pet drop from the previous 
naval stores year. This was the 
smallest production since 1946. The 
total was about the same as the 
average for the comparatively low 
years of 1943 through 1947. The 
1940-1949 average was 294,000 
barrels. 


Non-Signers Not Held 
By F.T. Contracts 


(Continued from page 14) 


with Calvert Distillery is obliged 
to abide by its Fair Trade price 
schedule. 

This action in the Bayou state 
also had the effect of destroying 
the effectiveness of contracts be- 
tween manufacturers and dealers 
in all other states with the excep- 
tion of Texas, Missouri and 
Vermont. 

It is generally agreed that manu- 
facturers can save their Fair Trade 
price structures, as the law now 
stands, only by means of doing 
business intra-state, through 
wholesalers, in each of the 45 Fair 
Trade states. 

This would mean that a manu- 
facturer would have to have one or 
more wholesalers in each of the 
states serve as his agent and pro- 
cure the signatures of all individ- 
ual store owners who would handle 
the manufacturer’s products. 

This, it appears, would be a 
burdensome, if not impossible pro- 
cedure. 

It is inconceivable that all deal- 
ers in a state would willingly sign 
Fair Trade contracts when to do so 
would mean that they would be 
tying their own hands and giving 
a price-cutting advantage to any 
non-signing competitors. 

There are devious ways by which 
non-signing stores could acquire 
sufficient supplies of a Fair Traded 
product, especially when they hap- 
pen to be large organizations with 
tremendous purchasing power. 

Even though manufacturers 
might not sell to non-signer stores, 
it is doubtful if they could continue 
to do this for long, judging by the 
present temper of the Supreme 
Court, as evidenced in the Schweg- 
mann case. 

The Department of Justice, the 
Federal Trade Commission and a 
large element of Congress has been 
in avowed opposition to the Fair 
Trade principle for a number of 
years. 

The first Fair Trade law was ini- 
tiated in 1931, during the depres- 
sion when there was a strong de- 
mand on the part of manufacturers 
for protection of their trade 
marked, nationally-advertised mer- 
chandise which had been used as 
“price footballs” and “loss leaders.” 

Numerous manufacturers have 
indicated that they have their legal 
counsels studying the implications 
of the Louisiana decision, and are 
seeking for ways to implement the 
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"922" 


It’s like getting a profit on a profit when you buy direct 
from H&R! On this one item for example, you get a $1.64 
profit dividend simply because there's no “‘cut’’ for a middle- 


ome BUY H&R * BUY DIRECT * MAKE MORE MONEY 


No Quantity Requirement 








Atlanta, Ga. Chicago, Ill. "Dallas, Texos San Francisco, Calif. 


680-84 W. Peachtree St. 341 West Superior St. 1712 Laws St. 138 Fourth St. 
Executive Sales Offices: Investment Building, Washington, D. C. 
HARRINGTON & RICHARDSON ARMS COMPANY 





72 Park Avenue * Worcester 2, Mass. 








| MAKES EVERYBODY A 


professional 
PAINT REMOVER 












—and has 101 Additional 
HY-HEAT USES 


| USED LIKE A BLOW TORCH | 


—but PROVEN safer, faster, more versa- 
tile by more than 20,000 enthusiastic 
users. Nothing else like it—nothing can 
match it! Approved by all safety engineers. 








THE NUMBER OF 

PEOPLE TRYING TO | 

IMITATE OUR ORIGINAL 
AIR BREATHER 


DON'T BE MISLED... | aermm itl 
SELL THE GENUINE, ™ Farts U2 # 7 





No Flame . . No Scorch . . No Danger 
Use indoors or out — on wood, metal, 
canvas. Penetrates corners, curves, 
moulding etc. Mould Plastics. Cemont 





¥ * A r 
ORIGINAL . OREATHER wall and floor tiles. A POPULAR PRICED, 
FALLS Chry ‘ ere \ > pit WRITE TODAY | QUALITY TOOL attractively packed. 
Sead i . \ oo / for new catalog | 
AIR BREATHER Wes | Stems Sold Only Thru Authorized Jobbers 
Made by the manufacturer of in actvel ATTENTION DEALERS: Write for catalog, dis- 
count, name of nearest jobber. ATTENTION 


Thy Buddy TACKLE BOXES : ; color 


JOBBERS—MFGRS. AGENTS: If your territory 
is not represented, we have an excellent deal for 
you on this highly successful, fast selling TOOL. 


KINETIC PRODUCTS CORP., 31S. 18th St, Phila. 3,Pa. 






STRATTON & TERSTEGGE CO. 


FOR HOME, SHOP, FARM, BOATYARD 
PROFESSIONAL & AMATEUR WORKERS 






MANUFACTURING DIVISION 


x 1859 LOUISVILLE 
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contracts they now have in the 
other 44 states. 

Small, independent dealers, too, 
have generally been strongly in 
back of Fair Trade, and it is quite 
possible that enough political pres- 
sure will eventually be brought to 
bear on legislators, so that even 
stronger legislation may result. 


Manufacturers’ Sales 
Fell; Inventories Up 


Sales of durable goods manu- 
factured in April amounted to 
$10,800,000,000, compared with 
$11,600,000,000 in March and $7,- 
600,000,000 in April, 1950. Season- 
ally adjusted the April total was 
$10,600,000,000, compared with 
$11,000,000,000 in the previous 
month. 

April inventories, the Office of 
Business Economics reported, to- 
taled $17,600,000,000, compared 
with $17,100,000,000 in March and 
$13,700,000,000 in April, 1950. On 
a seasonally adjusted basis the total 
was $17,500,000,000 for April, as 
against $17,000,000,000 in March. 

New orders for durable goods 
manufacturers totaled $12,500,000,- 
000 in April, as against $15,500,- 
000,000 in March and $7,900,000,- 
000 in April, 1950. Unfilled orders 
amounted to $46,000,000,000, com- 
pared with $44,300,000,000 in 
March and $18,700,000,000 in April, 
1950. 

The pattern for all manufactur- 
ers in April was similar, with a 
decline in sales and new orders 
from the March peak rates but 
with inventories and backlogs con- 
tinuing to rise. 


Large Independent 
Hardware Stores Gain 


Sales of large independent retail 
stores in April were down 10 pct 
from March, reported the Com- 
merce Dept. They were off 1 pct 
from April, 1950. Hardware stores 
showed a 13 pct gain over the same 
1950 month, while sales of lumber 
and building materials dealers 
were 19 pct ahead of a year ago. 

There was no change in sales of 
department stores from April, 
1950. There was a 2 pct dip in 
sales of furniture stores and dry 
goods and general merchandise 
stores. 


April Hardware Sales 
Declined Slightly 


April sales of all retail stores 
totaled $11,510,000,000, a rise of 
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about 4 pet over a year ago, an- 
nounced the Commerce Dept. While 
the down-trend in sales from the 
peak touched in January continued 
in April, it was at a reduced rate. 
April sales were off 3 pct from 
March after adjusting for seasonal 
factors and trading day differ- 
ences. This compared with a drop 
of almost 6 pct that had been re- 
corded from February to March. 

Declines in sales in April on a 
seasonally adjusted basis were 
shown for most store groups. Sea- 
sonally adjusted sales at hardware 
and building material stores were 
down 4 pct, while in other cate- 
gories of stores selling principally 
durable goods the decline was from 
7 to 8 pet from March to April. 

Sales for building materials and 
hardware stores in April, seasonal- 
ly adjusted, amounted to $1,045,- 
000,000, as against $1,085,000,000 
in March and $880,000,000 in April, 
1950. 


Suspend 2-Cent Duty 
On Copper Imports 


A bill suspending the import duty 
on copper of 2 cents a pound was 
signed by President Truman. Un- 
der the measure copper will be ad- 
mitted free of duty from April 1, 
1951, until February 15, 1953, or 
until the end of the national emer- 
gency, whichever is earlier. 


Chain Hardware Sales 
Dropped 7% in April 

Chain store and mail order sales 
in April were about 3 pct higher 
than a year ago, the Dept. of Com- 
merce reports. 

Seasonally adjusted, the April 
sales of the chain stores were un- 
changed from the previous month, 


in contrast to declines in February 
and March. 


Durable goods sales, on an ad- 
justed basis, continued downward 
from March to April. Decreases of 
7 and 12 pet from March to April 
after seasonal adjustment were reg- 
istered by hardware and automo- 
tive parts and accessories stores. 


Appliance Output 
Higher in Ist Quarter 


Most major appliances were being 
turned out during the first quarter 
of this year at a semi-annual rate 
above the high totals of the second 
half of last year, reported the Office 
of Business Economics. Exceptions 
were ironers, vacuum cleaners, 
washing machines and electric hot 
water heaters. 

The high output indicated restric- 
tions on use of critical materials 
for civilian products which the 
NPA has made thus far have had 
little effect. However, OBE ob- 
served that output of most appli- 
ances was lower in April than in 
March and indicated that it was 
highly improbable that semi-annual 
production rate set in major appli- 
ances during the first quarter would 
be maintained for the entire half 
year. 


90% of New Steel 
For Civilian Purposes 


There will be sufficient steel for 
military use and a civilian supply 
not much less than the tonnage 
used in any period prior to 1950, 
states Walter S. Tower, president 
of the American Iron and Steel 
Institute. 

Almost 90 pct of the record steel 
output in prospect for the third 
quarter will go into uses normally 
regarded as part of the civilian 
economy, he declared. He pointed 
out that this country has half of 
the world’s steel supply for about 





RETAIL HARDWARE STORE TRENDS 
March Sales Trends of Independent Stores in 10 Major Cities 


[Percentage Increase in Sales 1 





Mar, 1951 3 mo, 1951 Mar. 1951 
from from from 

Mar. 1950 3 mo. 1950 Feb, 1951 
District of vee AER 38 41 34 
Illinois—Chicago Sai eee ee 57 54 24 
Michigan—Detroit TET er Se came 19 29 0 
Minnesota—Minneapolis ................ 31 46 5 
Missouri—St. Louis Pe ef 14 31 0 
New York—New York City. re oh ah 28 37 12 
Ohio—Toledo ee a 34 34 26 
Pennsylvania— Philadelphia 6 16 0 
Washington—Seattle 25 60 9 
Wisconsin—Milwaukee 57 60 23 


Source: Bureau of the Census 
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THE MODEL Hi 
SHALLOW WELL 
PUMPING UNIT 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 











| cs DIMENSIONS: 


12 GALLON MODEL H 
2134” hgh; 30” long; 12” wide 
30 GALLON MODEL H 
25%” high; 35” long; 16” wide 



















on &. 
sile USA and },_ 3 
Canad'an -_ 


Licensee. 
7 sh, 

5 ae lis TWO PIPING CONNECTIONS 

ONCE PRIMED, ALWAYS PRIMED 


SATISFACTORILY PUMPS SANDY WATER 











This Peerless Model H shallow CAPACITIES: 
fe “ 275 to 420 gallons 
well system is packaged for imme- per hour 


diate installation. A real space 
saver, it fits neatly into compact 
locations, with only 2 piping con- 
nections necessary for automatic 
service. Its positive continuous 
pumping action is smooth and 
silent. Its mechanical shaft seal is 
one of many other quality features. 
Write today for Bulletin B-588; it 
describes the Model H and all 
other pumps in the complete Peer- 
less line of water systems. 


PEERLESS PUMP 





om 
LIFTS: 
Up to 20 feet 
. 
PRESSURES: | 
20 to 40 pounds | 
° 
MOTOR SIZES: 
VY h.p. electric 
motor controlled 
by automatic 
switch | 
e 
TANK SIZES: | 
12 gallons or 
30 gallons 


DIVISION 








FOOD MACHINERY AND CHEMICAL CORPORATION 
Address Inquiries to Factories at: 

Los Angeles 31, California ¢ Indianapolis 8, Indiana. 

Offices: New York, Atlanta, Dallas, Fresno, Los Angeles, 

Chicago, St. Louis, Phoenix, Plainview, Lubbock, Texas; 

Albuquerque, New Mexico. 





PEERLESS 


WATER SYSTEMS 


THE COMPLETE LINE 
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“GOLD 
LABEL"® 133 “spare 
Sprinkler Couplings 


and Menders 





i Tae 


No. 155 
"Gold Label"® 


No, 161 
“Diamond” ® 


No. 33 
“Brass King"® 


No. 72 
“Stayflat™ 


The “Tulip"® 






“Handy Spray" 





Brass 
Clamps 





No. 14 


H. B. Shenmatt Mfg. Co. 


Battle Creek, Michigan 
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The finest dishes call for freshly 
ground pepper, so be sure to stock 
the finest Pepper Mill and Salt 
Shaker sets. Your choice of En- 
glish Ivy or four other exclusive 
handpainted patterns. Pepper Mill 
boxed individually or in sets with 
matching salt shaker. 





PACKAGE SETS 


An attractive display box holding an 
11” salad and fruit bowl, four indi- 
vidual 6” bowls, and 10” matching 
fork and spoon. Only 12” wide for a 
perfect fit on standard display shelves. 
Ready for mailing or gift wrapping. 





More of everything in a Rio Grande 
Lazy Susan. More beauty in the hand- 
painted designs. More room for sand- 
wiches on the extra wide outside rim. 
More beauty in the Duroseal Finish. 
All these features plus a ball bearing 
base. Sizes 16”, 18”, and 20”. 

Space 131-133 
NATIONAL HOUSEWARES and 
HOME APPLIANCE EXHIBIT 
Atlantic City 


JULY 9-13 


ue Grande 


WHITE STUDIOS 


2421 McKINNEY AVENUE 


DALLAS , TEXAS 











6 pet of the world’s population. 
Steel is now being made at a rate 
of more than 107 million tons for 
1951 and new capacity is being 
added on an unprecedented scale, 
Mr. Tower added. 


Sales Exec Predicts 
Sales Will Gain 18% 


A tapering off of civilian hard 
goods sales in the latter part of 
the year was seen by Robert A. 
Whitney, president of the National 
Sales Executives, at the organiza- 
tion’s 16th annual convention in 
New York City. Increases for most 
types of business during the first 
part of 1951, he declared, will be 
shaded by a tapering off in the 
latter part of the year, particularly 
in hard goods. However, he believed 
that volume for the entire year 
should show an 18 pct gain over 
1950. 


Dept. Store Dollar 
Sales Ran Higher 


Department store dollar sales 
were up 4 pct in the week ended 
May 19 from the same week a year 
ago, the Federal Reserve Board re- 
ported. In the previous week the 
rise was 3 pct over 1950. A gain in 
dollar volume over the 1950 period 
was shown in 10 of the 12 Federal 
Reserve districts. Philadelphia, 
with an 8 pct rise, had the largest 
gain and the Kansas City district, 
with 1 pct, the smallest. Sales were 
off 5 pet in the Minneapolis area 
and 1 pet in St. Louis. 


Vacuum Output Down 
Sharply in April 

April factory sales of standard- 
size household vacuum cleaners 
amounted to 227,216 units, as com- 
pared with 290,242 in March, a 
drop of 22 pct, it was announced 
by C. G. Frantz, secretary-trea- 
surer of the Vacuum Cleaner Man- 
ufacturers’ Association. April sales 
were off 22.4 pct from the same 
1950 month when the total was 
292,664 units. April also was the 
lowest month since August, 1949, 
when the total of factory sales was 
219,909 units. 


Cellophane Price 


An average increase of 5%4 pct 
in cellophane prices has been pro- 
posed by E. I. du Pont de Nemours 
& Co. The boost is subject to ap- 
proval of the OPS. 








Rash of Price-cutting 
Follows Decree 


(Continued from page 14) 
May 21, that Macy splashed its 
price-smashing, double-truck ads in 
the New York papers. 

A few days later, Chicago depart- 
ment stores followed suit, and it 
wasn’t until June 4, two weeks 
later, that price wars broke out in 
San Francisco and other western 
cities. 

The price-cutting action was so 
spontaneous, once it broke into 
flame, that Fair Trading manufac- 
turers were helpless to do much 
about it. Only a few felt con- 
strained to make statements about 
their intentions, and the majority 
indicated that the matter was being 
studied by their legal counsel. 

A check of hardware stores in 
the-metropolitan New York area in- 
dicated that very few of them were 
venturing into the price war in an 
effort to keep their customers away 
from the price-slashing department 
stores. 

Some of the hardware dealers 
checked admitted that they knew 
that they were losing some electri- 
cal housewares business, but just 
as many others contended that they 
couldn’t see that they were affected 
by the New York City price battle, 
and were planning to sit it out and 
watch for developments. 

There were a _ few instances 
where large hardware stores in 
New York suburban areas were 
publicly announcing that they were 
giving discounts on Fair Traded 
merchandise, to meet the competi- 
tion of the big city stores. These 
stores, however, are in areas where 
local competition is very strong. 

One of the dealers admitted that 
his firm tried to compete with the 
department stores, when they were 
giving six per cent discounts, but 
that they decided to quit when the 
big stores cut their prices to cost. 

Typical of some of the offerings 
on Fair Trade merchandise at the 
height of the New York depart- 
ment store price war were these: 

A popular toaster, listing for $23, 
sold at $14.72. A mixer, listed at 
$46.50, sold at $26.59; a steam iron, 
regularly sold at $15.45, cut to 
$8.95; a percolator, listing for 
$29.95, sold for $21.69, a floor wax- 
er, listing for $64.50, reduced to 
$44.39. 

It is believed that the Fair Trade 
decision was probably just the 
spark that was needed to touch off 
the tinder, for retailers generally 
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THEY REMEMBER AT HOME 
--- FORGET IN YOUR STORE! 


a a 





" LINOLEUM 
SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL 
12-FT. CARTONS 


because the home owner forgets 
to make a purchase while in your 
12 feet of pliant, sil." 
very zinc in each small 





store ... and you lose an extra 
sale! Put the S & W linoleum seam 
and edge binding displays near 


box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting...no meas- 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 
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PORTABLE UNITS 
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CASES—CHESTS—CABINETS 


Here are the world’s finest metal 
boxes. They're better constructed— 
better looking. Known for their fine 
materials— workmanship— attractive 
“ design. These boxes out- 
look—outlast—outsell 
competition. 


TEST 
INSTRUMENT CASES 


a mal 


VALVE SPRING COMPRESSOR CO. 


TOOL CARRYING CASE 
WATERLOO, IOWA 
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In this business 
you gotta have 
two heads! 
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SCREWS 


come with slotted or Phillips heads 


You handle a complete line of wood screws when 
you sell Southern. For Southern screws are fur- 
nished with either slotted or Phillips heads, in a 
wide range of sizes from 44” No. 2 to 4” No. 20 in 
steel and 4” No. 16 in brass. Southern supplies spe- 
cially lubricated screws for hard woods. 


The finest materials available go into Southern 
screws .. . high grade extruded brass wire or top 
quality selected sulphur steel wire. Modern manu- 
facturing méthods and a unique inspection routine 
assure you absolutely uniform and perfect screws. 


Southern screws are expertly packed for easy han- 
dling and stocking. Investigate the Southern line. 


Write today for our attractive new catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © © ® ® ®@ 
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Sands, Cleans, Smooths, Polishes 
Electrically... 





$3,450 


Designed for industry, for professional 
work, this light, beautifully balanced, 
! orbital-motion, Sander is rapidly 
b i a st d home appliance. 


With its powerful electric motor and all- 
,,, ball-bearing construction, anyone can 
easily re-surface and refinish furniture, 
i 





we work, metal surfaces or walls. It 


will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a “‘piano finish”; remove rust and corrosion 
or ‘feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
Price. se first to display this nationally ad- 
vertised SpeedSander. 


J WRITE FOR 
S ay 


MANUFACTURING CO. 
1-0 Se. 52nd Ave., Cicero 50, Illinois 












( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


will NOT SHRINK 
STICKS AND STAYS pijy 
t 
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Most dealers report: (4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” at’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
t profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see ty sells so fast, and repeats so regu- 
larly. Many pane materials may shrink 
fall out or ¢ ip off. Durham’s Rock-Ha: 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. y to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 






















in POWDER Form 
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have been sitting on big, slow- 
|moving inventories, and the Su- 
| preme Court decision was just the 
excuse needed to ignite the explo- 
sion that seemed to be inevitable. 

Except for the fact that the 
props were kicked out from under 
a price support structure which 
|most small independent dealers 
| favor, the price wars did seem to 
shake consumers out of their leth- 
argy at least temporarily. 

Buyers flocked to the stores for 
Fair Trade “bargains” but they re- 
| mained to buy general merchandise 
on which there was little or no 
price-cutting, which was exactly 
what the merchandise managers 
had in mind. 


Packaging Materials 
Short of Demand 


Sufficient supplies for essential 
packaging needs “undoubtedly” 
will be provided by the Contro!led 
Materials Plan because containers 
and packaging are a basic neces- 
sity at every level of the economy, 
declared the spring report on the 
container and packaging industry 
by the Commerce Dept. 

It was noted in the study that 
demand for containers and packa- 
ging materials in the latter part of 
1950 far exceeded output although 
defense requirements’ generally 
were not heavy. A large part of 
this was due to forward buying for 
civilian uses. 

“Indications are that the demand 
for container and packing mate- 
rials during 1951 will continue in 
excess of production,” the report 
continued. 


Price Protection on 
G-E TV Until Nov. 15 


'* General Electric Co. announced 
(on May 29 that it would protect 
prices on its current TV receivers 
until Nov. 15. In case it should re- 
duce the suggested retail prices on 
any or all of the current models at 
any time before Nov. 15, G-E states 
it will rebate distributors the dif- 
ference between their original cost 
and the new cost on each unit in 
their inventories as of the effective 
date of the change, and will also re- 
bate distributors on the same basis 
for dealer inventories on these 
models. 

At the same time, G-E announced 
that it was inaugurating a factory- 
paid free wholesale dealer floor 
| plan to assist in financing working 
| inventories of TV sets. 








Refrigerator Stocks 
Ample for Present 


A survey among appliance deal- 
ers indicated that they will con- 
tinue to purchase refrigerators in 
limited quantities after July 1 when 
the NPA directive cutting back the 
use of copper for civilian goods out- 
put goes into effect. It was stated 
that further study would be re- 
quired before the extent of the re- 
frigerator cutback could be esti- 
mated. 

Some retailers believe a refrig- 
erator shortage is unlikely before 
the final quarter of 1951, even if 
there were a 75 pct cutback in out- 
put, due to the heavy inventories 
held by dealers and the heavy pro- 
duction which will continue until 
July 1. 


Gas Water Shipments 
Increased This Year 


April automatic gas water heater 
shipments totaled 209,100 units, a 
drop of 30,900 from March but 18.5 
pet above the total shipped in 
April, 1950, reported the Gas Ap- 
pliance Mfrs. Association. Ship- 
ments in the first four months of 
1951 amounted to 888,100 units, 
compared with 637,300 in the same 
1950 period. 


Factory Sales of 
Washers Fell in April 


Factory sales of standard-size 
household washers in April showed 
a decrease of 20.7 pct from the 
preceding month, according to in- 
dustry-wide figures announced here 
by The American Home Laundry 
Manufacturers’ Association. 

April sales also fell below those 
in the same month of 1950, being 
12.3 pct lower than a year ago. 

Automatic tumbler dryers sold in 
April were 25.1 pct less than in the 
preceding month but 31.1 pct more 
than in the comparison month of 
1950. 

Sales of ironers in April were 
down 31.7 pct from March and 25 
pet below April last year. 


New Chemical Will 
Stretch Rubber Supply 


A rubber reinforcing agent which 
is said to offer the possibility of 
extending by 45 pct the synthetic 
rubber used in passenger car tire 
carcasses is being marketed by the 
Wyandotte Chemicals Corp. under 
the trade name, Purecal-U. 
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Electrical Appliance 
Supply Fairly Large 
Radio, and television receivers 
and household appliances are in 
fairly adequate supply in most sec- 
tions of the country to meet civilian 
needs, the Radio, Television and 
Household Appliance Industry Ad- 
visory Committee has informed 
NPA. The committee reported a 
few spot shortages in automatic 
washing machines, electric ranges, 
water heaters, clothes dryers, gar- 
bage disposal units and certain 
types of radio and television tubes. 
Adequate supplies were reported in 
most areas of irons, vacuum clean- 
ers, electric fans and wringer and 
spinner types of washing machines. 


90-Day Exemption 
From Reg. W Is Urged 


A 90-day exemption from Regu- 
lation W on instalment sales of 
television sets and other consumer 
durables was urged by James B. 
Carey, secretary-treasurer of the 
CIO, in testifying before the House 
Banking Committee. 

Mr. Carey said the government 
should clamp down hard on bank 
credit to be used by business for 
building up inventories and upon 
commodity exchange “speculators.” 

He stated the Federal Reserve 
Board should modify Regulation W 
to allow trade-ins of old television 
sets as down payments on new 
ones, as is the practice in the auto 
industry. 


Trade Sales of Paint 


Increased Greatly 


Trade sales of paint, varnish 
and lacquer in March amounted to 
$59,331,071, compared with $53,- 
608,315 in February, and $46,847,- 


159 in March, 1950, the Dept. of | 


Commerce reported. For the first 
quarter of the year sales totaled 


$172,836,959, as against $125,545,- | 


253 in the same 1950 period. 


TV Replacement Parts 
Supply Is Greater 


Outlook is excellent for an ade- 
quate output of replacement parts 








for television receivers and for | 


continued growth of the parts re- 
placement business, Robert C. 
Sprague, chairman of the board of 
the Radio-Television Mfrs. Asso- 
ciation, told distributors at the 
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Buch CONTRACTORS BARROWS 








Preferred by many contractors for 
its larger (5 cubic foot) hauling ca- 
pacity. Tray is mechanically folded 
(eliminating hammer dents which 
couse rust in the fold) and electrically 
welded et seams to prevent leaking. 
Adaptable to many uses in construc- 
tion work. Hardwood handles var- 
alshed light oak. Tray is blue and all 
other metal parts are painted black. 

Available with steel tubular han- 
dies (Ne. 165). Can be furnished with 
pneumatic rubber tire wheels, semi- 
pneumatic rubber tire wheels, or all 
steel wheels. 


Ne. 155 
CONCRETE BARROW 


BUCH MANUFACTURING COMPANY, 









Here's « 4 cubic foot capacity bar- 
row thet will withstand abuse and 
render years of service. Trey is press- 
ed from one sheet of 15 gauge steel. 
Edges ere rolled and reinforced with 
steel red. Tray has round front for 
forwerd pouring. Handles of select 
herdwood, varnished light oak. Tray 
is blue. All other metal parts painted 
black. Also, available with steel 
tubular handles (No. 164). 

Can be furnished with pneumatic 
rubber tire heels, semi-p +i 
rubber tire wheels, or all steel wheels. 








Carrying the Load 
Sinee 
1868 






e ELIZABETHTOWN, PENNA. 








GET BEHIND THE LINE THAT 


FEATURES CONTINENTAL 
RED SEAL POWER 














GARDEN 
TRACTORS 


LAWNMOWERS 

















In the lawnmower and light tractor field, leading 
manufacturers’ adoption of Continental air-cooled 
four-cycle engines is bringing home to hardware 
men a fact the heavy equipment folks have 
known for years: machinery powered by the 
engine with the famous Red Seal trademark is 
easier to sell—because the engine is already sold. 
The Continental name has stood for dependa- 
bility ever since 1902. Today, more than ever, 
it pays to stock the line that features Continental 
Red Seal power. 


ROTARY 
MOWERS 








A a ee 
[orporation 


AIR-COOLED INDUSTRIAL 
ENGINE DIVISION 


620 FORD BUILDING 
DETROIT 26, MICHIGAN 
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FOr FAST PROFIT 


BRAND 


WEATHERCALK 


‘Bt EMA. 








= ele) 


Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


PAINT company, ‘8 
Lawrence & Venango Sts., Phila. 40, Pa. 


Monvufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. .. Roof Coatings... Industrial Paints and Finishes 





McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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| Radio Parts Show in Chicago. As- 
| sociation statistics indicate that 
part sales were 75 pct higher in 
ithe first quarter of this year than 
| in the first quarter of 1950 and 
| double the total for the first three 
|months of 1949. 


Prefocused TV Tube 
Will Effect Savings 


Announcement has been made of 
|the development of a new “pre- 
| focused” television tube which is 
said to save “considerably” on crit- 
ical materials and on electric cur- 
rent when in use. The tube was 
developed over the last year under 
the direction of Dr. Lee de Forest, 
pioneer radio inventor and head of 
the research department of Ameri- 
can Television, Inc., Chicago. 

The first receivers to use the 
tube, Majestic, will be out within 
the next six weeks. Leonard Ash- 
bach, president and chairman of 
Wilcox-Gay, estimated the tube 
would save about three and a half 
pounds of copper on the focus coil 
alone and several pounds of steel 
throughout the set. It is also ex- 
pected the tube will make possible 
additional simplification of the re- 
ceiver chassis with a resultant sav- 
ing on components. 

Mr. Ashbach said the tube will 
save about 40 pct in electricity use 
}and cut the retail price more than 


$15. 





TV Output Dropped 


36% from Year's Rate 


| <A total of 469,157 television re- 
|ceivers were manufactured in 
| April, the Radio-Television Manu- 
| facturers’ Association announced. 
'This was 36 pct below the first 
| quarter monthly average of 733,223 
| receivers and compared with 874,- 
| 634 units in March. 





| Production of radio receivers in 
| April amounted to 1,337,042 sets, 
compared with the quarterly month- 
|ly average of 1,411,866 units, a 
drop of 5 pet. 


Auto Tire Shipments 


| March passenger car tire casing 
lshipments by manufacturers 
| amounted to 7,783,585 units, a 16.4 
pct rise over the February total, re- 
| ported the Rubber Manufacturers 
| Association, Inc. March output of 
|casings totaled 5,298,387 units a 
12.8 pct rise over the previous 
month’s figure. 








New Industrial Paint 
For Use in Plastics 


Development of Logosent, a new 
industrial paint for reinforced 
polyester plastics, was announced 
by the Bee Chemical Co. The new 
material is said to have excellent 
adhesive properties and resistance 
to ultra-violet radiation, humidity, 
salt spray and abrasion. 

Refrigerator, washing machine, 
electric stove and automobile man- 
ufacturers are experimenting with 
these polyester plastics as a sub- 
stitute for lightweight steel or alu- 
minum, and so are many other pro- 
ducers of office equipment, type- 
writers, small household appliances, 
builders’ hardware, playroom fur- 
niture, etc. A big stumbling block 
has been coating materials which 
would adhere to this type of plastic 
and perform well. 


Tin Price Cut 3¢ 
To American Users 


A reduction by the government 
in the price of tin it sells to Amer- 
ican consumers, from $1.39 to $1.36 
a pound, was announced by W. 
Stuart Symington, administrator 
of the Reconstruction Finance 
Corp. He assailed the British- 
Dutch-Belgian-Bolivian tin cartel, 
stating that it was maintaining 
“fantastically” high tin prices, 
adding that “we are going to do 
everything we can to zet that tin 
price down.” The government con- 
trols the entire domestic tin supply 
through the RFC. Practically all of 
the tin used in this country is im- 
ported, mainly from South Amer- 
ica and Southeast Asia. 


Aluminum Ban Hits 
Ingersoll Windows 


Restrictions on aluminum for 
civilian production have shut down 
the manufacturing facilities of In- 
gersoll aluminum combination win- 
dows at the Ingersoll Products 
Division, Borg-Warner Corp. plant 
at Kalamazoo, Mich. The window 
manufacturing facilities will be 
moved to the company’s Chicago 
plant at 1000 W. 120th St. and as 
soon as aluminum restrictions are 
removed, production will be re 
sumed at the new location. 

Previously, KoolShade screen was 
woven at the Chicago plant and 
shipped to Kalamazoo for assembly 
with the rest of the window. 

While restrictions on aluminum 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & ROLT CO. 
CARPENYEAXSVILLE, ILLINOIS, U.S.A. (EST, 31873) 

















"Stanho" Taper Pins are milled from selected screw stock. 
Recently added to the ‘Stanho" line are Centerless 
Ground Taper Pins—precision made with a total diam- 
eter tolerance of .0005—these are the finest obtainable. 


STANARD 


ORSE NAIL ‘CORP 


NEW BRIGHTON, PA 
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V-BELT SALES 
ARE PROFITABLE! 


—make them more easily with the 


Gilmer No. 350 “TOWER” 


A complete V-Belt department in only 18” 
of counter space! Lets you furnish belts for 
washing machines, oil burners, power tools, 
lawn mowers, fans, and other appliances 
quickly and easily. Actual hardware sales 
records show the 35 top-quality Gilmer 
V-Belts on the Gilmer ‘“Tower’’ meet the 
needs of 85% of V-Belt customers! What’s 
more, you get four practical sales aids: The 
patented Gilmer HANDIMETER, for 
quick measurement of belt sizes; an eye- 
catching window and counter display card; 
the handy Gilmer Inventory Card; and the 
Gilmer “Belt Bible,” the best edition yet! 


ORDER FROM YOUR GILMER HARDWARE WHOLESALER! 
And ask your wholesaler about these Gilmer 
profit items also: 


> 
hi 44 Both friction and rubber. Count on these 


for steady turnover—steady profits! 


4 
° ° ~ 4 
Sure bet for springtime sales! Four hy / “ 
different types cover all price ranges! 


L. H. GILMER COMPANY 


608 Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 
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are in effect the company has ar- 
ranged to provide a redwood com- 
bination window for its distribu- 
tors. 

The window industry has had 
most of its growth since World 
War II and has developed into a 
highly competitive one. Last year 
alone it produced a dollar volume of 
45 million dollars at the factory 
level. 


Home Building Rose 
7 Pct in April 


Total value of new construction 
in April was $2,353 million, a rec- 
ord high for the month, the De- 
partments of Labor and Commerce 
reported. This compared with $2,- 
127 million in March. Part of the 
increase was accounted for by 
higher costs, it was stated. 

Value of work on private homes 
in April was $911 million, a 7 pct 
rise over March and 3 pct above 
April, 1950. 

“The small increase over a vear 
ago resulted entirely from higher 
construction costs, since the physi- 
cal volume of home building ac- 
tivity was beginning to lag behind 
last year’s record volume,” the de- 
partments’ survey said. 

Construction value of stores, res- 
taurants and garages for April was 
down 2.4 pct from March, the re- 
port declared, indicating “the peak 
of such building had passed.” 


Fan Industry Had 
Increased Business 


Shipments of fans, blowers, unit 
heaters and accessory equipment 
amounted to $146 million last year, 
reported the Commerce Dept. This 
compared with shipments valued at 
$111 million in 1949, a 32 pet in- 
crease. Fan and blower products 
accounted for $98 million of the 
1950 shipments. Unit heaters made 
up $46 million of the total. 


Skilsaw Gives 21.4% 
Of Income to Workers 


Bolton Sullivan, president of 
Skilsaw, Inc., portable tool manu- 
facturers, announced transfer of 
$449,292 to the employees’ profit 
sharing fund in a series of trans- 
actions. This gave 21.4 pct of the 
company’s 1950 operating income 
to the workers and brought the 
company’s contributions from 1950 
income to all employee benefits to 
$788,428. 
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Dealers Have Enough Radios, TV Sets 
For 2 to 6 Months, Survey Reveals 


Dealer inventories of radio and 
television merchandise range from 
2 to 6 months, a National Appli- 
ance and Radio Dealers Associa- 
tion survey revealed. Dealers also 
reported that they had adequate 
stocks of FM receivers for periods 
of 6 months to one year. * 

The percentage of dealers re- 
sponding that various types of 
stocks are adequate was: AM only, 
91 pet; FM only, 59 pect; AM-FM 
table models, 78 pct; AM-FM 
phonographs, 90 pct; TV only, 84 
pet, and TV-FM, 75 pct. Fifteen 


percent of the respondents did not 
carry FM and 12 pct did not carry 
TV-FM. 

In responding to the question 
“Do you anticipate your needs for 
the rest of the year in each cate- 
gory to be greater than, the same 
as, or less than last year?”, the 
results showed dealers expect AM 
only to be the same, FM only to be 
less, AM-FM table models to be 
the same, AM-FM phonographs to 
vary from the same to less, TV 
only from same to greater, and 
TV-FM less than last year. 





More Manufacturers Indicate There Will 
Be Few Rollbacks Under CPR 22 


Many manufacturers have in- 
formed their accounts that their 
prices are within ceiling limits un- 
der Ceiling Price Regulation 22. 
A summary of recent pricing 
announcements by manufacturers 
having distribution through hard- 
ware stores follows: 


Wooster Rubber Co., Wooster, 
Ohio, announced that prices of 
Rubbermaid housewares will be un- 
affected by CPR 22. James R. Cald- 
well, president, said that “in spite 
of the fact that our presently estab- 
lished Rubbermaid prices are ac- 
tually 5 pet under the allowable 
ceiling set by the Government rul- 
ing, we have decided to maintain 
our prices at the levels established 
last October and forego any in- 
creases at the present time.” 


Silex Co., Hartford, Conn., in- 
formed accounts that it will accept 
debit memos representing the dif- 
ference between purchase price on 
any merchandise billed after May 1 
and any reductions of cost under 
the new prices resulting from CPR 
22. Prices are being reviewed and 
the company hopes to maintain 
current levels. 


Rival Manufacturing Co., Kan- 
sas City, Mo., stated that prices of 


all its products are well within , 


ceiling limitations, according to 
computations certified by OPS. 
Prices on most Rival products have 
not been raised since 1946, it was 
noted. The company manufactures 
“Can-O-Mats,” “J uice-O-Mats,” 
“Steam-O-Matic” electric irons and 
other housewares. Previously all ac- 
counts had been informed that re- 





tailers and distributors would be 
protected. 


Gibson Refrigerator Co. in- 
formed distributors that prelimi- 
nary calculations indicated that no 
price rollback would be required on 
the company’s line under CPR 22. 
The announcement added _ that 
“prices expected to remain at pres- 
ent levels although in some cases, 
because of increased costs, higher 
prices may be justified.” 


Nesco, Inc., Chicago, is rolling 
back prices about 4 pct on galvan- 
ized pails and tubs. A downward 
adjustment will not be necessary on 
the company’s electric roasters, 
stoves, heaters, lithograph and 
decorative kitchenware, tinware 
and galvanized ware, with the ex- 
ception of the two above named 
items. Paul H. Hill, director of 
sales, informed dealers that it had 
been necessary to file a request for 
an increase on several items which 
were not named. On April 25 the 
company announced it would pro- 
tect its customers on shipments in 
the next 60 days. Dealers have been 
informed that if Nesco shipped gal- 
vanized pails and tubs to them dur- 
ing the period covered by the price 
guarantee they will receive a check 
covering the difference between the 
price on April 25 and the new max- 
imum ceiling price. 


Cory Corp., Chicago, noting that 
the OPS had extended from May 28 
to July 2 the effective date required 
for posting of new ceiling prices, 
informed distributors it will con- 
tinue to July 2 the price protection 
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This Ad. | 


in your local 
paper, will 
bring NEW 
Business to 
your store. 
* 

The mats 

are FREE | 














add el Home Security ° 
rete XS a 
sit ae for ood one today 
home, Its — yes ~ 





KEIL LOCK CO., Inc. Charlestown, WN. H. : 


your NAME 
EASY TO MAKE—EASIER TO SELL! 


HERE 
[Larsorn)} 























Make Your Own 4 


SAW 


HORSE 
BRACKETS 


2 Styles or 





No. 1 for 1” Lumber 
No. 2 for 2” Lumber 


Sizes 


Cash in on the already made sales for "Make Your Own" Saw 
Horse Sets, originated by Chas. O. Larson Co. Home craffts- 
men will buy several sets. 
Attractively packaged and all hardware necded is 
included for the useful Saw Horse Set, with complete 
“easy to assemble” instructions. 
Each set includes illustrated folder on 
Working Tools" for the amateur. 


Sold through recognized distributors and jobbers, or write for color- 
ful literature on the Larson ''Make Your Own'’ construction sets. 


Also manufacturers of BRIGHT WIRE GOODS AND DISPLAY HARDWARE 


“How to Use Wood 


CHAS. O. LARSON CO. 


STERLING «+ ILLINOIS 
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“With a PARKER COPING SAW, 
| never have to wait”’ 


Wits Parker Coping Saws on your counters, 
there’s plenty of truth in the caption above. You 
don’t have to wait to turn over your stock. 
Your customers can choose a Parker or Trojan 
Coping Saw from eleven price ranges and styles. 
‘on your counter. 


Each one “never has to wait’ 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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policy announced May 1. The com- 
pany, it was stated, will honor debit 
memoranda from all distributors to 
adjust for any price changes on all 
shipments released from Cory since 
the issuance of the order, April 25, 
and the now effective date, July 2. 

Federal Enameling & Stamping 
Co., Pittsburgh, has announced 
that the prices of all its products 
are set at figures lower than those 
established as ceiling prices by the 
Office of Price Stabilization Order 
No. 22, and no price rollbacks are 
anticipated at this time. The com- 
pany is holding the price line effec- 
tive last Dec. 1. 

Allen B. DuMont Laboratories, 
Inc., has informed television dis- 
tributors that beginning May 9 
and continuing until Sept. 10, it 
will guarantee them against any 
reduction in distributor prices be- 
low the published price schedule 


of Nov. 1, 1950, on merchandise 
purchased during this _ period. 
Under the guaranty, distributors 


will receive a merchandise credit 
or cash covering reduction of dis- 
tributor prices, whether brought 
about by price control, rollback, 


or otherwise on inventory  pur- 
chased by them during the period 
of the guaranty and on hand at 
the effective date of the price re- 
duction. 

Finders Mfg. Co., Chicago, in- 
formed distributors it was guar- 
anteeing the final maximum price 
on its Holliwood electric louse- 
wares which may result from the 
price ceiling regulation. The guar- 
antee will apply to all shipments 
between April 25 and the time the 
final price under the order yoes into 
effect. 


Westinghouse to Make 
Light Bulb Blanks 


Westinghouse Electric will build 
a 30-acre glass plant to make bulbs 
for incandescent lamps near Hot 
Springs, Ark. It will serve as a 
feeder for the company’s lamp man- 
facturing plant in Little Rock, Ark. 


New Rubber Use Down 


New rubber consumption in April 
amounted to 98,355 long tons, as 
against 101,063 long tons in March, 
a drop of 2.68 pct the Rubber Man- 
ufacturers’ Association reported. 











(Mito 





CHAMPION of its Class 





Wrought Sash Lock 


Our No. 800 lock is a good substantial 
steel sash lock, made of heavy gauge steel, 
finely finished with positive spring action. 


Ask for a sample. We want you to see 
this fine lock. It will be sent no charge. 


CHAMPION HARDWARE C0. 


GENEVA, OHIO 








~ 
, 
tenn 


JAMAICA 
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Two New Glidden 


Lines Boosted Sales 


Sales of the Glidden Co. amount- 
ed $115,918,248 in the first six 
months of the company’s 1951 fiscal 
year, a new record. This compared 
with $80,332,382 in the same period 
a year ago. Two of the products 
which were factors in the sales 
record were Spred-Satin, synthetic 
rubber emulsion base interior paint 
and Alpha Products, a Soya Prod- 
ucts Division development used in 
paint formulas, paper sizing and 
other products. 


Vehicle Production 
Higher Than Ever 


Motor vehicle sales in April, in- 
cluding vehicles for the armed 
forces, totaled 639,313 units, as 
compared with 755,022 units in 
March and 559,311 units in April, 
1950. The April, 1950, total in- 
cluded 503,079 passenger cars. Fac- 
tory sales for the first four months 
of this year amounted to 2,619,489 
units, as against 2,196,800 units in 
the first four months of last year. 


(Resume reading on page 15) 


Re Be 





MR. RETAILER... 


The ANCHOR small packaged WIRE line is one you may be proud to 
handle. Not enly is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 
sales. = YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 


WIRE CORPORATION 


i ee ee ee 
iStAND, NEW YORK 
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FAST-SELLING 
SANDING BLOCK 


Check these 
Auretktre 
selling pots | 


NV FAST neiies VCONFORMS ¢o MOULDINGS 


N ITS OWN N’ LITTLE PRESSURE 
SANDING BLOCK NEEDED 
\VCELLOPHANE WRAPPED for CUSTOMER APPEAL. 


YWeWORLD'S FASTEST HAND SANDER / 
SEE YOUR JOBBER OR WRITE 


KWIKSAND,,.. 222 MERCHANTS RD. 














SELL THE CAPS THE 
KIDS ASK FOR! _- 





Kilgore Perforated Repeating Roll Caps, in the familiar 
red box with red, white and blue corner striping, have 
long been recognized as the finest toy paper caps avail- 
able. Let this recognition work for you. Give the kids 
Kilgore caps .. . the caps they ask for by name. Kilgore 
can supply every type cap you need. Write for name of 


your nearest jobber. 
9. go 
© 


6-shot Disc Cop © 
for Kilgore's ex- 
clusive 6-shot 
models. 





Single-shot Caps 
— 72 caps per 
box. For all 
single shot pis- 
tols ‘and rifles. 












{ 











“ 


ROCHESTER,9N.Y. 
<== meee §6=—- “Park” things where 
: } you want them... 


EASILY! 






FINGER GRIP ADJUSTABLE CLIP 


D 7 e Shops 

¢ Kitchens 
Now with ‘silent salesman’ display card at- ¢ Cupboards 
tached for quick, profitable sales. Holds 6 arti- e Closets 
cles. Adjusts in a jiffy to any size up to 14%” e Etc 


dia. Clips are nickel plated. Hardwood 15” 
long, %” thick. Ready to hang! 


See your Jobber 


ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 


| Midway Mirbrite Bits 
| “preferred by all | 
uke want the Gest! 














‘Auger re 
for every 
purpost 





Standard auger bits 
Auger bits for 17 sizes (4/6” to 24/46") 
electric drills 


Ae” to 12/6” 


Tnidway 


*Mirror Bright 





INC Melvin, Ohio 


THE MIOWAY TOOL*CO 





Sales Office and Factory 4 
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wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger’s new and original design makes the cutting 
knife follow the contour of the ground so that it will not 
dig or plow. Your customers will like the Wick Edger 
because it is constructed to facilitate the gre stest 
possible ease of handling. The knife is self-adjust- 
ing and self-sharpening, the heavy gauge 
spring steel cutting whéel and blade are heat 
treated for long life. A 4 inch rubber tire 
guides the edger along smoothly and 
without strain. Approximate unit 
weight, 3 Ibs., handle length, 48 














Write for complete information. 


INCORPORATED 
INDIANA 


ccteeinieel 
NEWCASTLE, 


Amplex * 
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MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY e« 





MARSHALLTOWN, IOWA 





INGERSOLL 


SHOVELS 


... Edges won't split or curl! 





—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-relled te give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write fer prices. 


“A Borg-Warner Product” 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 














Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
DIGEST which appears in every issue of HARDWARE 
AGE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 








av, Teles) 
DALUMINUM 


MAYES GUARANTEES ACCURACY, SERVICE 





7 DEALER 


=- A 


F 
MAWE 


mA 


ORIGINATED 1896 
*AND DURABILITY:+ 


roos MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin.Mick. 


ELS 


AND ALUMINUM 


CATALOG FOR 
ASKING 








CHROME 
NIPPLES 


4," to 4" sizes 

Vg" and !/." sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
7h 














a 


SUNSHINE 


REG. US. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Oll TAN 
MADE IN USA 


y, DOUBLE DUTY 4 





@ EASIER TO USE 
#LASTS LONGER 
* CLEANS BETTER 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 
CONSUMER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 
WRAMC Me V'ha-)) Gal OE Sado 
TRIPLE SAFETY PROTECTION — ONE YEAR GUARANTEE 


| moon 
] 











moots 

COMPACT— 

25 cat. $3995 

ORDER NOW THROUGH YOUR JOBBER + +> 
WRITE US FOR FREE FOLDER 


ms Corp. 
arms € PICO BiVD. LOS ANGELES 15 CALIFORNIA 


32 Cal. $449 
380 Cal. $4625 





380 Cal, $4495 





Western 











ASCO 


LEATHER AND SADDLE SOAP 


Sells 
Readily 
For 
Many 
Uses 


Cleans and preserves ALL kinds of leather, 
except suede. Imparts a soft fine finish. 5 oz., 
12 o2., and 5 Ib. cans. If your Jobber cannot 
supply—contact us. 


ASCO CHEMICAL CO. 


Ave., .. Bi 


641 Lexington 


Brooklyn, 














CABLE CLAMP 
& PIPE STRAPS 








Ball 
Type 


METAL FLOATS 


3" to 12"' diameter 
ball floats of cop- 
per or stainless 
. steel for open 
tank to i50# 
pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 























IMMEDIATE 
DELIVERY! 
All types, wood and 
steel in stock. 
Also Folding Tables 


. 
e 
a 
e 
* 
e State requirements! 
. 
- 
s 
a 


‘CHAIRS 





¢ ADIRONDACK CHAIR CO. wi'.t'xy, 











yy ST 


a 2 WY) ‘ MALLEAGLE IRON 
note \Z57 


sveet 1 HOLE STEEL 


r 


ASK FOR CATALOG . 


DIAMOND EXPANSION BOLT CO., INC 








OEPT.H.A. © GARWOOD, N. J. } 
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Bewildered ?? 


° ete ° then read ° ° a 
WASHINGTON NEWS AND VIEWS 
on page 10 of this issue. Here are 
accurate, authentic, easy-to-under- 
stand reports on the latest develop- 
ments in Washington affecting hard- 
ware dealers. This helpful feature in 
each issue is another reason why 
HARDWARE AGE is the No. 1 choice 
of hardware dealers throughout the 
nation. 
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* Coping saw ¢, ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices * 
Tam ws 
hock sows es * compos; 2008 nd ne Nationally Advertised Products eynote 8° 


_ janes * ad es * 

* Panel saws . 6 sts M fore P ow bi 
block Planes & p, Pruning saws wood chisels * « planes * y wot sows * 
Mitr, e saws as 


s x ie 
screw driver oth plones walt ser ore 


ws *& * s* » 
GREAT NECK SAW MFRS., INC. pore owls * petty — « «+ for the stars in our line 


MINEOLA, NEW YORK see your jobber 


and saws 


































































ASK FOR IT 
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RIORITY 
DWARE 
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J 
sc refer — STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
Check SOLDER } || Distributed exclusivel 
ees Why accept less than the Best—when GLASER costs no more? istributed exclusively through your jobber 
praore 21-31 we ie conn N.Y : Made exclusively for 

, RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 AMERICAN IMPORT C0., San Francisco, California 

‘waist: 
—— | TRADE NAME 


Question Box 


07 -V\ i GO) 6 ie 0D) 2) tae Ae be > Ota OD 8 ae 


Gold Babel 





Goenlee gw * 
AUGER BITS s 


Uniformly fine Solid Center type 
... accurately sized, perfect 
cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls. 
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ATS Wits, for free TOOLS FOR CRAFTSMEN 
of cor cleats We GRE. NLEE REG. TRADE MARK 
* <n . TURN TO PAGE 165 
vin stock FOR ANSWER 
— = GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 
> order = 
IS & C0. * iz eeeevoevoeeve2ee8 
= NEW Sermetcced 
PAINT THINNER. 
° @ CHEAPER THAN TURPENTINE ; 
RY! appeal e FOR USE IN ALL PAINTS—INSIDE OR OUTSIDE . 
gf: oe a i eee 
. Boxed & Carded! « allon Cans. . ¢ . ints . o-- SOC FUR «¢ 
e° r 1 Gall C .. 80¢ Gal. 4 Oz. Bottl 96¢ Doz. 
e popular-priced > = r ott rake o pad of Mississippi a ™ Bottles si 
e , for LACQUERING, | ° USE TO THIN: ™ 
° VARNISHING + 1—Painte 6—Cood any 7 
. ENAMELING bi re ~ ' 
tony ° MARKING and | * "Enamels Metals; 
7, TOUCH-UP 54 be . — a ee a, 
= . . _-\, Order From Your Jobber e Evaporation guthe = a vase Siahes ms 
—— M. GRUMBACHER. xc. || ° St ae, . 
: 4 1744.N. W. lst Ave., Miami 36, Fla. * 
460 West 34th St., New York 1, N. Y. ‘SPESCO LARGEST aie w4vur40TURER” . 














ws Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
* chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
why AGE brings you more listings of new merchandise than any other hardware magazine. 








the HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 


Positions Wanted 
andl set solid, maximum, 


ey 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Sampies of merchandise, [iterature, 
catalogs, etc., will not be forwarded to box 
number advertisers uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close '5 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








OPPORTUNITY ?? 
WE HAVE IT!! 


Full line industrial and household brushes for 
housewares, hardware, restaurant and hotel 
supply and automotive supply jobbers. All 
Southern, Western and Central States open. 
Write stating qualifications to 
Box A 134, care of HARDWARE AGE 
100 E. 42nd Street, N. Y. 17, N 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
ae, retail stores outside of the larger 
cities ere dte complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of as Age, !00 East 42nd 
St., New York 17, N. 














TWO TERRITORIES OPEN, MANUFAC- 
TURER OF PLASTIC item for wage earner 
group needs two representatives to call on Hard- 


ware Jobbers, Dept. Stores and Chains in these 
two areas: INDIANA: Gary, E. Chicago, S. 
Bend. ILLINOIS: E. St. i ouis, Alton, St. 
Louis, Mo. Address Box A-175, care of Harp- 
ware Ace, 100 East 42nd Street, New York 17, 
| a 


COMMISSION SAL ES RE P RESENT ATIV E 


WITH ESTABLISHED clientele among _retail- 
ers and jobbers in Illinois, outside of Cook 
County, wanted by established tool manufacturer. 
Address Box A-179, care of HARDWARE ~ AGE, 


100 East 42nd Street, New York i, 


PROMINENT 


SALESMAN WANTED 
AND LEADING PAINT Brush Manufacturer 
has New York, Chicago, Philadelphia, Pittsburgh, 
Florida, Virginia territories open Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commission, Will also consider side line men or 
manufacturer’s agents. Address Box A-182, care 


of Harpware Ace, 100 East 42nd Street, New 
Y 


York 17, N 


WANTED BY NATIONALLY KNOWN 
MANUFACTURER of padlocks, night latches 
and builder’s hardware, an established, aggres- 
sive sales organization, that can produce results 
in the territory of Texas and Oklahoma. Address 


Box <A-176, care of Harpware Ace, 100 East 
42nd Street, New York 17, 
SALESMAN WITH FOLLOWING AMONG 


RETAIL Hardware and Variety Store Trade to 
sell well known and reputable line of Dog Col- 


lars, Harnesses. Leads and accessories. Exclu- 
sive territories open. Liberal commission. In_re- 
ply give details, territory covered, and lines 


handled. Address Box A-183. 
Act, 100 East 42nd Street, 


SALESMAN WANTED, now selling directly 
to manufacturers, jobbers and distributors. Spe- 
cialty nails of _all tvpes and gauges. For informa- 
tion contact Philadelnhia Nail Co., Inc., 67 E. 
Laurel St., Phila. 23, Pa. 

MANUFACTURER’S 
WANTFD CALLING 


care of HARDWARE 
New York 17, N. Y 





REPRESENTATIVE 
ON Hardware Tobbers 
and Industrial Supply Houses for a line of 
mechanics hand tools. Territories open: South- 
eastern and Mountain States. Work on commis 


sion basis. Write territories now covered and 
lines handled. Address Box A-180, care of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. ¥ 

MANUFACTURER of nationally advertised 
line of rust inhibitive coatings and aluminum 
paints has openines in some exclusive territories 


for sales representatives with good following of 


mill supply houses, paint jobbers or hardware 
jobbers, Established accounts will be turned over 
to you. Protected territories, personal sales as- 


sistance from home office. Commission basis. Ad 
dress Box A-186, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 
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Accounts Wanted 








Becsena. eo ge ee 
ished—Reliable Aggressi 
ANCO’ CORPORATION _ Picuboreh 22, Pa 


New York ry “Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references 











MANUFACTURING REPRESENTATIVES 
COVERING 
CALIFORNIA, OREGON AND WASHINGTON 


WHOLESALE HARDWARE, MILL SUPPLY AND 
SPORTING GOODS JOBBERS 


Address Box A-125, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








| to salesman who is well 





SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 

McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue, Miami 38, Florida 











WESTERN CANADA. MANUFACTURERS, 
WE ARE OPEN tto accept one or two major 
lines on Commission Basis, Hardware, Electrical 
or Automotive. We sell to Jobbers only. Our 
)-B rating is B-1. James B. Carter Limited, Est. 
1920, Winnipeg, Canada. 





TENNESSEE. MANUFACTURER'S AGENT 
ADDING ACCOUNTS for this territory. Whole- 
sale and retail hardware, plumbing and electrical 
outlets. Address Box A-181, care of HarpWware 
Ace, 100 East 42nd Street, New York 17, N. Y. 


AGENTS, ESTAB.- 
travelling 3 men covering Wis- 
consin, Illinois, Iowa, Minnesota, Milwaukee 
Headquarters. Now handling compressors and 
vises, interested in additional equipment or tool 
items. Would consider good connections on 
screws, nuts, bolts, rivets, cotter pins, etc. Ad- 
dress Box A-164, care of Harpware Ace, 100 
East 42nd Street, New York 17, New York. 


MANUFACTURER’S 
LISHED 1932, 





DISTRIBUTOR, HAVING NATIONAL 
DISTRIBUTION TO Radio & Television parts 
jobbers and distribution in Western States to 


hardware wholesalers, wants additional, desirable 
and suitable __ lines, Purchase and _ stock. 
ie ed CO., 1561 Virginia Ave., Glendale 
2, Calif. 





MANUFACTURERS’ RE PRESENT. ATIVE, 
WITH LARGE JOBBER following in New 
York, New Jersey, Eastern Penna. & Conn., 
seeking additional hardware lines. Specially 
Mechanics’ tools and locks, Address Box A-187, 
care of HARDWARE y™ 100 East 42nd Street, 
New York 17, N. 





Help Wanted 


HARDWARE SALESMAN WANTED—ES- 
TABLISHED HARDWARE, Housewares and 
Garden Supply Jobber offers excellent opportunity 
acquainted with retail 
hardware stores in and around Hartford, Spring- 
field and Holyoke. All replies confidential. Draw- 
ing account and commission. Address Box A-160, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. 








HARDWARE SALESMAN WANTED ES- 
TABLISHED HARDWARE, Housewares and 
Garden Supply Jobber offers excellent opportunity 
to salesman who is well acquainted with retail 
hardware stores in and around Providence, Rhode 
Island, Norwich, New London, Conn., and sur- 
rounding areas. All replies confidential. Address 
Box A-163, care of Harpware Acez, 100 East 
42nd Street, New York 17, N. Y. 


MANUFACTURERS 





DIRECT _REPRE- 
SENTATIVE WITH EXCEPTIONALLY _fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
Harpware Ace, 100 East 42nd Street, New York 
Wy, a. © 


PLUMBING SPECIALTIES - SALESMAN 
WITH FOLLOWING for established New York 
irm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open, 
Commission. Replies confidential. Address Box 
A-184, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 


WHOLESAI Le 





— 


DISTRIBUTOR IN_ RO- 


CHESTER_ SEEKING experienced warehouse 
manager. Complete supervision of others, ship 
ping, and receiving, filling, packing orders, af 


ranging stock. Thoroughly familiar with variety 





store merchandise, housewares, etc State age, 
experience and salary expected Box 409, 
Rochester, New York. 

NEED A GOOD SIDELINE? FULL or part 
time salesman to represent accepted wholesale 
line of saddles, riding equipment and accessories. 
Also line of Hand & Mechanics tools, gift_items, 
power tools. Protected territories open. Liberal 
commission. Catalogs & selline dota furni hed. 


Minnesota Wholesalers, Inc., 300 First Ave., No. 


Minneapolis, Minn. 
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Business Opportunities 











CLOSEOUTS WANTED 


Silex & Cory 
Coffeemakers & Parts 
GORDON & TILLMAN LTD. 
21 N.W. 36th St. Miami, Fla. 
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HARDWARE STORE: 15 YEARS IN 
THRIVING CITY. New fixtures in new build- 
ing, classified as the most modern and_ best 

uipped by the Michigan Hardware Association. 

ust sell on account of health. Will also sell 








Business Opportunities 


Positions Wanted 








Failing Health Forces Sale of Hardware, 
Appliance, Gift Business 


Store 55 x 90 with 40 x 55 Storage space, with 
long lease. Building also houses Kroger's, farm 
offices. City of 7,000, trading area 35,000. 90 
miles east of Chicago. Present inventory $65,000. 


WRITE CLEM VOLPERT PLYMOUTH, INDIANA 

















building. Plymouth Hardware, Plymouth, Mich- 
igan. 
WANTED 
JOB LOTS CLOSEOUTS 


Builders Hardware—Butts—Hinges 
Cabinet and Shelf Hardware 


Address Box 273, Bronxville, New York 











Positions Wanted 





SALESMAN, 40 YEARS OF AGE, many 
years of experience in selling to Wholesale and 
retail paint and plumbing supply dealers, cover- 
ing California and surrounding States, desires 
sales position. Address J.K., 339'%4 So. Catalina 
St., Los Angeles, Calif. 





SALESMAN, WITH 15 YEARS EXPERI- 
ENCE of selling to Wholesale and Retail Hard- 
ware, electrical and houseware dealers, desires 
sales position for the State of Calif. Address 
. W. 339% So. Catalina St., Los Angeles, Calif. 


| East 42nd Street, 





SALES REPRESENTATIVE WITH 15 
YEARS EXPERIENCE selling hardware, paint 
& mill supply jobbers, College graduate, age 338, 
desires to represent manutacturer. Prepared to 
execute all phases of Los Angeles Sales Office. 
| Address Box A-139, care of —~ Acz, 100 
New York 17, N. 


PURCHASING, EXPEDITING, INSIDE 
SALES. PE RSONABLE, aggressive, young man 
3'4 years experience industrial builders and 
cabinet hardware. Basic knowledge metal and 
plating. Married. draft exempt. Address Box 
A-177, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N é 


HARDWARE MAN, 39 YEARS OLD, 20 
years experience in wholesale hardware on stock 
and orders, Ability to work well with others, 
adaptable to most any position as an inside man 
Metropolitan New York area desired. Address 
Box A-185, care of Harpw ARE AGE, 100 East 
42nd Street, New York 17, 








4,497 


100 EAST 42nd STREET 





16,650 MAJOR RETAIL HARDWARE DEALERS WHOSE 
SALES EXCEED $30,000.00 ANNUALLY 


INTERMEDIATE RETAIL HARDWARE DEALERS 
WHOSE SALES ARE BETWEEN $20,000.00 AND $30,000.00 


20,183 MINOR RETAIL HARDWARE DEALERS WHOSE 
SALES ARE LESS THAN $20,000.00 


6,500 OUTSTANDING MAJOR HARDWARE DEALERS 
WHOSE SALES EXCEED $50,000.00 ANNUALLY 


541 GENERAL WHOLESALE HARDWARE HOUSES 


WRITE FOR DETAILS 


FOR 1951—USE THE 
Hardware Age Direct Mail Addressing & Mailing Service 


It Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 


134 WHOLESALE HEAVY HARDWARE HOUSES 

111 WHOLESALE HARDWARE HOUSES IN CANADA 
2,084 DISTRIBUTORS OF MILL SUPPLIES 

151 DISTRIBUTORS OF MILL SUPPLIES IN CANADA 
11,460 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARDWARE AND 
HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


NEW YORK 17, N. Y. 
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107 the complete line that's 
TAILOR-MADE FOR 
THE HARDWARE TRADE! 
"SWAN RUBBER COMPANY 
si BUCYRUS, OHIO 
wo | World's Largest Manufacturer of Garden Hose 
"| Confidentially a wonderful buy! 





BUILDERS’ HARDWARE K 


You can recommend and sell this quality hardware to 


























55 | your trade with full confid Valuable repeat busi- AND BUTTS 
151 ness usually follows every sale because the National GARAGE 
| line has style—plus exclusive features—that promote = 
152 long, smooth operating efficiency. ae 
en A copy of the latest Catalog No. 25 Bn. i. 
. 155 or an illustrated wall chart will keep + 
. SCREEN AND 
. 105 you posted on the latest in hardware. STORM DOOR 
SETS 
155 ee eee ee 
131 (} tlic { a 
CALONa MANUFACTURING CO. Sterling, illinois 
88 —_ — a 
147 
us| | HERE'S YOUR ANSWER TO 
7 “TRADE NAME QUESTION BOX" 
“Gold Label” is the registered Trade-Mark of the H. B. 
18 Sherman Manufacturing Co. We at Sherman’s reserve 
5 this name for products of exceptional Quality and Sales 
| Appeal. It identifies the popular “Gold Label” Garden 


- Hose Nozzle and the big, colorful “Gold Label” Rotating 

| Lawn Sprinkler. Cash in on the long-established accept- 
ance of this Trade Name by featuring these “Gold Label” 
9 items in your store! 

















a a a om . Write Dept. HA for Free Circulars MPC 3-50 
H. B. SHERMAN MANUFACTURING CO. 

Vaughan & Bushnell Mfg. Co. ... 167 BATTLE CREEK, MICH. 
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| Wall Mfg. Co. . . 138 

Wallace Bros. Div. ......... 56 

Washburn Co., The ........ l 















160 
9 
150 
: PALIENLY LL 
” | i The Gleveland Chain & Mfz Go. 
\ CHAIN FOR EVERY NEED Cleveland 5, Ohio ; 
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t’s a proven fact! Heller fixtur 
cammas stores attract more trad 
Heller store fixtures possess me 
selling features than any og 
line of fixtures on the ma 
today. You will be amazed at 
greater sales producing possibilt 
ties of Heller fixtures, and you ge 
more value per dollar invested, 


Send size of store today for free 
plan. Ask for new manual No. 514A, 











ARCHITECTS ond BUILDERS 
AGREE ON ~(CHICAGO)— 
| SPRING HINGES 


Streamlined "TRIPLEX" 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
“Triplex” Spring Butt Hinges and 
here are a few of the reasons why: 


1. They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


. Here is a product that main- 
tains our tradition for quality 
. @ tradition that has guided 


Type BUT2001 us through more than 60 years. 


Modern Button 
. Tip Ornamentatioa 


Chicago Spring Ninae Co. 


CHICA U.S.A. NEW YORK 


Spring Hinges of Quality 





coe CALBAR #26 


CARTRIDGE sgprearesnts GUN! 


Here at last is a compact, lightweight Cartridge Caulking Gun 
designed and priced to appeal to thousands of home owners all 
over the country. It’s easy to load and operate—no fuss or 
cleaning — for the compound never touches the inside 
of the gun when it is used with CALBAR ‘‘Hole-in- 
Top’’ Caulking Cartridges. It’s so convenient 

that contractors are buying it, too! 


Suggested Retail Price $2.70 


CALBAR PAINT 
& VARNISH CO. 


Manufacturers of Technical Products 
2612-26 No. Martha St. 
Philadelphia 25, Pa. 


Your Jobber Can Supply You 











oricina. DOMES OF SILENCE * 2: 


SELL ON SIGHT when these attention- compelling con- SIZES 


tainers, box or card are displayed on counters. Genuine DOMES 


One Set in a 


Gee cx0 on © Cand. OF SILENCE glide softly, silently, smoothly 
— over all flooring; saves floors and furniture For 
Te Ma Te years the favorite with houseowners and furtdeure 
%” th” manufacturers. 
Ask yeur jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 











HARDWARE AGE, JUNE 14, 1951 





invested, 


ay for free 





nvenient 


$2.70 


1951 





